4. 
THEE MAGAZINE FOR DISTRIBUTORS AND THEIR SALESMEN 


Ari OM APRIL, 1941 


Wo) 


oy : 
6 fy 
S * Mi 
a 








Wartime Canada 
Leans on Distributors PAGE 42 








An excellent 14 to 2” Electric Pipe-Machine! 





For threading, we ree- 
ommend the No. 72 
BEAVER quick-open- 
ing fully - adjustable 
threader with die 
throwout device which 
makes it unnecessary 
to back off over the 
finished threads. The 
high speed steel die- 
are out in front the 
chips fall away — and 
oiling is easy. Resets 
to same size instantly 
and automatically no 
lead screw to unwind 
or catch chips. Uni- 


versal centering device 
“no locking.” No danger of 


failing to shut off power. 














The No. 5 BEAVER 
Burrless Knife Cutter is 
the ideal tool to use for 
cutting off pipe with 
the BEAVER Model-C 
and other power drives. 
It is automatic in ae- 
tion leaves no inside 
or outside burr cuts 
off 2-inch pipe in less 
than 30 seconds. 

Beveling or grooving 


knives available for 
No. 5. 





insures straight threads and requires 
“jamming” or damaging tool by 


Only $189.50 - - Complete 
Immediate Delivery 


F you have been losing sales—and_profits—because 

of delayed deliveries on pipe machines why not try 
to sell your prospect the Beaver Model C-2 Power 
Unit with legs. pipe vise. '4 to 2-inch automatic knife 
cut off and |!» to 2-inch quick-opening adjustable die- 
head with high-speed steel dies especially made for 
power threading. In many cases you can also sell a 
drive shaft with geared cutters and threaders for pipe 


from 2!» up to 8-inch. 


Tvpical Industrial Users! 


Among the hundreds of satisfied users of this Beaver 
Model C combination are: DuPont: Colgate; Mitchell 
Field; Grand Coulee Dam: Firestone: Tappan Stove: 
American Ship Building: American Can: American 
Locomotive: Pittsburgh Plate Glass: Goodrich: Stand- 
ard Oil: Fisher Body: Federal Ship Building: U. S. 
Gypsum —and scores of U. S. Government projects and 
departments. 

Because of easier portability and greater flexibility the 
Beaver Model C- 2 Pipe Machine Assembly is, in some 
cases, superior to a “re ‘sular” pipe machine. 


Beaver Model C-2 Power Unit with legs and 
PE cit Kobe arateesnss esbereea bcd $150.50 
Beaver No. 5 15 to 2” Knife Cutter.......... 15.00 

Beaver No. 72 Opening Adjustable Diehead 

with 's to 2-inch high-speed steel dies for 
us cian cccenanarapnenne 24.00 
NE EE i oca ais? oe ee ee 189.50 


Specify the “BEAVER MODEL C-2 PIPE MACHINE 
ASSEMBLY” we'll make immediate shipment, freight 
allowed to jobbers’ stocks anywhere in the USA. 


Write for new 1941 Beaver Catalog and 
“What Users Say”! 











Model C Threads 8-inch pipe in 6 minutes 





Highest Quality * WARREN, OHIO * For~ 40 Years~ 











THE SUPPLY MONTH 


ONE DOCTOR who takes his own 
medicine is Oscar Iber, author of the 
frank comments on the small order 
problem in our Guest Editorial (Page 
33). On the introductory page of his 
firm’s catalog Oscar plainly declares 
that prices “are based on full package 
quantities. However, occasionally, 
very small quantities are desired, ne- 
cessitating the breaking of packages. 
In such instances the discount will be 
increased ten points to cover the extra 
cost of handling.” 


BUSINESS |S GOOD, but we weep 
for the industry’s advertising cam- 
paign which died a-borning a few 
years ago. Never has there been a 
time when it was so important that 
the distributor’s function, his true 
position in the industrial scheme, be 
fully understood. Toward that end 
the distributor’s story has been 
brought up to date, applied strictly to 
its importance in the defense program 
and condensed into the four-page 
presentation beginning on Page 37. 
Your customers, too, may be inter- 
ested in this latest survey of the dis- 
tributor’s status. If reprints are 
wanted, it will help if you get your 
order in early. 


MANUFACTURERS MERIT at least a 
bow, an orchid and an appreciative 
word for the brand of ball they are 
playing with distributors through the 
emergency. Goods are scarce and 
lot of razzle dazzle comes their way 
but by and large the manufac- 
turers are not forgetting that distrib- 
utors have been their bread and butter 
through fair and foul weather for 
many long years, and will continue so 
when all the shouting and shooting 


is over, 
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A PLUS line 
in quality 
and in sales .. 


17 different styles 
meet every modern 
requirement..... 





@ First—you can depend on the Link-Belt 
line of Take-ups for widest sale coverage, 
because it is complete for every light, normal, 
or severe service. Second—your customers 
can install these take-ups in any desired posi- 
tion, upon any suitable supports. Third—there 
are types to sell where rust and corrosion con- 
ditions prevail—there’s a type to sell where 
excessive expansion and contraction condi- 
tions result from temperature’ variations. 
Fourth—there is compactness in design—an 
important sales feature. Fifth—there is one 
feature after another that means easier sales 
for you ... You'll find the complete story in 
Link-Belt general catalog No. MS-800. 


8488 


LINK-BELT COMPANY 


a ’ Chicago, Indianapolis, Philadelphia, Atlanta, Dallas, San Fran- 
jae pe Bd, ‘= ao ote Rw 7. cisco, Toronto, Detroit, Boston, Los Angeles, Portland, Ore. 
ball, roller and babbitted bearings. Carried in stock by mill supply houses throughout the country. 


POWER TRANSMISSION EQUIPMENT 
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INSTO-GAS Gan Fill that SALES GAP 


.... . Made by Defense Priorities 





@ Sooner than you may think it will be impossible to make de- 
livery on many mill supply products to non-defense customers. 
However, this shortage will make every factory a better pros- 
pect for maintenance equipment, such as Insto-Gas Torches 
and Furnaces because machinery breakdowns will require quick 
repairs. 


The safety, economy, speed, and portability of Insto-Gas 


Torches and Furnaces make Insto-Gas the ideal portable heat 
for bearing replacements, metal melting, preheating, anneal- 


ing, solder flowing, paint removing, thawing, and other main- 
tenance jobs as well as production work. 


Insto-Gas is a line that has a large industrial and building 
trade market; year round repeat sales; trade acceptance, as 
the most modern portable heat; fast selling, 1941 sales to date 
are twice the same period sales in 1940; large gross profit; 
distributor protection on all sales; national and local advertis- 
ing; listing by both Underwriters Laboratories, and Factory 
Mutuals Laboratories. 


Right now there is an opportunity for a limited number of 
aggressive Mill Supply Houses, in territories where we are not 
represented, to obtain the Insto-Gas franchise for the distribu- 
tion of Insto-Gas Torches and Furnaces and the supplying of 
Insto-Gas in refilled cylinders at an assured profit. 


Wire or write today, 


INSTO-GAS CORPORATION 


1900 E. Jefferson, Detroit, Mich. 
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No. 5 Insto-Gas Jumbo Torch with 24” flame 
delivers 200,000 B.T.U. per hour. 


~ 
<j 


A Message from 


WIRTHLIN-MANN 


* “GomPANy 


2 

After seven years experience with 
Insto-Gas, E. N. Wirthlin, President of 
Wirthlin-Mann Company, Cincinnati 
writes: ‘Refer anyone to me who is con- 
templating taking on your line. | can 
frankly say that | believe | would have no 
difficulty in convincing anyone that they 
would make no mistake in taking on the 


Insto-Gas agency.’ 


"Your product, both the Insto-Gas and 
the equipment, is of the highest type and 
the cooperation from the grand person- 
nel of your organization would spell suc- 


cess to any agent.’ 


| hat=) come (ols 


APPLIANCES AND GERVICE 


Illustration from left to right 


Back Row — No. 5-C Cylinder, 
No. 18 Cylinder, Plumbers 
Furnace with Guard, Solder- 
ing Iron Furnace, 25 ft. hose. 


Front Row — No. | Torch with 
1214 ft. Hose, No. 2 Torch 
with hose, No. 3 Torch and 
hose, No. 4 Torch and hose. 
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WHAT EVERY GAUGE GLASS 
SALESMAN SHOULD KNOW 
ABOUT 


MACHINE DRAWN 
ACCURACY 


Proper installation has a great deal to do 
with the service life of any gauge glass. 
Even the most careful attention to correct 
installation, however, cannot compensate 


for strains created through forcing an in- 


accurately made gauge glass into place. 


“Pyrex” and “Corninac” Gauge Glasses 
are uniformly accurate in size because 
they are machine drawn by specially 
designed equipment. 

Ask your customer whether he has en- 
countered excessive breakage immediately 
after installation. If so, he is an excellent 
prospect for “Pyrex” and “Corninc” 
Gauge Glasses. Tell him why these gauge 


glasses minimize installation strains. 


DIRECT COLOR PHOTOGRAPH 


An all important feature of the “Pyrex” 
Broad Red Line Gauge Glasses is visibility 
vividly illustrated by the above reproduction 
of an actual photograph taken from directly 


in front of the glass. 


“Pynex”’ is a registered trade-mark and indicates manufacture by Corning Glass Works. 


7 
JURNING 


; Glass Works 
A Corning, New York 
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OTHER IMPORTANT SALES FEATURES 


Resistance to heat and cold... Because 
of its low expansion coefficient,“ PYREX” 
brand Glass resists temperature 
changes that would instantly shatter 
ordinary glass. 


Chemical Stability ... “Pyrex” brand 
Glass resists the corrosive action of 
steam and remains clear and unclouded 
over long periods. 


Hardness... The hard, smooth surface 
resists abrasion and scratching and con- 
tributes to permanent visibility. 


Working Pressures... .“Pyrex” Gauge 
Glasses are available for all pressures up 
to 650 Ibs. per square inch, 


Odd Lengths... Orders for odd lengths 
can be easily cut from standard stock 
glasses carried by your supply house. 


Complete Line... These Gauge Glasses 
include: “Pyrex” Broad Red Line, 
“Pyrex” Red Line, “Pyrex” High 
Pressure, “Pyrex” Heavy Wall and 
“Corninc” Standard Gauge Glasses. 








UNIFORM SKELP 
UNIFORMLY HEATED 


is continuous-welded 


at constant temperature 


That's why 


BETH COWMD 


Te hlan 


Beth-Co-Weld is furnished in uniform 
lengths, too—21 feet plus or minus one inch. 
Now available in all sizes up to 3 inches, 
black or galvanized, standatd or extra 
strong. The new Continuous-Weld mill 
shown here is one of two now in oper- 
ation at Bethlehem’s Sparrows Point Plant. 





BETHLEHEM STEEL COMPANY = 
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THROUGH 
INDUSTRIAL 
DISTRIBUTORS 


Think of it from the user’s point of view and you'll see wh 
Zip-Lift sales are clicking! Compare it in design . . . in per 
formance . . . in convenience . . . in quality! Then look a 
the price! It’s the only full electric hoist of its type in the 
low price field —a real wire rope hoist with push-butto 
control selling as low as $140.00. It’s backed by over 55 years 
experience in the manufacture of hoisting equipment — and 
by a name that users everywhere know for reliability 
Full information about the new P&H Zip-Lift is contained 


CAPACITIES: in Bulletin H-20. Write for it. 


250 Ibs. 500 Ibs. 
1000 Ibs. 2000 Ibs. 


INTERCHANGEABLE MOUNTINGS 





eeaad 


All distributors authorized to sell the P&H bring you steady profit. The Zip-Lift is 
Zip-Lift in their respective territories are backed by an advertising and sales pro- 


fully protected by this written P&H sales 
policy. Here’s the policy you've been ask- 
ing for. And here’s a product that will 


motional campaign. Write immediately for 
complete information on this important 
new sales opportunity. 























I50 AND 300 POUND 
DROP FORGED STEEL 


GATE VALVES 





In the catalytic cracking processes where 
extremely high temperatures and low pres- 
sures prevail, Vogt’s new 150 Pound and 300 
Pound, A. S. A. DROP FORGED STEEL Gate 
Valves are successfully operating under 
severe conditions. 





The standard temperature rating for 150 
Pound valves is 500° F.; Vogt rates its con- 
struction at 750° F.; but the Vogt drop forged 
carbon steel valves shown above are OPERA- 
TING REGULARLY AT 850’ F. in one of the 
world’s largest refineries. 


These valves feature (1) all flanges forged 
integral with extra thickness to newest A. P. I. 
specifications, (2) round, bolted, one- piece 
bonnet, (3) oversize stuffing box, (4) remov- 
able yoke nut, (5) solid wedge gate, (6) heat 
treated stainless steel trim, (7) 
high temperature studs and 
nuts, (8) materials up to Vogt 
“high pressure” standards. 





For doing a tough job... 
it's VOGT for Valves! 


HENRY VOGT MACHINE CO., INC., LOUISVILLE, KY. 
BRANCH OFFICES: NEW YORK © PHILADELPHIA CLEVELAND © CHICAGO © CINCINNATI © ST. LOUIS » DALLAS 
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Selling Like A Whirlwind! 











VAN DORN 


New ““‘WHIRLWIND’’ Wire Wheel Brushes 


VAN DORN “WHIRLWINDS” are one of the fastest-selling 
Wire Wheel Brushes on the market—because they’re built to 
stand up and take it! It doesn’t take industrial users long to 
discover this fact, and they keep coming back for repeat orders! 
In the box at the right are the reasons why. Put the snappy, 
colorful Van Dorn “WHIRLWIND” display on your counter 

. . spread the good news out in your territory—and you'll be 
kept busy taking orders for Van Dorn “WHIRLWIND” Wire 
Wheel Brushes! 


For additional information, write Van Dorn 





"“Whirlwind's” 
Sensational 
Features 


@ Each wire ruft individually an- 
chored in 


@ New, patented method posi- 
tively locks wire in place 


@ More wire strands 


@ Higher quality tested steel 
wire 


@ Fine or coarse 


@in 4, 6 and 8-inch sizes—3 
widths 











Electric Tools, 717 Joppa Road, Towson, Md. 








art 


BENCH 
GRINDERS 








(Div. OF BLACK & DECKER MFG. CO.) 


THE “RED- 
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HEADED” PORTABLE ELECTRIC TOOLS 





THE POINT OF PROFIT 


NEW BEDFORD, MASS., U.S.A. 


NEW YORK STORE: 130 LAFAYETTE ST. = « « = CHICAGO STORE: 570 WEST RANDOLPH ST. 
aetna al 
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DELIVERY 
WITHIN 24 HoURS 


from Coast to Coast 












How to get and keep 


SATISFIED CUSTOMERS 


@ Under present conditions it isan easy matter 
to get a customer or to land an order. All you 
have to do is to give SERVICE. The real problem, 
however, is to keep customers... to continue 
to get orders tomorrow .. . next year and 
through the years to come. The only real solu- 
tion is to give both SERVICE and QUALITY. 

You can do all this with Johnson UNIVERSAL 
Bronze. As for SERVICE, more than twenty 
strategically located, fully stocked warehouses 


Wyre i hi are ready to help you. It is possible for you to 
rite jor this deliver bronze bars—anywhere—within 24 
Let us send you complete de- hours .. . in most cases within an hour. 
woe ~— poe —— QUALITY .. . every Johnson UNIVERSAL 
salen "Wot: Westen. Bronze Bar is cast in S.A.E. 64—+the finest 


general purpose bearing bronze available. 
Complete machining—I.D., O.D. and Ends— 
guarantees that every bar is entirely usable 
from end-to-end. Why not investigate the possi- 
bilities of a Johnson Franchise for your territory? 
There is no better time than now. 


JOHNSON BRONZE COMPANY 





Sileeve BEARING HEADQUARTERS x 
535 SOUTH MILL STREET - NEW CASTLE, PA. 
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WILLIAMS’ TOOL HOLDERS 
FOR “ALL-OUT” PRODUCTION 


A sure way to meet today’s demand for maximum machine production is to “tool-up” with 
Williams’ Holders. Not only does the Williams’ line provide a type for every regular opera- 
tion of lathe, planer and shaper but many of these holders incorporate time-and-labor-saving 
features which production men cannot afford to overlook in the light of national needs. 


Williams’ design is such that you can expect consistent, accurate production from these 
tools under severe conditions. Careful broaching of cutter channels, accurate machining and 
thorough hardening are but a few of the manufacturing precautions taken by Williams to 
assure dependability and top performance. 


Dealers and jobbers can serve industry by stocking and selling Williams’ improved line 
of Tool Holders. 





OF ALL 








WILLIAMS & CO. HEADQUARTERS FOR 225 LAFAYETTE ST.. NEW YORK 
WRENCHES TOOL HOLDERS LATHE DOGS “¢” CLAMPS PIPE VISES 


~ 
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INDUSTRIAL SALES DIVISION 


RAYBESTOS-MANHATTAN, INC. 


Makers of Packings for Every Industrial Use 








BRIDGEPORT, CONN MANHEIM, PA NORTH CHARLESTON. S.C PASSAIC N. J 











, packing to a dozen industries is like running a three-ring 


circus, but with plants humming as they are today, it can bring in a 
mighty nice profit for you. The trick is to concentrate on the simplest 
complete line you can find by the best-known maker you can deal 
with. Raybestos-Manhattan is the name you need, a huge factor in 
asbestos and rubber, with 40 years of specialized experience. The 
R/M line will straighten out your circus and keep every item moving, 
every customer happy. R/M is a small line, but a complete one— 
and you know that spells profit. It's a well-cataloged line, as you'll 
see when you mail the coupon. It's a highly salable line and above 
all it's a resale line, built and planned and priced to show you a 


profit. Send the coupon and let R/M crack whips for you. 
\ 


This complete indexed Catalog-you-can- 


sell-from, yours for one thin coupon. 


Industrial Sales Division 
RAYBESTOS-MANHATTAN, INC., Manheim, Pa. 


Send, Free and Fast, your new R/M Catalog. Write about your stric 
distributor policy. I'm looking for bigger packing profits. 


Name 
Address 


City... 








You can Asncregshe 
YOUR BOLT ann NUT BUSINESS 





Are you missing out on a part of your custom- 
ers business because you do not carry a full 
line of headed and threaded products? e 
From the more than 20,000 standard items in 
the Republic Upson Quality Line you can 
obtain every headed and threaded item used 
by your customers. You can secure orders for 
items that now may be slipping away. And 
you can be sure that so far as quality is con- 
cerned, you Il get their repeat orders—because 
Republic Upson Quality Products satisfy. 
REPUBLIC STEEL CORPORATION 


Bolt and Nut Division: Cleveland, Ohio 


BERGER MANUFACTURING DIVISION +« CULVERT DIVISION « NILES STEEL PRODUCTS DIVISION 
STEEL AND TUBES DIVISION » UNION DRAWN STEEL DIVISION « TRUSCON STEEL COMPANY 


IN THIS EMERGENCY 


Paraphrasing an old operatic 
lyric—"A steelman’s lot is not 
a happy one.” When busi- 
ness is at low ebb, the strug- 
gle is to get enough tonnage 
to produce steel economi- 
cally. When the tide of busi- 
ness swings to the other 
extreme, the big job we all 
have is to satisfy the cus- 
tomer who is unable to get 
all the steel he needs. 


Believe me when I say that 
this is one time when the 
wheel that squeaks the 
loudest is not getting the 
grease. We are doing every- 
thing humanly possible to be 
helpful in this emergency 
and to be fair in the appor- 
tioning of our output—and to 
assist you further we are con- 
stantly setting new records in 
all our plants in our produc- 
tion of steel — first line of 
national defense. 















PRESIDENT 








REPUBLIC Yoson Quality 


HEADED AND THRFEADFD pegantiicrTSe TF 





AND MAKE MORE V-BELT SALES 
.. QUICKER, EASIER 


This shows a magnified comparison of Daytex and ordi- 
nary cords. Smaller in diameter, yet Daytea is stronger. 


When you sell Dayton V-Belts with Daytex 
Cord, you offer your customers a V-Belt that 
is stronger...a V-Belt that resists heat, the 
greatest enemy of belt life... a V-Belt that re- 
duces maintenance cost... and that requires 
fewer adjustments. Here’s why: 


FIRST, the fibres used in making Daytex Cord 
are actually as strong as steel fibres of the 
same size. 

SECOND, because of the exclusive Daytex 
Heat Resistant Process the fibres are more 
closely bonded, they cannot slip... they can- 
not rub together. 

THESE FACTS mean that the individual 
Daytex Cords are heat resistant; they’re more 
compact; they’re stronger. And with Daytex 
Cord in the neutral section, Dayton V-Belts 
are stronger... they are setting a new standard 
for long life and for the delivery of smooth, 
silent, constant driving power at low cost. 
AND ALL THIS means that when you sell 
Dayton V-Belts you are selling greater customer 
satisfaction... you are building for repeat sales. 


THE DAYTON RUBBER MFG. COMPANY 
DAYTON, OHIO 
The World’s Largest Manufacturer of V-Belts 


FOR A LONG PULL and A HARD PULLIT’S... 


Exhaustive tests prove that D _ [ 
Dayton V-Belts with Daytex Vv 
Cord have the 


extra 
strength, extra flexibility, 
extra life and extra grip- 


, eS 2 
ping power to deliver plus- : 
power transmission under a 
rigorous conditions at less- - 
‘ 2. 


cost-per-month-of-service. WITH DAYTEX CORD 
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—Gwe yous wert 
AMERICAN CHAIN 


¥%& You can depend on AMERICAN CHAINS to 





deliver far more than ordinary safety. The extra returns 


you obtain are a dividend on safety. 


Safety breeds confidence. Workers know that AMERICAN 


CHains “can take it.” 


In situations where chain failure might result in critical 
injuries or death, men work fearlessly around jobs sup- 
ported and protected by American Cuan. They have 
learned by experience that it’s dependable. Undisturbed 
by thoughts of accident, men concentrate on their work. 


Hesitation and delay are eliminated. Speed is increased. 










Errors and waste are reduced. 


On your next chain order specify ““AMERICAN.”’ 


Free Booklet on Sling Chain 


Do you know the best way to select, apply, use and pro- 
tect iron, steel, and alloy sling chains? Do you know how 
to make certain of safety? Ask for the booklet which covers 
these points and also tells about “ENnpwetpur” Sling 
Chain. Our engineers will cheerfully consult with you 


about your chain problems without charge or obligation. 


AMERICAN CHAIN DIVISION + YORK, PA. 


AMERICAN CHAIN & CABLE COMPANY, Inc. 





i» ESSENTIAL PRODUCTS ... AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 





WEED Tire Chains, ACCO Malleable fron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
READING-PRATT & CADY Valves, READING Electric Stee! Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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NLY a short time ago “capacity” meant 40 

hours a week. Today “capacity” is figured 
in terms of 24 hours a day. So, any night now, 
at “G.T.D. Greenfield” you will see lights stream- 
ing from the windows long after the streets are 


empty and silent. 


Any Night, Now 


GREENFIELD TAP & DIE CORPORATION 
GREENFIELD, MASSACHUSETTS 


Detroit Plant: 2102 West Fort Street. Warehouses in New York, Chicago, Los Angeles 
In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ont. 


> § » 





In these times our friends often need service and 
deliveries that our most strenuous efforts are not 
always able to meet. We deeply appreciate the 
understanding and forebearance which is being 
extended us, and we pledge ourselves to spare no 
effort, to waste no time by day or by night—in 
our effort to make good in every possible way. 
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YOU'RE LUCKY IF YOU CASH IN ON 


“MORE CUTS 


WITH NUCUTS” 























When you push NUCUT Files with the exclusive 
““WAVY TEETH”, you are selling proved performance 


that means bigger file sales 


Today, buyers go for the files that can turn out more work in Jess time with 
less effort... files that can cut clean, cut true, cut better for a longer time. 


That is why we say you'll be /ucky with NUCUT. The patented and 
exclusive NUCUT “WAVY TEETH” feature —a scientifically designed combin- 
ation of staggered coarse teeth and fine teeth that first cut deep and then level 
. .. both with the same stroke — gives your customer easier, cleaner filing and 
MORE cuts per file life. This superior NUCUT performance so satisfies him that 
you get his file business again and again . . . plus 
a reputation for quality products. 


Investigate how YOU can cash in on “MORE CUTS 


WITH NUCUTS” and increase your file volume. 
Write us today. 


NUCUT FILES HELLER BROTHERS COMPANY 


Newark, N. J. Newcomerstown, Ohio 





HELLER ||/|(|) 
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Thermeid stands for all-out aid to increased production 


a : 1940's steel production of 66 million For the industrial rubber products and the engineer- 


Somine tons set a record—yet the industry ex- ing approach needed for your customers’ produc- 
cr pects to exceed that record in 1941. __ tion requirements, see your Thermoid representative. 





The same thing goes for all American 
industry, right down the line. Production simply 
must hit new highs — new production problems are 
being solved now / 


Industrial rubber products are a key factor in hermol 


speeding up industry. And for years, anticipating 





today’s faster tempo, Thermoid Products have INDUSTRIAL RUBBER PRODUCTS 
been designed to deliver maximum production FOR EVERY INDUSTRY 
capacity per unit of equipment. Result: Thermoid 

Belting, Hose, Packings, and Brake Lining , 

are all built for today’s job—and available now! BELTING + V-BELTS * HOSE 


PACKINGS ¢ BRAKE LININGS 


Thermoid Rubber, Diyision of Thermoid Co., Trenton, N. J. 
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THOR UI4F 1%’ ELECTRIC DRILL 


typical of the 36 differ 
PY mORE Miael-elalicomalel me) 
speed of 3000 RP.M 
weighs only 37g Ibs 
measures 834” overall 


N : 


INDEPENDENT PNEUMATIC TOOL CO. 
600 W. Jackson Bivd., Chicago, Ill. 
Branches in all Principal Cities 


FLASH! 


; IMPORTANT NEWS FOR DISTRIBUTORS 


1 Write for advance information on a brand new 
as Thor tool, newest big gun for your Sales Offen- 
_8 Sive 
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Heres the Cut-Off Machine 
that can do these Johs 


AF 








e. 


New Deita Machine Cuts Non-Ferrous Metals with Pousneo SmootHNess 


The photograph above shows some of the actual shapes oiling device which feeds cutting oil to the blade. It 
and sizes handled by the new Delta Cut-Off Machine. leaves the cut perfectly smooth, thus eliminating addi- 
This remarkable unit is designed especially for cutting tional finishing and polishing operations. Here is a pow- 
copper, brass, aluminum and other non-ferrous metals. erful, accurate machine made available at a fraction of 
It is equipped with a special high-speed steel blade and the prices customarily charged for machines of this type. 
CUTS THESE MATERIALS—SOLID SECTIONS: Soft Brass up to 11%” diameter; Half-Hard Brass, up to 1!” diame- 
ter; Aluminum, up to 11,” diameter; Aluminum Extruded Sections, up to equivalent of 2 sq. in.; Copper, up to 115” 


diameter, or equivalent of 2 sq. in.; Magnesium (Dow Metal), up to 114” diameter Micarta 
and Similar Rods, up to 115” diameter. TUBULAR SECTIONS: Soft Brass, Hard Brass, 
Aluminum, Copper, Dow Metal, Micarta and Similar Tubing, All up to 2” diameter. 


7 


MFG. This is one of a series of advertise- 
The | | ments on the Delta Cut-Off Ma- 

C0. : chines that will reach many 
The Delta Mfg. Co. also makes the thousands of live prospects. Follow 


complete line of Delta 14° and 17” * ei 
single and multi-spindle drill (industrial Division) pop agate and get your share 
presses—in use in many thousands 67. E 3 is Dusiness, 

of plants, large and small, all over - Vienna Ave., Milwaukee, Wisconsin 


the world. 














24 MILL SUPPLIES © APRIL, 1941 











UMI 






Sales 


UP Your Belt 


without adding inventory 


’ ou can inerease your 
belt sales 50% or more... 
by this double-action plan: 


I —In addition to Gilmer V-Belts 
and Kable Kord Flat Belting, sell 
Gilmer’s complete line of belt 
specialties and make extra sales 
you’re now missing. You don’t 
have to stock them. 


2—Use the Gilmer Engineering 
Service to clinch important sales. 
Gilmer field engineers are experts 
at designing drives, making sur- 


veys and solving transmission Gilmer V-BELTS are built with normal- KABLE KORD Endless Belts are really 
ized cords for strength with minimum two-belts-in-one, with top contactor 
problems. stretch, pull with less slippage. A cords making the belt hug the pulleys 
complete line for multiple and frac- ... less slip, more power. Available 

Call your Gilmer Representative tional horsepower applications. also In running lengths. 











today for full details 


GILMER BELT SELECTOR—Supplement 











Plant Application Belt Recommended 
Where endless V-belts ore impractical because Gilmer Streamliner 
of obstructions. V-Belting 
Extremely high speeds, approximately 10,000 Gilmer Speedage 
f.p.m. and over; no splice, smooth running. Fabric Belts 
General fiat pulley service where low first cost Gilmer Standard 
is main consideration. Cut Edge Belting 
Round belt drives—mule, serpentine, quarter- Gilmer Round 


turn spindle, cross-drive—on small machinery. Endless Belts 





Special fabric belts, for special flat drives and Gilmer Cotton Web 
light conveyor applications. and Duck Belts 


Besides the general applications illustrated and described 
above, Gilmer specializes in manufacturing belts and 
belting for specific industrial uses such as Planer, Spinner, 
Cone, Gainer, Tube-Winder, Stemming-Machine and 
Sander Belts. Oil resistant construction can be furnished 
on most of these belts. The Gilmer Engineering Department 
will gladly make recommendations. 





c MPAWN Y Oil and heat resisting, Gilmer RHO Made of a remarkable new patented 
L ¥ H ,; G l . M E R ™ Belts last longer, run smoother; ideal material, Gilmer HEVALOID Endless 
TACONY... PHILADELPHIA, PA for small-pulley drives at speeds up Belts combine lightness, strength, 


to 7,400 f.p.m. grip and long life; for precision work 
at speeds up to 9,000 f.p.m. 
“The right transmission belt for every purpose” 
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YES, “TOLEDOS”" WERE USED TO HELP BUILD ALL 
THESE WELL KNOWN BUILDINGS—AND MANY MORE— 


Because users have long agreed that “Toledos" are quality pipe tools easy to operate and give 
long service. Today “Toledos" are helping America re-arm—an unprecedented demand makes it 
impossible to maintain good deliveries—even so many thousands of pipe tool users are waiting 
for "Toledos" and "Toledo" is responding with greater effort than ever before. 

“TOLEDO “TOLEDO 
“= == THE TOLEDO PIPE THREADING MACHINE CO. ~~ ro 


TOLEDO, OHIO 
NEW YORK OFFICE, 502 NO. 2 RECTOR STREET BLDG. 
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“Our Customers Tell Us We Picked the ight Learings’ 


. . . SayS Mr. Montgomery 


The Jacksonville Blow Pipe Co., 
Jacksonville, Florida—manufactures 
exhaust fans that can “take it” — 
from chips to wet sawdust that get 


into the pipes . . . these fans ably 
cope with gruelling service. Natural- 
ly the bearings used on these fans 
must be equally rugged and trouble- 
free. And they are — for they are 
Dodge-Timken Double Interlock 
Roller Bearings . . . known for un- 
failing operation. Mr. Montgomery, 
President of Jacksonville Blow Pipe 
Co. — Mr. Stoner, Dodge Repre- 
sentative, and Mr. King, Dodge Dis- 


tributor Salesman — “talk over’ 
this installation. 


Mr. Montgomery: I can see now why 
you recommend Dodge Double Interlock 
Bearings for our fans. Our customers 
tell us that our fans are taking punish- 
ment, the like of which they've never seen. 


Mr. King: And they will continue to do 
so — for Dodge Interlock Bearings are 
fully self-aligning . . . and are designed 
to give 30,000 hours of service under 
conditions for which they are adapted. 


Mr. Stoner: Besides, these béarings are 
effectively “sealed” against dust and dirt 
and other destructive elements. They are 
prelubricated and easily mounted. 
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Mr. Montgomery: One of our customers 
who used $1000 worth of oil on babbitt 
bearings says he'll cut this to $50 now. 
Dodge Double Interlock Bearings are 
giving us more than double value. 

There is a Dodge Rolling Bearing 
for every industrial service — each 
one designed for a life expectancy 
of 30,000 hours under conditions for 
which they are adapted. Write for 
selection tables which make it easy to 
pick the right bearing for any job. 


DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA, U.S.A. 








S ALBEE Bites 4. e-_ 








rennet 


POWER DRIVEN BRUSHES Speed up Aircraft Production 
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Last year Uncle Sam's aircraft producers tripled their production . . . 
AND they are just beginning to surge ahead! Think what this means to 
alert industrial distributors who supply these metal working plants needs 
for power driven wire wheel brushes to help speed up production! 


Don't let this ripe market get away from you, or any other indus- 
trial brush business that can be obtained with the wide selection of 
MILWAUKEE Industrial Brushes. It pays to get in line with THE line 
that pays profits to you by fitting every industrial brush need. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


Milwaukee, Wisconsin 


WHAT “STEEL CLAD” BRUSHES DO 
There are all kinds of uses for MILWAUKEE 
power brushes—especially "STEEL CLAD" 
Wire Sections—in aircraft production. Re- 


moving weld spatter . . . cleaning metal Build ony desired 
parts, fittings, engines . . . buffing propel- face by mounting 
lers, sheet metal, valves, etc. . . . polishing necessary number of 
instruments and aircraft hardware ... these 


"STEEL CLAD" sec- 
tions directly on 
shaft or arbor. 


QUALITY 
MILWAUKEE WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 
BRUSHES 


are just a few of the many daily applications. 





LL: Key to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES 
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Why Texrope is Todays 


lastest Selling 


- ooo 
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UP Go Sales —and Profits — 
When You Sell the Allis-Chal- 
mers Texrope Line of V-Belt 
Drive Equipment... Backed by 
Year-After-Year, Aggressive, 
Sales-Building Advertising in 
Leading Trade Magazines. 


A SMASHING, sales-making adver- 
tising campaign on Texrope Drives 
has been working for you in leading 
trade journals for years! 


Month-in and month-out, it has been telling 6. Full line — Drives in all sizes and types! 
your customers and prospects about Allis-Chal- 
mers Texrope money-saving performance. It has ; j 
continually pounded home these facts about Tex- 8. Priced right . . . serviced right. 
rope Drives — 


7. No waiting for delivery. 


This is the story that makes customers out of pros- 

1. “Matched” into sets for even pulling .. . pects .. . the story that breaks down sales re- 
even wearing. sistance and helps your salesmen close sales. 

2. Longer belt life through use of new cool- 


That’s why Texrope top-notch performance 
running rubber compound. 


... plus Texrope powerful advertising . . . has 
3. Wedge design (true V-belt with straight made Allis-Chalmers Texrope Drives the fastest- 


edge) gives efficiencies up to 98.9%. selling drives on the market! 
4. First in the field! Allis-Chalmers originat- Cash in on this popularity. Increase your own 
ed and patented multiple V-belt drives. sales. For full details, call the nearest district of- 
5. Engineering co-operation, from trained fice . . . or write to Allis-Chalmers, Milwaukee, 
Allis-Chalmers transmission engineers. Wisconsin. Belts by B. F. Goodrich 


A-1375 


ALLIS-CHALMERS TEXROPE DRIVES 
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Stabbing the ether with globe-girdling im- 
pulses, this 718 foot antenna transmits a 
mighty line of communication — entertain- 
ment, music, news! It's a line depended 
on by hundreds of thousands for keeping 
up with the world. 


In transmission of another kind—power— 
it's W®od's line of equipment that is de- 
pended on for long life, trouble-free 
service. 


Built on service records from more than 80 
years, Wood's Products have become in 
many plants the standard for judging all 
such equipment. 


By delivering the maximum in economy, 
efficiency and long service life, Wood's 
Products win new friends and influence 
sales to your advantage! 


T. B. 


SONS COMPANY 
CHAMBERSBURG, PA. 


EVERYTHING IN TRANSMISSION 


Bearings — Collars — Clutches — Coup- 
lings — Contactors — Hangers — Pillow 
Blocks — Pulleys — V-Belt Sheaves and Com- 
plete Drives. 


Note: Some good ferritory still open to 


aif 


Ww) 
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YOU CAN SELL 
IMPERIAL BRASS 
FITTINGS FOR USE ON: 
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SELL THESE FITTINGS TOO! 
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; R some months we have been calling the attention of Mill Supply OIL, WATER AND 
| Houses to the opportunities for the sale of brass fittings for connecting GAS TANKS 
up copper, brass, aluminum and steel tubing. That we have not exag- 

i gerated these opportunities is shown by the increase in the number of 

Jobbers who are now handling Imperial fittings. ee 


These houses have put in a small stock of Imperial Compression, 
S.A.E. Flare, High-Duty, and Inverted Flare Fittings as well as Brass 
Pipe Fittings and shut-off and drain cocks. 


STATIONARY 
ENGINES 


We believe that you can sell these fittings too. A stock that will enable 
you to handle almost any requirement is not costly and the margin of 
profit is good. You can build up a surprising volume of fitting business 
for maintenance work and, in many cases, for resale, where the fittings MACHINE TOOLS 
go into a finished product. 





Why not check up on the possibilities of fitting sales in your territory 
and then write for complete details on an Imperial cabinet stock. 


IMPERIAL BRASS MFG. CO., 511 S. Racine Ave., Chicago 


IMPERIAL 






MILL SUPPLIES © APRIL, 1941 31 





UMI 





Brin ging Home the Same Prize 


JENKINS PUBLICATION 





ADVERTISING 


IN MAY, IT’S oe 





JENKINS SERVICE 


REPRESENTATIVES 


Jenkins Renewable Composition Disc Valve! 


In recent months, the features of the Jenkins 
106A Family have been extensively presented 
by both Jenkins Advertising and Jenkins Men. 
And next month they will be back on the trail 
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again...aided this time by the ingenious cut- 
out in color,.shown at left. Jenkins Service 
Representatives in your territory will use this 
enlarged Outside and Section View to reveal 
dramatically the Jenkins Fig. 106A design 
features which mean lower maintenance and 
longer service life. 


In the same way, valve users in your territory 
will be called on next month by Jenkins printed 
salesmen telling the same story. Even the buying 
factors who don't see salesmen listen to the sales 
talks that Jenkins Advertising gives them...in 
leading Industrial, Power Plant, Engineering, 
Purchasing and Special Industry publications. 


This powerful printed sales force (nearly 5'z 
million strong this year) is consistently at work 
for you. It doesn't take a single order but it 
does a thorough job of clearing the way... 
because it consistently recommends “Prompt 
delivery from reliable supply houses.” 

JENKINS BROS., 80 WHITE ST., NEW YORK, N.Y. 
Bridgeport, Conn.; Atlanta, Ga.; Boston, Mass.; Philadc!- 


phia, Pa.; Chicago, Il.; Houston, Texas. Jenkins Dros.. 


Limited, Montreal; London, England 
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Valve of the 
Month 





JENKINS FIG. 106A 
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Small Order Battle Cry 


(A Guest Editorial, by Oscar Iber, O. [ber Co., Chicago ) 


Eprror’s Note: Much as we like to talk, we are always glad 
to step down so that real authority may be heard. The 
comments of Oscar Iber, published below, indicate that we 
can expect to hear a whole lot more about the Small Order 


problem when the industry invades Oscar's home grounds, 
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One thing sure, we distributors should analyze the 
small order loss more comprehensively than has ever 
heen done before. lt has heen one of our problems for 
vears. I believe that is acknowledged by everyone, and 
so far no cure has been found. 

Mr. Northup (D. W. Northup, Henry G. Thompson & 
Sons Co.) thinks he is on the right track with his 
variable discount, and a good many manufacturers are 
beginning to put into effect: prices that will give a 
higher gross margin on small orders. | admire the stand 
they are taking because someone must start the ball 
rolling and they are doing it. 

Perhaps a combination of ideas are necessary. For 
instance, some small orders lend themselves very well to 
a service charge. And again. others can be taken care 
of through variable discounts. This should be a matter 
of study and action. So far it has been conversation 
more than anything else. 

I believe that until such time as we gather more 
figures and statistics which will show what is wrong and 
where, we will just continue “talking” and continue 
losing money on small orders. 

Personally, | believe that if we can solve this small 
order loss problem it will strengthen recognized and 
stock-carrying distributors and weaken the position of 
non-stocking distributors. In other words. brokers, when 


placing these small orders, will pay the service charge to 


tackled 
meeting last Fall and brought about a new understanding 
of its 
believe 


Chicago, for its annual convention a month from now. 


The ability of the “Chicago crowd” to start things and 


is known respectfully far and wide. They 
Small Order problem at the Central States 


gravity. Reading Mr. Iber’'s comments now, we 
that others will share our keen anticipation of 
seeing a further, more energetic assault on the problem at 
the convention. J. J. W. 


the manufacturers, thereby affecting their profits 
considerably, and this may very well discourage them 


from going after business in the mill supply field. 


It seems to me that we may very well capitalize on 
the stand the manufacturers are taking, and we should 
surely keep the pace which they have evidenced an 
inclination to set. | suggest that a number of us who are 
interested in the subject get together, get to work, assem- 
ble our facts, decide on a plan, then present it to our 
members and to the manufacturers for consideration. 
I really have a feeling the manufacturers are willing 
to cooperate. 

Such a course may require the time of someone who 
can make such a study and may necessitate spending a 
little money. | believe such an amount would not be 
large. I feel strongly that the problem is a current one, 
in spite of present business liveliness. As recently as last 
September, ten mill supply houses showed an average of 
17 per cent of orders under $5, which to me is proof 
sufficient that the problem is very much with us. 

From a logical standpoint. a period of good business 
would be the best time to introduce measures to over- 
come the small order loss. When the next “lull? on 
“depression” or “recession” comes upon us, we shall 


have educated our customers painlessly, 
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@ A line of rub- 
ber items sufficiently complete 
to permit effectively supplying 
the requirements of the trade 
solicited. 


@ A quality of 
product uniformly good and 
capable of delivering service 
results that should reasonably 
be expected. 


@ A price basis 
inducing and making possible 
aggressive competition with 
reasonable profit return. 


@ Freedom from 
competition from his source 
of supply, either direct or in- 
direct, among the trade cover- 
ed by his day to day solicita- 
lions, 


@ Selling helps of 
reasonable amounts so that his 
sales force may be given the 
advantage of specialized train- 
ing and a knowledge of the 
product sold. 


34 
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Military objectives or sales 
objectives—the successful offen- 
sive has the decks cleared for 
action. 

One of the primary functions of 
Republie’s 5-Point Policy is to 
clear all possible obstacles and 
handicaps from the selling paths of 
its distributors ... to eliminate all 
practices and conditions which are 
contrary to good business princi- 
ples. This feature of the Policy 
has ruled out such damaging fac- 
tors as direct-selling and delayed 
shipments. Instead, Republic Dis- 
tributors are assured of full effee- 
tiveness from their efforts to serve 
the mechanical rubber needs of 
their respective territories ..... 
REPUBLIC RUBBER DIVISION 
OF LEE RUBBER AND TIRE 
CORP... YOUNGSTOWN, OHIO. 


PRODUCTS 











TALK OF THE TRAD 


TRAVEL DEPT: The Earle Paulsens (B. R. Paulsen, Chicago) 
checked in from their recent cruise to Guatemala nodding their 
heads that, yes, bananas really do grow upside down . . . and with 
a thrilling tale of how Earle nipped in the bud the plot of a native 
gal to pick the pocket of a fellow sightseer . . . The Wm, J. Fosses 
(W. J. Foss, Springfield, and Berkshire Mill Supply, Pittsfield) 


wintered in Arizona and California. 


THEN THERE IS the photographic evidence produced by Huston 
Brown ( Joyce-Cridland’s sales chief) of the 33-4-pound blue marlin 
he caught at the Cat Cay club in the Bahamas a few weeks back 
. . « Biggest fish of the year at the club. putting Brownie in line 
for the club’s first prize, not to mention the Rickenbacker trophy 
in Eastern Airlines Flying Fishermen’s club and the Duke of Windsor 
cup in the Miami Metropolitan fishing tournament. 


CONGRATULATIONS: To Betty Williams (Central States sec’y) 
for her game fight against pneumonia . . . To Don and Virginia 
; Davidson (Fafnir) on the arrival. March 12. of their first born. 
an 81.-pound boy ... To J. B. Miller and Mechanical Supplies 


Co., Cincinnati, for that organization’s achieving 25 successful years 
on March 16... To Carl Davis and American Saw for the recently 
issued wall decoration, “Spirit of America” . . . Effective, artistic, 


and a bell-ringer! 


UGLY SUSPICIONS DEPT: The March 10 issue of “Life” con- 
tained an excellent picture of the cocktail lounge at the Mayflower 
in Washington . . . And. right up in the foreground (unless these 
tired old eyes have failed us for the first time) there seemed to be 


a prominent Southern distributor, or reasonably accurate facsimile. 


BEE ENTHUSIAST: When Ray Smith (Boyer-Campbell) and 
Burt Ackles (Rayl Co.) visited Muskegon last summer they were 
intrigued by G. B. M. Towner’s (Towner Hardware) special set 
of saws and axes installed in the rear of his car... G. B. M. 
explained that since boyhood he has spent summer Sundays and 
holidays seeking out bee hives, charting their locations . . . Each 





fall he returns, obtains permission of the property owner, cuts down 
the limb where the hive rests. harvests the honey, packs it- in 
attractive jars and sends it to his friends. 





INVENTIVE FATHER: Necessity may be the mother of invention, 
but fathers, too, can be the soul of creation . . . Or anyway, there 
is the instance of Otis Reader (Lufkin Rule) who has won the 
admiration of his friends for having devised, out of a simple coat 
hanger, a labor saving device to hold the baby’s bottle. 


SMASHED TRADITION: Brace yourself for the news that A. B. 
Fritts (Norton) has it all planned to attend next month’s convention, 
his first (we think) since joining Norton—where he has been for so 





many years that some people say the Worcester plant was built 


| around him. =-e 2 


New Generation, New Advantages 
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Fabry 


Kaufmann 


Chicago Committee discusses plans for lighter side 
of the Convention. Left to right around table: Jim 
Tate (Delta), Sam Clark (Samuel Harris), George 
Manning (Armour Sandpaper Works), A. C. Schey 
(Palmer House), Bud Hanson (Secretary, American 
Ass'n), Carl Channon (Great Lakes Supply), and 
Bob Hamilton (Dumore). Jim and Bob were lunch- 
eon guests and Bud was pinch-hitting for Neil Hurley, 
Jr. (Independent) other Chicago Committee member. 





Record Convention Likely 


Treatment of defense problems for distributors, plus rare program of events and entertainment, 


plus reputed attractions of Chicago may set new attendance mark when industry gathers next month 


A MONTH BEFORE the opening of the 
1941 Triple Mill Supply Convention, 
to be held at Chicago’s Palmer House 
May 5, 6, 7, and 8, finds association 
executives of the National, Southern 
and American groups hard at work 
shaping a schedule of meetings that 
will keep distributors and manufac- 
turers well posted on their new re- 
sponsibilities under the defense pro- 
gram. It finds registrations pouring 
in generously to the hotel and to the 
Thos. Cook agency, in charge of a 
special Convention train that will 
pick up delegates along the way from 
New England and New York. It 


finds, too. the bustling ( hicago com- 
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mittee members plotting almost daily 
to insure a concentration of enjoy- 
able events during the four days. 

Specific details of the program are 
lacking at this time, since those 
charged with drafting it hold that. 
with events shifting so rapidly, it 
would be inadvisable to plan too far 
ahead. The skeleton for the opening 
session, however, will provide for 
speakers from Washington who will 
discuss the scope of the defense pro- 
gram, its effect on distribution and 
what members can do to meet the 
new problems arising from it. 

An announcement by Harry Allen 
of Thos. Cook & Sons of the details 
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concerning his Convention special 
train has stimulated reservations en- 
couragingly, according to Mr. Allen. 
By paying a little in addition to their 
regular fare, members enjoy the priv- 
ileges of exclusive transportation 


A part of 


the service includes the serving of 


among their own friends. 


hors d'oeuvres at cocktail time, free 
sandwiches and coffee in the even- 
ing. Quoted fare also includes all 
meals and tips. The same kind of 
party was staged on the long trip to 
Dallas last year. with distinct success. 

The five-man Chicago committee is 
composed of members of the three 


(Continued on page 128) 
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Distributors 


SPEED Defense Production 





The functions of the industrial distributor, with which we are all familiar, call for special attention 


in this critical time. . . . For the benefit of our National Defense units in Washington, here is the 


story in picture form. ... Reprints of this analysis will be sent to every interested member of the 


Defense Advisory Board and O. P. M— Editor 


QUR GREATEST ENEMY is lime 

our strongest weapon is the speed 
for which American industry is 
renowned. 

Industrial distributors contribute 
mightily to speed in industry. In fact. 
the distributor came into being and 
has long earned his keep by his faith- 
ful service in speeding the flow of 
supplies and equipment into indus- 
trial plants. 

Under today’s critical conditions, the 
distributor rises to new heights of 
responsibility and service. Each day 
in the progress of the Defense Pro- 
gram adds its thousands of incidents 
in which supply men have helped 
hard-pressed industry speed up its 
work, In the hope that Defense itself 
may gain, the facts about the part 
distributors are playing to help in- 
dustry are set forth here and on the 


following three pages. 


Normal delivery time for industrial, 


supplies and equipment (from manu- 
facturer to distributor) was placed at 
10 days to 3 weeks as of Sept., 1940 
Under today's conditions this gop 
stretches to 4-5-6 weeks or even more 
... BUT— 


‘TS 


> 
"a 
> _ 


Gani 2 


The defense plant can get these items 
within minutes by calling the local in- 
dustrial distributor and ordering from 
stock. In most cases the item will be 
in stock for the distributor knows and 
anticipates the needs of his local 


customers. 
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Distributors 
SPEED Defense Production 





INDUSTRY'S RESERVOIR 


Like a giant dam that moderates conditions of 
extreme flood or drought, distributors’ local stocks 
of tools, equipment and supplies serve as a cushion 
against “tight” market conditions. Critical as is 
today’s situation, it would be chaos but for the 
foresightedness of mill supply houses in laying in 


reserves, 





WHEN SECONDS REALLY 
COUNT 


The surgeon concentrates on surgery. As he 
progresses, attendants hand him the right 
instrument for the next phase of his operation. 
Without such attendants, he would have to 
carry his pockets full of the necessary instru- 
ments or make frequent trips to the instrument 
cabinet. The story of distributor — serv- 
ice is as simple as that. And distributor serv- 
ice is that valuable to industry. Instead of 
carrying tools “on the person” (warehous- 
ing); instead of “going to the cabinet” 
(buying direct from a distant manufacturer) 
industry depends on local distributors who 
are ready always to hand up the right tool 
at the right time without fuss or delay. 
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FOR MINIMUM "DOWN TIME" 


The cry of “Breakdown!” is as alarming to supply 
men as it is to men in the plant. And, with the indus- 
trial machine being driven ever faster in the Defense 
effort, breakdowns are bound to come more often. 
“Down time” must be kept to a minimum... and so 
it is. Repair parts are drawn from local distributor 
stocks (“down time” could stretch endlessly if such 
parts had to be ordered from a distant factory). 
Through the years distributors have shown their eager- 
ness to respond at any hour to help a plant in distress. 
In the present emergency their feats of extra service 
are indispensable in aiding industry to reach new 
production records. 


DISTRIBUTORS DELIVER THE GOODS 


Today. tomorrow and every working day a fleet of 
20.000 or more fast trucks sets out from American 
supply houses to cover the streets and highways lead 
ing to every U. S. industrial plant. Deliveries are made 
from two to four times each day. In addition, emergen- 
cies are answered with special hurry-up trips, day o1 
night. Defense industries especially are leaning heavily 
on this service today. It saves them the burdensome 
extra motion of maintaining trucks of their own, and 
wasteful cartage (often with short loads) from freight 
terminals. 





General Motors 





Ewing Galloway 


SAVING ON 
DEFENSE CONSTRUCTION 


Billions are allotted to build new plants 
and additions for making war materials 
... But millions are saved because ware- 
housing space need not be included in the 
blueprints. Local industrial distributors 
have already provided for that factor on 
their own premises. They stand ready to 
supply tools and parts not only when pro- 
duction starts, but while the plant is 
building. For their savings to industry in 
warehousing space alone, industrial dis- 
tributors have “earned their keep” ove 
the years, are earning it doubly now. 
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SPEED Defense Production 





PROCUREMENT SPECIALISTS 
FOR ALL INDUSTRY 


Unsung but justly deserved are the praises for the 
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distributor's “inside man” whose long hours on the 
telephone each day open up bottlenecks and un- els 
scramble delivery tangles for defense industries in e. 
urgent need of the thousand-and-one items used in 
production. In each supply house are two or more 
of these “walking encyclopedias” with amazing 
knowledge of who makes it, where to buy it, how to 
get it quickest. Their intimate, tongue-tip acquain- 
tance with hundreds of supply sources and the 
technical qualities of thousands of products is the 
result of long years of experience. Industry depends 
heavily on their expert counsel and assistance. In 
times such as these the importance of their service 
is immeasurable, 


INDUSTRY'S FAMILY DOCTOR 


Greatly responsible for the speed and smoothness of 


















American production is the long-established custom 
of the local supply salesman’s regular call on each 
plant in his territory. Shop men, engineers, foremen 
watch for him, tell him of their problems. solicit his 
advice. Nearly always he has the practical answer, for 
he knows products—and he knows familiarly most 
every nut and bolt in the plant since, likely as not, 
the equipment was originally ordered through him. 
To him salesmanship means not high pressure talk but 
down-to-eafth recommendations for doing the job 
better, saving time, cutting costs. His service to indus- 
try is his best possible service to his country. 






IN EVERY WAY, DISTRIBUTORS HELP INDUSTRY 
MESH GEARS WITH THE NATIONAL DEFENSE PROGRAM 
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Pre-Testing Lines 


Instead of taking on a new line blindly, Hercules Equipment 


investigates competition, manufacturer's policies, and sounds 


out customers both with the manufacturer's man and without him. 


Final decision is made on the basis of salesmen's reports. 


BerorE Monroe PAvuLsen, president 
of the Hercules Equipment & Rubber 
Co. takes on a new line of products 
for distribution in the San Francisco 
territory, he pre-tests it thoroughly to 
satisfy himself that it will sell well and 
return the company a_ satisfactory 
profit. He reasons that establishing a 
new line is like constructing a large 
building—no real spadework should 
be done until drill tests have been 
made to determine the soundness of 
the material on which the foundation 
is to rest. 

The first test a potential new line 
must pass is to fit in logically with the 
other lines handled by the house. 
Once that requirement is met, Mr. 
Paulsen investigates all the manufac- 
turers in the field, with particular 
attention to their sales policies, sales 
promotion literature, reputation, sales 
assistance, etc. Thus, the manufac- 
turer chosen for further investigation 
may not necessarily be the one which 
originally interested the company in 


the new product line. 


Preliminary Market Tests 


“The next step is to get the repre- 
sentative of that manufacturer to go 
out with each of our eleven salesmen 
work,” 


explains Mr. Paulsen. “This is not in- 


for preliminary missionary 
tended to sign up accounts for the 
line. If orders are actually secured, 
this fact still isn’t given great weight 
in evaluating the line for its long-pull 
value to us. The main purpose of 
these excursions is to discuss the line 
with each customer who might logic- 
ally be converted into a regular cus- 
tomer, and even more importantly, to 


give the salesmen a chance to hear 





MONROE PAULSEN 


Pre-tests new lines thoroughly before taking 
them on 


the sales presentation and form their 
own opinions about the potentialities 
of the line.” 

But that is still only part of the 
field pre-testing. It takes some time 
for the manufacturer's man to get 
around with all the salesmen. As 
soon as one is finished with him, the 
salesman makes a point of bringing 
up the question of the new line on his 


next calls on the same customers 


when the manufacturer's representa- 


tive is not present. In this call back, 
the salesman discovers what the ac- 
tual volume is likely to be from each 
customer. He finds out what the price 
structure is. and from what source 
the product has previously been pur- 
chased. He gets a line on the mer- 
chandising “habits” of manufacturers 
and other distributors of the line, and 
whether or not price cutting is a prob- 
lem. He 


determines what the real 
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margins are, and whether distributors 
are taking them in full. “This type 
of information is naturally of great 
assistance in reaching an answer as to 
the probable volume and profit in the 
line.” Mr. Paulsen says. 

“All the salesmen make written 
reports of their findings for each 
customer visited, and in due time | 
have on my desk a hundred re- 
ports or more, covering every part 
of our territory. As these reports are 
tabulated and analyzed, we begin to 


get the true picture,” he asserts. 


Opinions of All Salesmen 


“That is not all, however. I then 
talk with each salesman individually. 
I get his personal slant on the line, 
how he likes it and what he thinks he 
can do with it. After making his 
study of it, his opinions are pretty 
sure to be definitely formed. He can 
express these opinions to me indi- 
vidually much better than he could 
express them at some open sales 
meeting. 

“Now I have the manufacturer's 
story, the groundwork facts as ex- 
pressed by the customers, probable 
volume and profit, and our sales- 
men’s ‘feel of the whole thing. 
These facts are coupled with my own 
personal investigations. 

“Then and only then is our deci- 
sion made. If it is favorable, and 
we take on the line, we know in ad- 
vance pretty nearly what it is going 
to produce for us. We already under- 
stand it and know how and where we 
are going to sell it. With the arrival 
of the first stock we are ready to pro- 
ceed almost as smoothly as though we 


had been carrying the line for years.” 
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Canadian Houses Boom 


Under a War Government which can, if necessary, pull tight all 


economic controls, Canadian distributors are doing a flourishing 


business. Canadian industries, backing the War Effort 100 per cent, 


cheerfully accept sacrifices as the price they must pay for freedom. 


By JOHN T. SCHAEFER. Vanaging Editor 


Ir THE EXPERIENCE of Canadian dis- 
tributors sets the pattern, industrial 
distributors here can look forward to 
our own blossoming defense program 
with that their 
functions will be utilized to the full- 


est under the increasingly stringent 


assurance essential 


conditions of a War Economy. 

Last month MILL SupPLIEs queried 
a number of Canadian distributors 
about their operations under the new 
scheme of things. and_ investigated 


some of the effects of the intensive, 


over-night mobilization which is mak- 
ing Canada a great industrial nation. 

Through the Wartime Industries 
Control Board, Canadian industry has 
been regimented to a much greater 
thus far. 
And the inevitable dislocations caused 
by the “all out” War Effort have ex- 


tended throughout all sections of in- 


extent than our own... . 


dustry, including distributors. Yet 
distributors’ sales volumes have in- 
creased along with all other industrial 


activity under the new War Economy. 






In a broad sense, there has been no 
dictation of distributor policies by 
the Government. It hasn’t been neces- 
sary. Distributors, like all good Cana- 
dians, are imbued with a singleness 
of purpose: to Beat Hitler. There are 
priorities, of course. Except on cri- 
tical items they are still on a volun- 
And the Control Board 
has advised the houses to confine dis- 


tary basis. 


tribution of essential supplies to the 
immediate needs of their customers. 
In the same breath, distributors were 
that the 
power to confiscate stocks for the 
War 


pened, and is not likely to be neces- 


reminded Soard has the 


Industries. This hasn't hap- 


sary. In Canada, the spirit of national 
duty is transcendent. 


Peace-Time Industries 
“Has it been necessary for you to 
curtail services to peace-time indus- 








Canadian shipyards draw heavily on distributors. In them, | 7,000 workers are achieving unexpected wonders of production. 




























































































Canada trains youngsters to operate a milling machine in an arms factory. 


Canada Is Out to Win the War 


Without previous aviation experience, Canada is building more 


planes per capita (over 100 a month) than we are. 


Some 60,000 Canadian troops are overseas, thrice that number 
are drilling at home. 

The Royal Canadian Air Force is eight times as big now as it 
was in September. The navy is nine times as big. 

Over 40,000 units of the mechanized army have been delivered. 
Many parts made by Ford and General Motors in Canada are 
interchangeable. 


New models of automobiles, radios, refrigerators, and other 
consumer goods are prohibited for the duration. Machine tools 
are for Defense. 

As a Canadian en.,1v0yer you can go to jail for trying to hire a 
skilled worker away from a war plant. 

As a Canadian employee, you camt strike on war work until a 
Government mediation board has tried to keep the peace. 
Canada’s 1940 strike record was proportionately 46 per cent 
lower than that of the U.S. 

Canadian defense contracts offer little promise of profit, and 
practically no protection from loss. Five per cent is said to be 
a good net. 

Canada is spending $2.700,000 per day on her defense program, 
nearly twice as much per day as it did per month in 1914. 

In all his taxes, a Montreal man earning a million dollars a 
year would pay out $28.000 more than he made. 

The average Canadian carries an income tax burden five times 
as heavy as that of his American neighbor. 

A Buick car which sells for $1.200 in the U.S. retails for $1.875 
in Canada, with taxes. 

Yet a recurring criticism of the Government is that it isn’t bear- 
ing down half hard enough on taxation, production, and eco- 
nomic self-discipline. 











tries?” we asked Canadian distribu- 
tors. This was a rhetorical question 
because four out of five plants are 
doing at least some defense business 
in Canada today. and without being 
specific it's hard to tell what is o1 
isn’t a peace-time industry. To the 
remainder, say 20 per cent, distribu- 
tors are parcelling out supplies as 
best they can after first meeting de- 
fense needs. Thus, there is a definite 
measure of curtailment. 

Actually other, more potent, forces 
have been set at work by the Govern- 
ment to limit production by non-de- 
fense industries. For example. new 
models have been prohibited among 
manufacturers of automobiles, radios. 
household = appliances and _— other 
articles in which a change of design 
would entail re-tooling. This frees 
machine tools for defense. In addi- 
tion, the makers of luxury goods pay 
a25 per cent excise tax, and the buyer 
of such items pays an eight per cent 
sales tax. It is by means such as these 
that the Government intends to tax 


luxury goods into the background of 


(Continued on page 132) 











































Planes sorely needed by the Mother Coun- 
try roll out of Canada's expanding aircraft 
industry. Engines come from England and 
the U. S. It will be more than a year be- 
fore Canada's new engine plants get into 
production. 








Production Next 


O.P.M. Chief calls for 60% boost in defense production. 


Peak expected in three months. Demand on distributors 


shifting from tools and equipment to perishable goods. 


As THE DEFENSE PROGRAM pushes 
further and further into practically 
all industry, and the tooled-up de- 
fense plants step into mass produc- 
tion, it becomes evident that the U.S. 
after what 
seems an interminable period to the 
finally 


volume of airplanes, tanks, guns, 


rearmament program is 


public disgorging a large 
ammunition, and other types of ord- 
nance. 

William S. Knudsen, Director Gen- 
eral of the Office of Production Man- 
agement, on March 13 declared that 
“things will really be rolling in three 
or four months.” A few days later he 
issued an urgent public call to de- 
industries to boost their 


fense pro- 


duction by 60 per cent which is 


broadly the increase which industry 
has accomplished in the past three 
months. 

To industrial distributors, the 
transition from tooling up and equip- 
ping defense plants to the second and 
final phase of the O.P.M.’s job 
production—means a shift in demand 
from capital goods (tools and equip- 
ment) to consumption goods ( perish- 
able supplies). It is to this latter 
type of product which distributors 
must now begin to devote their best 
energies in serving the defense plants. 

Mr. Knudsen also revealed that the 
total major defense con- 
tracts awarded by the War and Navy 
Departments from June 1, 1940, to 
1941, was $12.575.869..- 
then the U.S. and the 
British governments, either directly 


value of 


: 
January 51. 


OOO. Since 


or through tax-depreciation —provi- 


sions. have been 


instrumental in 


plant) expansions involving 7 
plants at an estimated cost of $2,- 


138.000.000. 


Priorities Reorganized 


Meantime, new priorities regula- 
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tions were issued by the O.P.M. In 
the main these simply made official 
the procedure which has been devel- 
oping during the past few weeks. The 
Army and Navy Board 


will assign automatic priorities to 


Munitions 


orders for raw materials which have 
been subjected by O.P.M. to formal 
ratings. The Board can also assign 
subcontracts 
farther down than the first one. This 
traces the general pattern that the 
Munitions Board follows in matters 


automatic ratings to 


which can be reduced to a formula, 


leaving the tougher ones to the 
O.P.M. 
The O.P.M. announcement ex- 


plained that under the revised system 
an official preference rating certifi- 
cate is still the only binding priority 
authority, but it will be the policy to 
encourage manufacturers to inform 
their subcontractors and suppliers as 
to what ratings may be extended to 
their work if a priority certificate is 





CAREY TO MUNITIONS BOARD. Accep- 
tance of Andrew G. Carey, vice-president 
of the Carey Machinery & Supply Co., 
Baltimore, of an appointment to the Ma- 
chine Tool Committee of the Army and 
Navy Munitions Board makes him the sec- 
ond distributor official to serve his country 
in Washington. He will be working directly 
for the War Department (not the O.P.M.), 
with offices in room 2827 Munitions Build- 
ing. 
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actually issued on the contract. 

Simultaneously, the O.P.M. an- 
nounced its new Priorities Critical 
List (not items on which mandatory 
priorities are exercised but simply 
the items for which preference ratings 
are authorized). A list of some 200 
products, it includes such items as 
ball and roller bearings, air com- 
pressors, diamond point tools, fire 
extinguishers, gages, power-driven 
hammers, power and hand _ hoists, 
precision tools, and of course, ma- 
chine tools. 


Mill Supplies Section of O.P.M. 


In the Mill Equipment and Sup- 
plies Unit of the O.P.M.—new name 
for the section headed by H. H. Kuhn 
and H. F. Seymour—close attention is 
being given to the availability of 
essential defense items commonly 
handled by industrial distributors. 

Thus, representatives of the bear- 
ing manufacturers have been confer- 
ring with Kuhn and Seymour to de- 
termine whether shortages are immi- 
nent, and if they are what steps should 
be taken to avoid them. Likewise, the 
manufacturers of taps, dies, drills, 
reamers, and milling cutters met in 
Washington, March 27, to discuss 
methods of stimulating production by 
simplification and standardization, 
by increasing manufacturing facili- 
ties, etc. Manufacturers of machin- 
ists’ vises, by voluntarily agreeing to 
have 
worked out an arrangement at the in- 
stigation of the Mill Equipment and 
Supplies Unit which is expected to 


eliminate certain odd_ sizes, 


increase production by as much as 25 
per cent. 

Another activity in which the Mill 
and Equipment Supplies Unit partici- 
pates is typified by a meeting called 
by the O.P.M.’s Division of Pur- 
chases to examine the possible effects 
of a $500,000 order for brushes 
which the Navy planned to place. 
Outcome of the meeting, which was 
attended by brush manufacturers and 
presided over by Assistant Director 
of Purchases Donald Clark, was that 
the Navy agreed to distribute this 
large order over a reasonable period 
of time instead of asking for it all at 


once, 
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That New Spring HOSE | 


Remember the contractors, now that Spring is here, 


and what they buy, particularly in the air-hose line. 


Now THAT SPRING is upon us, and 
the constant fear of sudden disas- 
trous freeze-ups has been reduced, 
construction projects are under way 
all over the country. Building of 
armament plants and cantonments 
has been going on all winter, 
whether or not the days were fair— 
in the sixteen cold weeks from Sept. 
4 through Jan. 28, over 300 new 
metal-working plants or additions 
were started, for a total cost of over 
$186,000,000 in structures alone! 
Add to that the other industries 
rushing plants to completion, the 
cantonments springing up all over the 
country, and the dozens of airports 
under construction or modernization, 
and you have the biggest construc- 
tion boom in ten years or more. 

Spring weather will add still other 
projects: more airports, more can- 
tonments, and hundreds of miles of 
military or semi-military roads— 
some for arterial service, others to 
connect isolated defense industries 
with shipping or processing centers. 
Each of these projects carries in its 
wake a half-dozen smaller ones—new 
stores and homes for workmen and 
tradesmen, new residential streets 
even whole new towns. 

We've gone through this long 
preamble to point out the suddenly 
magnified market for construction 
equipment—shovels, picks, saws, 
wheelbarrows, pumps, portable com- 
pressors, portable tools, and air 
hose. With the urge for speed and 
the comparative isolation of many 
projects, the portable gasoline-engine 
or diesel-driven compressor, air hose, 
and air tools are going to be particu- 
larly in demand. 

The tools will include pavement 
breakers, tampers, rammers, rock 
breakers, sharpeners, jacks, riveting 


and chipping hammers, drills, grind- 





ers, forges, hoists and saws. The hose 
will be whatever the buyer is sold 
on. It can be substantial hose, built 
to stand the beating it gets on con- 
struction jobs and still economical 
when service life is considered—or it 
can be far too heavy or too light. 

The typical contractor expects his 
wheelbarrows, hose, shovels, and 
picks to last through one major job 

-usually not much longer. There- 
fore, ultra-expensive special air hose 
will not prove economical. Unless 
danger of crushing is very great, 
wire-wrapped hose is not necessary ; 
air hose with a good abrasion-resist- 
ant rubber cover will last just as long 
and is not so likely to catch on small 
projections. Furthermore, a heavy 
cover does not necessarily increase 
hose life. Some thinner covers are of 
better rubber, hence last longer in 
heavy service. Lastly, the rubber it- 
self usually doesn’t help the bursting 
strength of the hose more than 5% 
the real resistance to bursting is the 
fabric. 

We mention all these things about 
air hose because they are commonly 
misunderstood by many of your hose 
customers. Likewise they fail to real- 
ize that the three serious causes of 
hose failure in construction service 
are kinking, improper couplings, and 
compressor oil. Couplings for con- 
struction air hose should be of the 
safety type, preferably quick acting. 
This permits rapid coupling and un- 
coupling, and at the same time avoids 
accidents caused by blowouts of com- 
mon couplings, no matter how 
clamped and wired. 

Any portable compressor is likely 
to add a little oil to the air it pumps, 
but a compressor in rood working 
order adds very little. On the other 
hand, compressor wear allows cylin- 


der oil to work past the rings, and 
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the unit pumps oil along with the air 


causing rotting and oxidation of hose 
linings. This is aggravated if the unit 
has no after-cooler, for heat is rub- 
her’s worst enemy. There are rubber 
substitutes now being used for hose 
linings which resist oil, but present 
priority rules have been applied to 
rubber substitutes, so these may not 
be available long. Fortunately, a 
worn compressor which pumps oil 
also uses too much oil, so is com- 
monly pulled out of service and re- 
paired before it has a chance to hurt 
hose much. Here’s one case in which 
the hose is protected unintentionally. 

Exact types of hose used, and exact 
coupling elements will vary with the 
job and the contractor. That varia- 
tion is all right—but see that there 
isn’t similar variation in source of 
supply! That means getting after it 


NOW. 
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Dig Out Pay Dirt... 


... by selling shovels, spades and scoops. Here are principal types 


and their characteristics, with an idea of where each can be sold 


By E. J. TANGERMAN, Technical Editor 


CALLING A SPADE a spade has tradi- 
tionally been an attribute, but it isn’t 
so easy as it used to be, either in poli- 
tics or in industry. So many types of 
spades, shovels and scoops have been 
developed for specific service that the 
industrial distributor may have to 
stock a bewildering array. The ac- 
companying panel of sketches gives 


some idea of the variations in shape 


alone. It doesn’t show anything but 
general outlines—there are long and 


short handles of various types, and 
as many kinds of blade construction 
as there are manufacturers. 

The spade and shovel date back 
about as far as civilized man. Nobody 
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knows when primitive man first began 
to produce a crude shovel or spade 
that looked more like a modern ice 
chopper than anything else—prob- 
ably as soon as he learned how to 
plant and cultivate crops. A thin slab 
of slate or other stone gripped in a 
handle made his spade, hollowed 
pieces of log made his shovels and 
scoops. In America, the pioneers 
carved their own, many of them with 
blade, handle, and handhold all in 
one piece. In various collections such 
implements may be found, better ones 
with bowls or blades as_ neatly 
rounded and shaped as steel tools. 


One such scoop in the collection of 
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Edward Durell, president of The 
Union Fork & Hoe Co., has a bowl 
17 in. wide, 20 in. long, and 7 in. 
deep. Others are crude, with square 
of rounded, but 
providing a barrier to keep handled 
material in the bowl just the same. 
Craftsmen 


headwalls instead 


steamed and shaped 
wooden blades to obtain a smooth 
slope, then joined them to handles 
with iron straps. Later ones had re- 
through the 


handgrips, iron sockets joining bowl 


inforcing steel bars 
and grip, or iron cutting edges. Some 
all-wood scoops have been mended 
with iron straps—occasional ones, 
like the old solid-wood sugar scoops, 
were so elaborately formed that the : 
maker finished them off by painting a 
scene in colors on the blade! 
Essentially the spade is a straight- 
bladed, straight-handled tool, like its 
double-edged namesake, the spade 





sword. It is designed primarily for 
being pushed with the foot into re- 
sisting dirt or other material or is for 
mixing like a paddle. Hence the bar- ; 
rier at rear is usually replaced with 

a step on each side, either formed by 

rolling the rear edge of the blade or 

by attaching L- or T-shaped steps by 

riveting or welding. The shovel is ; 
wider for its length, and dished or 
bellied more so it can be used for 
carrying a load. Some types have 
only the sides curved up, others have 
a well-formed back or barrier. Gen- 
eral-service, railroad and contractors’ 
types usually have very heavy blades 
for long life and heavy service. Some 
are pointed for handling ore or so 
they can be used almost like spades, 
others have blades so large they are 
almost scoops. Handles are bent to 
give more blade “lift,” hence make 
load-carrying easier. The scoop is a 
deep-bellied, large-bodied implement, 
generally very wide for its length. Its 
primary job is to carry a load of 
ashes, coal, grain, sand, gravel, or 
light ores, hence it also has a handle 
with pronounced “lift.” 





Materials of construction vary al- 
most as much as do shapes. The in- 
expensive low-earbon steel or iron 
shovel has now been joined by high- 
carbon steel, various steel alloys, 


(Continued on page 129) 
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Cordon of 100 A. F. of L. (Warehousemen's Union) pickets, around Geo. Worthington Co., being jostled by curious work-bound specta- 
tors. Pickets were withdrawn after three days. The strike was settled in six, without further disorder. 


Worthington K.O.’s Strike— 


Peacefully 


Quick action on part of Cleveland supply house official settles a dispute with an 


acceptable compromise; reopens traffic lanes for defense orders within six days. 


LikE A BOLT out of the blue, employ- 
ees of the 112-year-old Geo. Worth- 
ington Co., Cleveland, found passage- 
way into the house impeded on morn- 
ing of Feb. 26 by a cordon of 100 
A. F. of L. (Warehousemen’s Union) 
pickets, plus a huge crowd of work- 
bound spectators jostling around the 
front entrance. Six police cruisers, 
called to the scene, maintained order 
and prevented any outbreaks of vio- 
lence. All office workers and salesmen 
were allowed to pass the picket lines 
unmolested. 


The strike was settled six days 


later, largely through the prompt 
action and fair attitude of L. H. 


Weber, Worthington vice-president, 
who handled negotiations for the dis- 
tributor, laboring far into night to 


develop an acceptable compromise. 


48 


Quick action prevented any lengthy 
tie-up among local plants engaged in 
defense work. 

The dispute between Worthington 
and the Warehousemen’s Union arose 
over a misunderstanding about the 
dismissal of five warehouse employ- 
ees. Company officials claimed firing 
was justified on grounds of inefh- 
ciency. The union, which was not 
but had 
months 


under contract with the firm 
been organizing for three 
previous among 300 local warehouse 
workers—said that the five members 
had been discharged for union activi- 
ties. Union drivers refused to pass 
through picket lines, thus preventing 
shipments to and from the Worthing- 
ton warehouse and temporarily freez- 
ing rush orders for several firms en- 


gaged in defense work. 
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Preliminary negotiations had come 
to a standstill on Feb. 25 when the 
union insisted on reinstatement of 
the five employees, and rejected the 
company’s offer to pay a month’s 
wages to dismissed employees. On 


the afternoon the strike began, Worth- 


ington’s attorneys requested an in- 


junction to limit picketing. Court 
action was postponed indefinitely the 
following morning when attorneys on 
both sides agreed there was no ne- 
cessity for an immediate hearing, 
pending further attempts at a peace- 
ful settlement. 

On March 1, Henry T. Cowles, 
head of the Cleveland Police Labor 
Relations Bureau, arranged a truce 
under which the A. F. of L. agreed to 
withdraw their pickets. On the fol- 


(Continued on page 127) 
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Make Time for New Buyers 


New Defense plants are mushrooming, many with with buyers as yet untrained in the 


value of distributor services. Here's how one salesman finds time to put his story across. 


By C. A. STEPHAN, Standard Equipment & Supply Corp., Hammond, Ind. 


A WAVE of new buyers, inexperienced 
in the values of distributing service, 
is rolling into our territories. What 
should we do to educate them to the 
advantages of buying from distribu- 
tors? Or, more pointedly, how shall 
we find time to do the job? 

To those of us too young to remem- 
ber the last 


“all out” struggle, the 


present situation should be a direct 
personal challenge. For it is the best 
opportunity we'll ever have to refute, 
once and for all, the slur that dis- 
tributor salesmen are “mere order 
takers.” It is the first time in our 
lives that the pressure has shifted 
from sales to service—not just 
prompt delivery service, either, but 
what is more important, the necessity 
for assisting buyers in our newest 
and greatest industry, rearmament. 
The problem is where shall we find 
time to educate them? 

In my own case, special demands 
for extra service have made it neces- 
sary to re-plan my whole sales ap- 
proach and call schedule. My regular 
customers, most of which are now 
trained to lean on me for help in solv- 
ing their plant problems, are now 
calling for more consulting service 
than ever before. Hence, while re- 
sponding to these calls promptly, I 
have found them amenable to revision 
of my regular “call schedule” in order 
to make time to cultivate the newer 
buyers. 


Keeping Faith with the Regulars 


Fortunately, this paring down of 
the number of calls has in no degree 
affected my standing with regular 


Their 


creased production by upping plant 


customers. plants have in- 


capacity without drastic changes. 


Naturally, they are in the market for 





C. A. "STEVE" STEPHAN .. . Revised his call schedules to make time to show the new 


Defense buyer the advantages of buying from distributors. 


larger quantities of standard items. 
3y sitting down with the purchasing 
agent I have been able to gage fairly 
accurately their requirements over a 
reasonable length of time and make 
the necessary arrangements to carry 
an adequate stock to meet these 
demands. 

Some, incidentally, have — been 
tempted to over-buy. In those in- 
stances, I have tactfully suggested 
that taking too big a slice now might 
cause an unwarranted tight situation 
to develop at the sources of supply, 
and pointed out that this would 
hamper the Defense Program and 
thus materially reduce their own 
chances on future orders. By so plan- 
ning ahead with these regular cus- 
tomers, and assuring them of full 
cooperation in keeping their plants 
operating at maximum efficiency, [ 
have been able to clear the way to 


spending more time on the problems 
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of the new group of defense plants. 
Overnight the territory within a 
50-mile radius of Hammond became 
an active center for the armament in- 
dustry. New plants sprung up. Others 
are in the process of building. Idle 
plants, some dormant for twenty 
years, began re-equipping. Still oth- 
ers, already active, added new sec- 
tions. And all these plants are being 
equipped to handle government con- 
tracts for specific defense items. 


New Buyers Must be Shown 
In the majority of cases these plants 
are being built or revamped by large 


And because of the 
nature of the product to be manufac- 


organizations. 


tured it has required the setting up of 
special purchasing departments. A 
director of purchases, usually a man 
of considerable experience in the in- 
dustrial field, controls the buying 


(Continued on page 125) 
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From this moderate-sized stock of refractories, the Victor Belting and Rubber Co. in Los Angeles sells from one to two carloads a month. 
Harry Sheridan, salesman, herewith gives some pointers on how it's done. 


In Selling Refractories 
Talk Exclusive Features 


BETWEEN ONE AND TWO carloads of 


refractory specialties are delivered 
from the stock main- 
tained by the Victor Belting & Rub- 


ber Co., Los Angeles distributor. This 


every month 


includes high temperature cement, in- 
sulating refractory lagging and insu- 
brick, but not brick 


(which is sold only in carload quan- 


lating heavy 
tities, and is shipped direct from the 


factory to the customer). Prime 
mover in Victor Belting’s refractory 
H. Sheridan. 


a full-line industrial supplies salesman 


sales activity is Harry 
who became intrigued with the sales 
potential for refractories in his ter- 
ritory. 

Although the line is highly compet- 
itive around Los Angeles—with com- 
petition from locally made products 
from the Missouri 


and well-known 
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By Henry W. Younc, Pacific Coast Editor 


clays—Mr. 


measure of ingenuity and resourceful- 


Sheridan has applied a 


ness which has lifted his sales volume 
on refractories alone to that of a spe- 
cialist. 

“A salesman starting to sell refrac- 
tories is usually frightened by the 
long chemical names associated with 
the various products,” he admits. 
“Actually, the product is not very 
technical. The application ‘engineer- 
ing’ involves only simple mathematics, 
with simple conclusions.” 

In his opinion, there are two essen- 
tials in selling refractories: 

1. To be able to find applications 
for the product during calls on regu- 
lar customers and prospects, and by 
intelligent questioning to determine 
their specific needs, and how your 
product can fill those needs. 


MILL SUPPLIES @ APRIL, 1941 


2. Know your product, and its ex- 
clusive features, so well that you can 
submit one of the features to the cus- 
tomer in terms of convincing econ- 
omy, dependability, or some other 
superiority. 

He contends that any good line of 
refractories has outstanding features 
which can be emphasized. “For ex- 
ample the high temperature cement 
in the line we handle, Quigley, is 
made of a material whose fineness 
and general method of processing 
enables the user to lay up more brick 
per pound of cement than most of the 
others. Therefore, I don’t dwell on 
such facts as the temperatures it will 
stand, its performance under slagging 
conditions, and other features which 
are likely to be common among the 


competitive products. Instead, I make 
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the claim, and offer to prove it, that 
the prospect will save money with 
this product because he can lay more 
brick per pound of this cement than 
any other. Further, I quote the cost 
per thousand of laid brick with our 
cement, stressing the fact that it is 
considerably less than that of compet- 
itors, and persuade the prospect that 
this cement requires correspondingly 
less work when it’s applied. Through 
this latter argument we recently got 
an order for some 15,000 lbs. of 
cement when the brick itself was of 
another make. 

“We also have an exclusive refrac- 
tory lagging, a calcined fire-clay ma- 
terial with a high-temperature range, 
which is applied to surfaces by trow- 
eling. It can be exposed to the ele- 
ments without using any wrapping or 
weather-proofing material, and has an 
insulating value of roughly 85 per 
cent of magnesia. Pipes and contain- 
ers of all kinds subjected to tempera- 
tures up to 2200 deg. can readily be 
covered with it. This is another ‘ex- 
clusive’ which I constantly stress be- 
cause it’s something the other fellow 
can't offer; hence, it frequently serves 
as an entering wedge to be followed 
up by the sale of other refractory 
materials. 

“Insulating brick represents still 





WHERE TO SELL 
REFRACTORIES 


Every territory has industrial 
power plants with boilers to be 
set and furnaces to be lined; 
metal-working plants with rivet- 
heating furnaces to be built, and 
local kilns or ovens to be con- 
structed. Hence refractories can 
be sold almost everywhere. Typ- 
ical users: chemical and drug 
plants; rolling mills; blast fur- 
naces; steam laundries and clean- 
ing plants; ceramic, brick and tile 
plants; foundries; oil refineries: 
water works; public utility power 
plants; filtration plants; inciner- 
ator plants; glass manufacturers; 
smelting and refining plants; 
brewers; distillers; canning 
plants; heat-treating laboratories. 











another entering wedge. These bricks 
can be subjected to temperatures up 
to 3000 deg. and can be regularly 
exposed to hot gases, as for example, 


in a crucible type melting furnace 


(operating at 2900 deg.) used in alu- 


minum manufacturing. With this in- 
sulating brick it is possible to build 
a refractory wall only 63 in. thick, 
and remain fairly cool to the touch 
outside while the inside temperature 
runs up to 3000 deg. 

“Our line of refractories is a broad 





one with many sales features, both 
exclusive and non-exclusive. But in 
selling it we find prospects much 
more responsive to the exclusive fea- 
tures—those which our competitors 
find it difficult or impossible to match. 
Once we get ‘in’ with a customer and 
solve a problem for him by using 
one of them, we find that the regular 
run-of-mine business can be obtained 
easily, without studying higher math- 
ematics or attempting to become a 


ceramic engineer. 


Wye 


4 





Indicative of the variety of applications for refractories are these two Los Angeles road oil 
tanks—maintained at 300 deg., and insulated with a refractory lagging which also with- 


stands water and oil spray. 
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Harry Sheridan inspects a good job well done—a special drill bit furnace in Independent 
Pneumatic Tool Co.'s Los Angeles plant. Products sold: 3000 deg. Super Insul brick, 2600 


deg. Insul brick and Hearthcrete castable. 
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TIME-SAVING, ORDER GETTING 








Here’s a Simple Service Record Card To Help Customers 


Use Wire Rope Intelligently and Re-Order it Accurately 


One of the common errors of indus- 
trial management is the failure to keep 
adequate performance or maintenance 
records on various pieces of equipment, 
especially that considered 
“minor” equipment. Sheaves, bearings, 
wire rope, chain bloeks, and other sup- 
plies are all too often ignored in cost 
records. 


sometimes 


This is an error because, in 
truth, there is no such thing as “minor” 
equipment-—the most expensive machine 
is no better than the wire rope which 
operates (or fails to operate) it. 

Realizing the need among his custom- 
ers for performance data on wire rope, 
George M. Hackett, distributor — in 
Watertown, Wisc., developed the serv- 
ice record card shown below. The 5x7- 
in. cards are thumb-tacked to equipment 
sheds, shovel cabs, or convenient spots 
in industrial plants where the superin- 
tendent can record the length of service 
life given by each rope he uses. 

Such record keeping provides several 
benefits. It tells the customer which 
rope gives him the greatest dollar value. 
It makes for more accurate and intelli- 
gent re-ordering. And it actually re- 
duces claims for adjustment because of 
mistaken ideas of previous service. 


Rayl Repairs Hoists 
As a Plus Service 


Keeping the wheels of industry turn- 
ing fast isn’t always a matter of selling 


something more. Sometimes it’s also 
important to be able to provide special 
parts or undertake repair jobs. The 


Rayl Coy Detroit distributor, recognized 
that peak plant activity in the Detroit 
territory called for the 
give something extra in the way of serv- 
ice. Their answer was to set up a com- 
plete hoist repair department with Al 
Brunke in charge. 

A special section of the Rayl ware- 
house has been set aside and outfitted 


distributor to 


to repair hoists of all sizes, from %4 ta» 


20 tons. Repair parts on these sizes afe 
stocked in sufficient quantities so that 
several hoists of the same size, if neces- 
sary, can be serviced at the same time. 

In explaining the new department, 
Al Brunke hoists are 


said, “Chain 
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SHOVELS, CRANES, 
MIXERS, PUMPS, 
HOISTS 


616 Eleventh St. | 
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Al Brunke, in charge of the Rayl hoist re- 
pair department, with a complete overhaul- 
ing job ready to go back to a grateful cus- 
tomer. 
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Phone, Wire or Write 


George IN. Hackett 


WATERTOWN, WISCONSIN 


State Whether FILLER WIRE, SEALE, OR WARRINGTON ETC. 


CRUSHERS, 
SCREENS, 
WIRE ROPE 


Phone: 1412-W 
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‘must’ equipment in practically every 
plant. They save back-breaking labor, 
speed up handling, and cut down lost 
time. Yet, because they are inanimate 
and can’t cry out for help, they often 
take a terrific beating at the hands of 
careless, hasty workmen. I don’t blame 
these fellows too much. They have a 
production schedule to meet. Here, at 
Rayl’s. we are ready to help them, even 
if it does occasionally mean over-night 
service on a repair job.” 


Paste ‘em on the Door 


A Los Angeles industrial distributor 
typed the names of the executives and 
one or two “trouble with 
their home telephone numbers, on a 
piece of paper and pasted it on the 
front door (to be read from the outside, 
of course). The customer who rushes up 


” 
shooters, 


in an emergency after hours, or maybe , 
the police or the fire department, or any- 
one in fact who needs to contact one of 
the principals immediately, can do so 
without hunting up a telephone book 
and then struggling over the spelling 
of their names. 














IDEAS FROM SUPPLY HOUSES 
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Once a dark, little-used "catch-all" department, this space is now 
Federal Pipe's display of tools and wood-working equipment, 
which invites attention by its clean, light appearance. 


delivery truck. 


Bring Out Your Leading Lines and 


Let Your Customers S$ 


Until we expanded our facilities by 
adding warehouse space, we had some 
leading lines of merchandise tucked 
away out of sight where almost no coun- 
ter customer would see them, relates 
I. H. Bragg, office manager of the Fed- 
eral Pipe & Supply Co., Fresno, Calif.. 
distributor. “A recent expansion pro- 
gram finally let us do what we have 
been wanting to do for a long time 
bring out into the light of day some 
lines that were hidden except when 
specifically called for. 

“Take vises, for instance. As every 
mechanic understands, there is a whole 
lot to a good vise that can only be de- 
termined by inspection and comparison. 
Soa good-sized vise stock was brought 
out and ranged on shelves along our 
truck runway. This location has the 
double advantage that the vises (Park- 
ers and Armstrong’s) are readily 
demonstrated, and when a sale is made 
they can be promptly loaded on the 
truck. 

“Another ‘dark secret’ was our line of 
bronze bearings. We carry a good stock, 
but it has never been visible to the 
counter trade. Now, however, these long 
bearings are prominently displayed at 
the left end of our counter—a change 
which is reflected in definitely in- 
creased sales. 

“Before remodelling we had a 
gloomy space about 20 ft. square be- 


see Them 


hind the office which served as a general 
catch-all. From a sales standpoint it 
was a total loss. This has been fitted 
out and properly lighted to provide 
space for a display room. Now when a 
customer steps about 10 ft. to the right 
behind the counter he finds himself in 
the midst of Blackhawk wrenches, 
Crescent tools and  Walker-Turner 
wood-working equipment. 

“These changes follow the theory of 
the general merchandising establish- 
ments—that the best place to display 
your wares is the place where people 
come to get their packages and pay their 


bills.” 


A Chain Display 
For All to See 


Chain can be put on display, and it 
does not take up much space to make 
it effective either, according to Thomas 
Conron Hardware Co., distributor, in 
Danville, Hlinois. The accompanying 
photograph. shows how they remind 
their customers that they carry a good 
assortment of popular chain items. The 
rack was specially constructed for dis- 
playing chain assemblies. Uprights are 
made of °%4-in. galvanized pipe, fastened 
to the floor with *4-in. flanges and fast- 
ened to the counter with %4-in. pipe 
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Space along the truck runway was appropriated for vises. Cus- 
tomers can try them all out, pick one, and load it right into a 


straps. The cross bar is connected to 
the uprights by *%4-in. tees. The 
sign is made of tin, painted black with 
orange letters, which is nailed to short 
pieces of broom handle resting in the 
opening in the tees. 

They use the rack for displaying such 
items as utility chains, cow ties, towing 
chains, dog chains, handy chains and 
anti-cow kickers. It takes up practically 
no floor space, yet displays the chains 
effectively. 





American Chain & Cable Co. 
The boys around Thomas Hardware in Dan- 
ville (Ill.) built themselves this neat rack, of 
out stock parts, to display chain. Right at 
the end of the counter, it's hard to miss. 
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SALES MEETING in Print 


Some simple shop arithmetic 
questions. How much do you 
about it? Can 


answer 18 out of 25 questions 


know you 


correctly? If so, you're doing 


very, very well. If not, you'll 


find answers on page 126. 


1. What is the width of a rough U.S. 
standard nut for a *x-in. bolt? 


2. What is the formula for calculat- 
ing the area of a triangle? 


3. How much flat belt should be 
ordered to handle a drive with pulley 
diameters D and d, and center-to-center 
distance C? 


1. What is the “carpenter’s rule” for 
laying out a square corner? 


5. A keg contains a lot of blank nuts 
114 in. square. What size bolts are 
they for? 


6. If cast iron weighs 0.26 lb. per cu. 
in.. what does a C.L. ball 6 in. diam- 


eter weigh g 


What is 


7. A pulley has six arms. 


the angle between center lines of any 
adjacent two? 


8. A belt contacts a 36-in. pulley for 
What is 


inches of the are of 


187 deg. of its circumference. 
the length in 
contact? 


9. A pulley 12 in. in diameter has 48 
teeth. What is the angle between teeth? 
10. What is the length of the are be- 


tween tooth center lines, in inches? 


11. If two angles of a triangle total 
114 deg., 


what is the third angle? 


12. If a square has sides 1 ft. long, 
how long is the diagonal? 


13. If a square has a diagonal of 
2.828 in.. how large is the square? 


14. If a hex nut is 1 in. across corn- 
ers, how wide is it across the flats? 


across flats, 
how wide is it across corners? 


15. If a hex nut is 1 in. 


16. How large a square can be 


milled on the end of a 2-in. round bar? 


17. A sheet of *,-in. steel plate 36 
in. wide is cut so that it is 12 ft. long 
on one edge. 84 ft. long on the other. 
What is its weight? 
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"Sure, it'll fascinate ‘'em—but will it sell anything?" 
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18. How many cubic inches of water 
will flow from a 4-in. pipe at 300 ft. 
per min.? 


19. How many gallons is this? 


20. A cast-iron flywheel is 5 ft. in 
diameter out side. The rim is rec- 
tangular. 8 in. wide by 3 in. thick. 
How can its volume be determined? 


21. What is this volume? 
22. How much does the rim weigh? 


23. If a crane hook is placed in a 
5-in. cylinder of water, the water level 
rises *, in. What is the volume of the 


hook? 
24. What does it weigh if of steel? 


25. How much would it weigh if it 
were brass? 


PASTE THIS IN YOUR HAT 
(Tanks and Barrels) 


Capacity of round tank in gallons 
equals square of diameter in inches 
times height in inches times 0.0034. 

Capacity round tank in bushels 
equals square of diameter in inches 
times height in inches times 0.0003652. 

For circumference of circle, multiply 
diameter by 3.1416. 

For diameter of circle, multiply cir- 
cumference by 0.3183. 

For area of circle, multiply square of 
diameter by 0.7854. 

For size of an equal square, multi- 
ply diameter by 0.8862. 

Diameter in feet squared times 5.875 


equals gallons per foot of depth. 
Diameter in inches squared times 


0408 equals gallons per foot of depth. 

Thirty-one and one-half gallons of 
water equals one barrel. 

Forty-two gallons of crude oil equals 
one barrel. 

Fifty gallons of refined oil equals one 
barrel. 


The King's Jester 
Plugs the Holes 


Once an ancient and wise king 
offered half his kingdom to any man 


who could make one plug to fit the 


three simplest hole shapes—-square, 
round and triangular—then the court 
jester turned one out. Are you as 


smart as the jester? 
(If not. see page 127.) 
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NALES TIPS 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 
facts through digesting. Where the reader's interest 
is particularly great, we recommend that the article 
be sought out and read in detail in the paper where 


it originally appeared. 


"Don'ts" for Salesmen 


As good a set of salesmen’s “don'ts” 
as we have seen in a long time was re- 
cently listed by Men's {pparel Re- 
porter: 

Don’t knock your competitor. It only 
makes him seem more important. 

Don’t wear out your welcome by 
“pushiness.” 

Don't hang around. State your busi- 
ness in a business-like manner and get 
going. 

Don’t carry tales. Telling one cus- 
tomer what his competitor is doing or 
not doing isn’t “cricket.” 

Don’t smoke while showing your line. 
It's disrespectful, and doesn’t add to 
your performance. 


Basic Facts to Know In 
Selling Munitions Plants 


Probably the most exhaustive study 
yet made of modern methods of tooling 
up for the production of munitions is 
that being published serially in Ameri- 
can Machinist to assist metal-working 
going into this essential phase of our 
Defense Program. The publication's 
March 19 issue treats “Tooling Set-ups 
for High Explosive Shell”—a wealth of 
authentic data of great value to the in- 
dustrial salesman furnishing cutting 
tools and other supplies essential to 
munitions works. 


Sell Industrial Ventilation 


Ventilation for both the industrial 
and commercial markets has now gained 
such a broad acceptance that today the 
majority of plant men and office man- 
agers will show a definite interest. 

The superintendent of the industrial 
plant or the manager of an office, just 
like the rest of us. would like to have a 
complete air conditioning system. Un- 
fortunately, though, an_ installation 
amounts to a tidy sum of money. So 
even though they can not afford full air 
conditioning. they have been made more 


conscious of the need for ventilation, so 
are more willing to buy. 

With the exception of the usual desk 
or bracket fans for the office, we find 
that selling ventilation to the industrial 
usually starts in the plant itself, because 
generally the need is greater there. 

As in pushing any other line in a 
salesman’s bulging catalogue, the sales- 
man's first requisite for successful venti 
lation selling is to know. everything 
possible about the line or lines. How 
are the units built?) What will they do? 
Do they have any features that are bet- 
ter than competitive lines? What are 
their advantages? Is the line complete? 
How about user evidence? Is the line 
made by a reputable manufacturer? 

Backed by this essential preparation, 
the next step is to find out the prob- 
lems of your customers and prospects. 
In this respect the industrial salesman 
has the advantage because of the fact 
that he gets into most of the plants 
regularly. 

Broadly speaking, nearly every fac- 
tory is a good prospect for some fan 
equipment and Class A’ prospects are 
those whose processes involve heat. 





smoke. dust, fumes. steam. vapor. 
These conditions will be found in paint 
rooms, foundries, woodworking depart- 
ments, metal shops. laundries. and so 
forth. Rooms or departments having 
such problems to be met should have 
exhaust fans, blowers. or a combination 
of — both. Wholesaler’s 
March, 1941. 


Salesman, 


Fluorescent Lighting 
Helpful in Canneries 


By furnishing illumination of un- 
changing color day and night, fluores- 
cent lighting is proving a boon to pack- 
ers and trimmers in the Hawaiian Pine- 
apple Cannery in Honolulu. During 
the peak season, the painstaking and 
skilled work of turning out a product of 
superior quality takes 5.000 men and 
women, on three shifts. in the prepara- 
tion department. After numerous light- 
ing experiments under actual working 
conditions, a new lighting system com- 
posed of 576 RLM two lamp fluorescent 
units was installed in the preparation 
department, syruping department and 
the double seaming department. 

Among the advantages discovered 
are: 

1. Good blending with daylight. The 
lighting system is used day and night, 
and it is important that color percep- 
tion be the same on all shifts. 

Sources of high brightness have 
been eliminated, and consequently eye- 
strain and headaches have been reduced 
to a minimum. 

3. The low level of radiant heat from 
the fluorescent lighting equipment. per- 
mitted mounting of the fixtures lowet 
than the incandescent system, with a 
consequent increase” in efhiciency. 
Electrical Contracting, March, 1941. 





Fluorescent light installation in the preparation department of a cannery provides 35 foot- 
candles over trimming tables, and 20 foot-candles over the packing tables. 
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Industrial Supplies Defense 
SURVEY 


Part I. MANUFACTURERS SAY manufacturers expect new delays in the : 

Shipments to distributors were slower in coming 60 days. Some expect price rises. ea” 

March, according to Mit. Suppiies’ con- Almost half of them are at peak. pro- ee 

tinuing Defense Survey. However, fewer duction capacity. } 
DELIVERIES = Among manufacturers of industrial supplies, the proportion behind ; ¥: 
on deliveries to distributors grew again last month (from 70% to 7847), using the | 
last quarter of 1910 as “normal.” The lone hopeful sign is that only 639% of them 





expect deliveries to become still slower, as compared with 70%¢ who did in February. 





Jan. | NORMAL-49 % 


nll Feb. NORMAL~-20 % 


March | NORMAL- 18 






















PRICES Some manufacturers expect price rises. because of rising costs of skilled 
labor and, in some instances, of raw materials. Most frequently mentioned figure is 
ll 


5¢¢. A general price rise in this field, as in any other, might be challenged by the 


Price Stabilization Division of the Defense Commission. 








EXPECT INCREASES-22% 





Jan | NO PRICE INCREASES - 78% 








Feb. NO PRICE INCREASES - 73% 











March | NO PRICE INCREASES - 66% EXPECT INCREASES —- 347 








PRODUCTION CAPACITY § The survey shows that 147 of the manufacturers of 
industrial supplies are now operating at peak capacity of their present plants. Among 


the factors preventing further production increases are: 1. Delays in securing raw 


ay 


materials (the most serious), 2. Shortages of skilled labor. and 3. Manufacture of 


special items. 


Jan. CAN INCREASE PRODUCTION- 76 % 
fer ren, 


oer 















Feb. CAN INCREASE PRODUCTION- 65 % 











March | CAN INCREASE PRODUCTION- 56% 








MILL SUPPLIES © APRIL, 1941 














Puts You “Three Up’ on the Field 


Osborn distributors have been “‘two up’”’ 
on their competition for years by being 
able to offer customers both a complete 
and quality line of industrial brushes. 
Now, we offer another exclusive service 
—the Osborn Brushing Analysis— which 
will help to increase still further in- 
dustry’s acceptance of these products. 


The Osborn Brushing Analysis is in 
step with the times because it injects 
brushes into the modern production 
picture—shows where, how and why 


these often un- 

appreciated tools 

can do better work, 

faster and more eco- 

nomically. Yes, O.B.A. 

will help you sell more 

brushes because it’s designed 

to do a thorough ‘missionary 

job” of selling new and improved 
brush applications. That’s why you’re 
now ‘“‘three up’’ on the boys. The 
Osborn Manufacturing Company, 
5401 Hamilton Ave., Cleveland, O. 













Part Il. DISTRIBUTORS SAY—Stocks 
are being increased on “perishable” items 
which will be in continuous demand 
when the Defense Program gets in full 
















DELIVERY TIME 
(Doys From Placing — 
Until Receiving Goods 










Changes in Stock 
Feb.-March in% 












































elding equipment 
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Industrial Supplies Detense Survey 


swing in the next 60 to 90 days. Products 
needed to tool up and equip a plant are 
in greatest demand now. A few more of 
these join the scarce list. 


Many distributors are increasing 
stocks of certain perishable items— 
those which wear out—to meet the 
growing demand from big new de- 
fense plants which are now entering 
the second phase of the defense pro- 
gram, production. This is indicated 
by Mitt Suppiies’ survey among 
distributors (revised this month at 
the suggestion of defense officials), 
which shows up differences in stock 
movements between the products 
needed for production and those 
needed strictly for equipping and 
tooling up plants. 

In some territories. of course. de- 
fense plants are still in the tooling up 
stage. Here the machinery and capi- 
tal equipment required fo outfit the 
plants are still in greatest demand. 
And because of the great demand. 
manufacturers’ shipments to distribu- 
tors are slow, and distributors’ stocks 
have been cut into seriously. 

It may be significant that the addi- 
tional delays which developed during 
March were usually smaller. on vari- 
ous critical items, than those which 
developed during February. On a 
few such items. the manufacturers at 
least succeeded in holding their own. 

The figures given in this table are 
all averages drawn from the ques- 
tionnaires from all distributors re- 
plying to MILL SuppLies’ survey. 

In connection with the delivery 
figures. remember that a distributor's 
“delivery time” includes the time 
required for transmission of an order 
and for transportation of the mer- 
chandise, while a manufacturer's 
would include only the time required 


to fill an order. 


YA 


PHILA 

















YALE HAND CHAIN HOISTS SPEED DEFENSE 
PRODUCTION—CUT HANDLING COSTS! 


Every plant today has a two-fold job to do: Produce normal goods and 
services and supply materials for our national defense. 


This double job means that every hoisting operation must be done with 
greater speed and economy. This double job also means increased 
opportunities for every Yale distributor salesman. 


Yale Hand Chain Hoists with their many safety features, such as safety 
top and bottom hooks, rust-resistant, friction-minimizing steel] load chain, 
self-actuating load brakes, and detachable shackles, cut the costs, raise 
the efficiency of every hoisting job. 


Tell your prospects about the superior Yale line of Hand Chain Hoists. 
The many exclusive features of these hoists that give extra production 
minutes and larger profit margins, will mean extra sales for you. 


(The complete Yale Hand Chain Hoist line includes spur-geared, screw- 
geared, differential and portable “Pul-Lift’ Hoists in varying capacities 
from 300 lbs. to 40 tons, for every hoisting need.) 


HE YALE & TOWNE MANUFACTURING CO. 


ILADELPHIA DIVISION — PHILADELPHIA, PA., U. S. A. IN CANADA: ST. CATHARINES, ONT. 
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Trend of SUPPLY SALES 
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production of defense equipment, 
the Sales Indicator moved up for the fifth consecutive 
month in February to 188.8, ten points higher than Janu- 
ary’s 178.2. Size of average order was larger in February 
($26.30 as compared with $22.35 in January) while the 
salesman increased from $10,140 to $10,650 
(see next page). 


Spurred by mounting 


volume per 


Orders | “Vol 
Sales | per we pe 
Area Indi- | Sales i erage | Work- 
Sales- | Order | 
cator man } ing 
per Day, ™" | Day 
| 
North Feb. | 216.0, 18 |$11,700| $26.90! 117 
Atlantic Jan. | 211.0; 16 ($10,680 | $24.50; 95 
— - n — — 
Southern | Feb. | 163.0) 15 $10,100! $26.30} 90 
Jan. 163.8 16 |$10,520 | $20.90; 96 
Middle Feb. 186.0, 20 $11,780 | $23.40| 111 
West Jan. | 165.5 18 ($10,940 | $18.25, 116 
Western | Feb. | 159.0 9 | $6,280 | $30.70 56 
Jan. | 178.0 9 | $5,360 | $32.30 56 
Pacific Feb. 193.0 9 | $5,520 $32.50 43 
Jan. | 142.7 9 | $4,920 | $25.75 44 


| 
— 
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HEN you sell SKILSAW TOOLS... 

you know you can deliver what you 
promise! Your customers need fast de- 
pendable service these busy days, and 
SKILSAW is geared up to fill your orders 
as fast as you place them. Moreover, 
all our branches are fully supplied with 
tools and parts— you can use them to 
supplement your own stocks on special 
rush deliveries. SKILSAW SERVICE 
means quick service .. . for you and for your customers! 


SKILSAW, INC. ¢ 5033-43 ELSTON AVENUE, CHICAGO 
36 East 22nd Street, New York — 52 Brookline Avenue, Boston 15 South 2ist Street 
Philadeiphia— 29 North Avenue, N. W., Atlanta— 182 Main Street, Buffalo -— 2902 Euclid 
Avenue, Cleveland — 1535 Grand Avenue, Kansas City, Mo 918 Union Street, New Orleans 
2124 Main Street, Dallas— 2645 Santa Fe Avenue, Los Angeles 2065 Webster Street, 
Oakland—1115 East Pike Street, Seattle— Canadian Branch: 85 Deloraine Avenue, Toronto 


SKILSAW 
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KEEPING UP with Business 


Consumer Goods Industries 
May Be Curtailed 


With industry straining close to ca- 
pacity, acceleration of war effort now 
encroach on 


threatens to consumet 


goods, reports Business Week in its 
March 22 analysis of the business out- 
look. The point ts, 
that the 


farther 


states the article. 
country has been moving 
along toward actual defense 
production. Fabricated goods are going 
directly into the final stage of preduc- 
tion—a large volume of airplanes, tanks. 
guns. ammunition, and other types ot 
ordnance is moving off the assembly 
line. As this takes place, a smaller pro- 
portion ot production goes into inven- 
tories: and simultaneously, the propor- 
tion of the national product that goes 
for defense increases in proportion te 
that available for civilian needs. 

As has been pointed out previously by 
Business Week, the country has been 
accelerating rapidly toward a war-con- 
trolled economy. The proof is the an- 
nouncement by the Office of Production 
Management that 220 critical items 
have now been placed on a preference 
list——to be reserved primarily for the 
defense industries. The conclusion is in- 
escapable that, as time goes on, when- 
ever the Administration is confronted 
with a choice between consumer inter- 
ests and the interest of the armed 
forces, the Army. Navy. and Great 
Britain will be given the break. 


Aircraft Backlog 
Nearly 4 Billion 


Unfilled orders of the aircraft indus- 
try are rapidly approaching the four 
billion dollar mark and will mount con- 
siderably higher before summer. as the 
proposed 1941 procurement programs 
of the United States and Great Britain 
take form in actual orders, reports 
{viation magazine. 

{viation says that radial aircooled 
engine production has made more rapid 
strides than might have been expected. 
Two large manufacturers have passed 
the million-horsepower-per month mark 
and have been delivering engines in 
such quantities as to make a substan- 
tial dent in the “glider lines” of air- 
planes previously built and awaiting 
engines, 

Four automobile companies are 
$100.000.000 in new 


plants and equipment to produce alr- 


spending OvVeT 
craft engines for which they have or 


62 


ders aggregating $409.000,000. At the 
same time plans are going forward 
which will push the motor concerns 
further into the aircraft field through 
the fabrication of bomber parts and pos- 
sibly fighter planes as well. 

Most recent addition to the automo- 
tive group of engine producers is Chrys- 
ler who will manufacture a 2000 hp. 
liquid-cooled engine. The present ex- 
pansion plans for engine capacity. how- 
ever, will probably be insufficient fot 
the new aircraft production program 
which involves the use of government- 


owned assembly plants operated by air- 
craft manufacturers and using parts 
provided by the automotive industry. 
As announced by the War Depart- 
ment, building contracts will soon be 
let for the four bomber assembly plants 
to be located at Omaha, Kansas City. 
Fort Worth, and Tulsa, and that the 
aircraft manufacturers concerned will 
be Martin, Douglas, North American. 
and Consolidated. Chrysler. Ford. and 
General Motors will build parts, and a 
production of 3600 medium and heavy 
bombers per year is expected. 
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ACTIVITY FIGURES 


(As of March 22, 1941) 


For the second consecutive month, sales volume of the average supply 
salesman tops $10,000 ($10.650 in February, $10.140 in January). The 
number of orders per salesman per day stood even at 16, but the orders 
were larger ($26.30 in February, $22.35 in January, as shown in the 
Sales Indicator figures on page 60). 
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Volume per salesman in February—$10,650 


ORDERS PER SALESMAN PER DAY 
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Orders per salesman per day in February—16 


Steel activity 99.4 
Carloadings 758,693 
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TEN YEARS AGO IN MILL SUPPLIES 


How SELLING QUALITY MERCHANDISE AND RENDERING FiRST- 
CLASS SERVICE HAD BUILT CUSTOMER CONFIDENCE AND WON 
OVER CUT-PRICE COMPETITION FOR THE 79-YEAR-OLD 

BARRETT HARDWARE CO., JOLIET, ILL., WAS TOLD 
BY C. J. SHAW, GENERAL MANAGER OF THAT COMPANY. 


M Ww 





"40 SELL HIM SOMETHING MORE LOOK FOR NEW 
AND UNUSUAL SITUATIONS JIN THE PLANT YOU 

CALL ON”” ADVISED D. Y. WILSON, INOUSTRIAL 
SUPPLIES, INC., MEMPHIS. "ASK QUESTIONS 
AND STUDY OPERATIONS, THEN YOU CAN 

RECOMMEND MORE EFFICIENT PRODUCTS, 
GAIN THE CONFIDENCE OF PLANT OFFICIALS, 
AND GET MORE BUSINESS.” 

















Nou CAN MAKE COUNTER SELLING 
COMETHING MORE THAN ORDER - TAK- 
ING IF YOU PUT PLUS EFFORT INTO SELL- 
ING SOMETHING MORE” ACCORDING TO 
W. J. SCHLAGER OF THE BITTEN BENDER 
CO.. SCRANTON, PA. 

















Marr EW 


F. ROBERTS. 

GENERAL PUR- 

CHASING AGENT. 

ATLANTIC RE- 

FINING ¢O., 
PHILADELPHIA. 

SAID THE SALES- 

MAN HE LIKED © DO BUSINESS 
WITH WAS ONE WHO REPRE- 
SENTED A REPUTABLE FIRM, 
MADE CALLS REGULARLY, 
KNEW HIS LINE OR HIS CATA- 
LOG, DIDNT BLUFF, TRIED TO 
DEVELOP PERMANENT CUS- 
TOMERS, DIDNT CALL AT 
INOPPORTUNE TIMES AND 
--WAS A SPORTSMAN, 
AS ONE WHO BOUGHT MORE 


waews ttems 


HE PERTH AMBOY HARDWARE (0., PERTH AMBOY.N, J., 
CELEBRATED ITS 22ND ANNIVERSARY WITH AN IN- 
DUSTRIAL EXPOSITION TO GIVE MANU FACTUR- 
ERS AN OPPORTUNITY TO DEMONSTRATE THEIR 
PRODUCTS To PURCHASING AGENTS. 


Sae7 


22 


TUE FIRST JOB HELD THE DESCO CORP., WILMINGTON, DEL., ES- 
BY L.A. CLARK, PRES- TABLISHED A BRANCH WAREHOUSE AND 
IDENT, SAMUEL HARRIS STORE IN CHESTER, PA, 

& CO., CHICAGO, WAS 

WITH A WALL PAPER 
ANO HARDWARE COM 


PANY IN PALMER, 8 
MASS., WHERE, AT 
THE AGE OF I4, HE WAS — 


PAID $1.00 A WEEK! 


THE EMPLOVEES AND OFFICERS OF WHITMAN 
AND BARNES, DETROIT, GAVE A “SEND OFF" 
TESTIMONIAL DINNER TO NELSON J. SMITH 
AND ALFRED 8. HALL WHO WERE RETIRING 
AFTER 40 AND 34 YEARG RESPECTIVELY. 





# 


Ar THE AGE OF 100, HENRY C. GRATON,A 

FOUNDER OF GRATON & KNIGHT MFG. CO.. — 

WORCESTER, MASS., PASSED AWAY. FOR 70 a 

YEARS, MR. GRATON HAD BEEN A DOMINANT 

FACTOR JN THE MANAGEMENT OF THE COM - by 
PANY. 


THAN #1,000,000 OF IN- 
DUSTRIAL SUPPLIES AND 
EQUIPMENT YEARLY FROM 
DISTRIBUTORS, MR. ROBERTS 
"KNEW HIS SALESMEN; 








“Approach them with something 
of timely helpfulness and you have 
no trouble arousing their interest,” 
is an old and proved selling axiom. 
The Nicholson or Black Diamond 
Shear Tooth file enables you to do 
just that. ... Greater production 
speed is every industrial organiza- 
tion’s need right now—particularly 
those working on defense orders. 
The Shear Tooth is decidedly a 
“speeder-up” file. A good finisher, 
too! It combines fast soft-metal re- 
moving with excellent smoothing 
qualities. (One file for two jobs!) 
See the chips fly as it roughs down 
a casting of aluminum, copper, brass 


a 


or soft alloy. Under lighter pressure, 
see how this same file can work the 
part down to a smooth finish. Even 
plastics, hard rubber and wood 
respond to its specialized design. 


The Shear Tooth is being advertised in 
May Industrial and Machine Shop Pub- 
lications; also in The Saturday Evening 
Post, Popular Mechanics and Popular 
Science .. . publicity that builds up valu- 
able advance interest. Free Technical Bul- 
letins and other aids as well. Another ex- 
ample of Nicholson’s “all out” support of 
its friends on the distributing front! 


NICHOLSON FILE CO., PROVIDENCE, R. 1., U. S. A. 
(Also Canadian Plant, Port Hope, Ont.) 
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“SHEAR TOOTH 


© The combination of the coarse single 
cut and long angle helps the Shear 
Tooth to clear itself of chips — mini- 
mizes clogging. Coarseness provides 
fast cutting; long angle gives shearing 
or shaving cut, leaving smooth finish. 
Note contrast with Mill Bastard below. 











Worthington Co. Acquires 
Space tor Parking 


The Geo. Worthington Co., Cleveland 
distributor. has acquired the property 
just west of its headquarters on St. 
Clair Ave. to speed up the loading and 
unloading of trucks, and to provide 
ample parking facilities for “will call” 
purchases. 


Second Questionnaires Out 
On Small Order Study 


Oscar Iber (O. Iber Co.. Chicago). 
chairman of a committee appointed to 
study the “Small Order Loss Problem.” 
sent out 100 questionnaires, on March 
17. to distributors in various sections of 
the country to collect information by 
which the industry can move one step 
further in solving this problem. Mr. Ibert 
presented a chart story at the Central 
States meeting last November (See 
Mitt Suppiies, January, 1941) which 
laid the foundation for the present 
study. 

In a letter to each distributor Mr. 


Iber said. in part. “We now have a gen- 
eral picture: we know the industry's 
approximate break-even sale. and some 
suggestions have been made for correc- 
tive measures, one of which is the 
adoption and adjustment of variable 
discounts. However. neither we nor the 
manufacturers know which lines appear 
most frequently on small orders or 
what gross margin they carry. This 
specific information is now needed as 
the next step. 

“We ask your help in this research 
and we hope your cooperation will 
eventually be the means of our creat- 
ing a profit in the brackets where our 
losses are now the heaviest.” 

Rhae Swisher, a certified public ac- 
countant, has been engaged to assemble 
the figures and prepare a report which 
will be presented with lantern slides 
under the supervision of the National 
Association at the Triple Mill Supply 
Convention in Chicago next month. 


Gifford K. Simonds, President 
of Simonds Saw, Dies 


Gifford K. Simonds, president of 
Simonds Saw and Steel Co., Fitchburg. 
Mass.. died March 20 in Brookline. 
Mass. He was 60 years old and had 
been actively associated with the Si- 
monds company for 41 years, during 
which he served for various periods as 
treasurer. director. general manage! 
and president. He was actively inter- 





GIFFORD K. SIMONDS 


ested in other companies. also in banks 
in both Fitchburg and Boston. and was 
a member of many clubs. 

A noteworthy accomplishment of Mr. 
Simonds was the origination of the idea. 
and the construction and operation of 


Simonds’ controlled conditions window- 


less plant at Fitchburg. 

He was married in 1910 to Ruth 
(Woodward) Simonds whe with four 
children. two boys and two girls. sur- 
vive him. 





Recent developments in Veelos V belts, Varitrans belts for variable speed units, and the company's new Octopus flat belting were pre- 
sented at the four-day sales and engineering conference of Manheim Mfg. & Belting Co. in Manheim, Pa. Left to right, seated: S. B. Flint 
(New York representative), Stuart Gourley (sales manager), A. B. Geerken (Southeast), L. C. Kenney (Michigan). Standing: D. R. 
Pefler (Ohio), J. G. Parsons (Pennsylvania), Harry Ginder (factory superintendent), V. K. Alexander (Chicago), A. S. Basten (Western 
New England), R. G. Prouty (Eastern New England), and F. H. Shafran (Kansas). 
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IN STEP 
WITH INDUSTRY’S NEEDS 


In today’s all-out industrial production, high stakes 
are involved. Nothing must interfere with the 
on-time fulfillment of contracts. Man-power and 
machine-power must be utilized to the utmost. 
For its own protection, industry will this year buy 
greater quantities of the most dependable equip- 
ment available. HEWITT distributors will benefit. 


Paving the way—we have already completed a 


HOSE 


CONVEYOR & TRANSMISSION | 
BELTS 


PACKING 


MILL SUPPLIES ¢ 


plant expansion program which places at their 
disposal the greatest hose, belt and packing pro- 
duction capacity of HEWITT's 82-year history. 
And to “label” this business for them we're us- 
ing the strongest of all HEWITT merchandising 
programs to direct industry's buyers to HEWITT 
distributors for capable assistance and advice. 


Hewitt Rubber Corporation, Buffalo, New York. 
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~ 
To Get an Account 


or to Hold One 


THERE'S NOTHING LIKE AP 
SERVICE PLUS AP QUALITY 
SANDPAPER! 


GRIEF BUSTER Ho. x 














-sanding 
h for final fine-s 
pe» A poy a occasional deep scratch 
a rr tt be located. 
GRIEF = in it- Cause couldn 
that near- 
alled in, found . 
dl nema was "throwing ag 
ptm onto work in TT ae 
a woper AP Belt for oe on a 
bondin prevents 
ounpnce tie 4 further trouble. AP 


pelts used ever sinc®s 


GRIEF 
BUSTER 








SHORT STORY WITH A HAPPY ENDING is told in the 





“A 

4 AP Grief Buster above. Needless to say, I’ve been getting this Son's J 

sanding belt business ever since.” Hundreds of these “Grief Busters” 

show that there are mighty few finishing operations that can’t be 

improved when the distributor puts the AP team — engineering and 

quality sandpaper —on the job. 

If you agree that this is the 

smart way to build a profitable 

sandpaper volume, why don’t 

you write today for details on 

the AP franchise? Abrasive 

“ Products, Inc., 517 Pearl Street, 

South Braintree, Massachusetts, 


ABRASIVE PRODUCTS 


INC. 
JEWELOX © JEWEL EMERY © JEWEL GARNET © JEWELITE © JEWEL FLINT * NEW PROCESS 


cP 
os VII 
Jawan 
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NEW LINES 
taken on by 


Distributors 


BincHAM Toot & Suppty Co., Cincin- 
NATI, Onto, have been appointed 
distributors by the Chas. Bond Co. 
and the Lima Electric Motor Co. 
This firm also states that it has in- 
creased its transmission department 
and is now equipped to service prac- 
tically every factory need along this 
line. 

| Burns Bros., Syracuse, N. Y., are now 
distributors in central and northern 

New York for the Insto-Gas Corp, 

HarpwarE & Suppty Co., AKRON, 
On10, reports taking on the complete 
line of the Keystone Lubricating Co. 

distribution in eight 


for exclusive 


counties. 


Among the distributor organizations 
recently appointed to handle the 
complete line of Blackhawk hydraulic 
equipment and wrenches are: Sa- 
BINE Suppty Co., Orance, TEXAs; 
Ben Wituiamson & Co., Ine., Asu- 
LAND, Ky.; CASELLINI-VENABLE 
.Corp., Barre, Vt.; NEAL & BrinKER 
Co., New York, N. Y. 


Horsrorp Bros. Co., SAN FRANCISCO, 
Cauir., has taken on the Johnson Uni- 
versal Bronze Co.’s line of bronze 
bearings and bushings. 


Biue Rice Harpware & Suppry Co., 
Inc., Bassett, Va., has added Jen- 
kins valves, Taylor forged welding 
fittings, Toledo pipe threading tools, 
Simplex Jacks, and Bridgeport Brass 
products. 


Hanp Harpware Co., Evizasetu, N. J., 
is now distributor for steel shop 
equipment made by Lyon Metal Pro- 
ducts, Inc. 


West Essex Toot & Suppty Co., 
Bioomrigtp, N. J., recently added 
Starrett tools, Wiss shears, and Cor- 
bin locks and screws. 


THE BINGHAMTON BRANCH OF THE 
Bett-Rope Suprety Co., Syracuse, 
N. Y., has taken on Dayton cog belts, 
Abrasive grinding wheels, American 
wire rope, Plymouth manila rope, 
Whitney roller chain and sprockets, 
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PROMPT DELIVERY—There’s no worry about deliveries 
on Disston files of the general variety such as Flats, Rounds, Mills and Square 
files, nor on hack saw blades. You can get prompt shipments and keep your 
customers satisfied. 

DISSTON ENGINEERING SERVICE can be useful to your customers and make 
your selling job easier. Disston experts, recognized authorities, are glad to help 
with plant surveys and recommendations at any time. Write for complete details. 


HENRY DISSTON & SONS, INC., Philadelphia, Pa., U. S. A. 


Branches: Boston, Chicago, Detroit, Memphis, New Orleans, Seattle, Portland, Ore., San Francisco, Vancouver, B. C. 
Canadian Factory: Toronto 


saint Australian Factory: Sydney, N.S.W. 
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* THERE’S A BELMONT PACKING FOR EVERY SERVICE * 





ror NAN a 


Now that defense production is taxing plant capacities to the ut- 
most, it’s wise to take extra precautions against costly power leaks. 
Choose Belmont Packings for extra stamina andlong-run economy. 
Here are practical reasons why Belmont 319 Hollow Center 
Packing and Belmont 9 Special Hydraulic Packing will properly 
seal stuffing boxes of heavy hydraulic units such as presses, ac- 
cumulators, draw-benches, squeezers and pressure pumps: 
Belmont 319—(rubber and duck). The hollow center provides a 
point of least resistance for expansion and contraction. Hence, 
the packing will “breathe” toward the “hole’’ as varying condi- 
tions of service within the stuffing box are exerted upon it. 
Belmont 9—(line flax stitched with a rubber-duck channel). 
This packing combines two distinctive materials made into one 
integral packing. The rubber-duck channel not only acts as a 
wiper, but as a protection to the flax. . . . These two packings 
used in alternate rings make an ideal combination set. 
Send for Belmont Catalog No. 40 which illustrates and describes the 
Belmont Packing line for all services. A request on your company letterhead 


will receive prompt attention. Any authorized Belmont distributor will gladly 
show you samples and help you with your particular requirements. 


BELMONT 


PACKINGS 


This is number 2 of a 
new series of advertise- 
ments on Belmont 
Packings. Appearing in 
leading business publi- 
cations every month, this 
series will make new 
friends and new custom- 
ers for you. 













THE BELMONT PACKING & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS + PHILADELPHIA, PA. * 
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Vaughan gears and speed reducers, 
Whitehead rubber belting, Page 
leather belting, Star hacksaws, 
Heller files, Lubriplate lubricants, 
T. B. Wood’s sheaves, Fafnir bear- 
ings, Johnson bronze bushings, 
Laughlin thimbles and turnbuckles, 
and Boston & Lockport tackle blocks. 


GeveraL Mitt Suppty Co., Betre- 
VILLE, V. J., has taken on distribution 
of Mayhew taps and dies, Williams 
wrenches, Lufkin rules, and Star 
expansion shields and toggle bolts. 


Briccs-Weaver Macuine Co., DALtas, 
Texas and R. A. Bass, Jr... Eucene, 
Ore., have become stocking distribu- 
tors of Blackhawk hydraulic equip- 
ment. 


Buruans & Brack, Inc., Syracuse, 
N. Y., recently added Buckeye bear- 
ings, Shaw-Box electric hoists and 
cranes, and Armstrong-Blum power 
hacksaw machines. 


Simplified Practice on Machine, 
Carriage, Lag Bolts Reaffirmed 


The Division of Simplified Practice 
of the National Bureau of Standards 
has announced that Simplified Practice 
Recommendation R169-37, machine. 
carriage and lag bolts, has been re- 
affirmed without change by the stand- 
ing committee of the industry. Recom- 
mendation, as promulgated in 1937, 
covers standard stock production sizes 
of square-head machine bolts, hexagon- 
head machine bolts, square-neck 
carriage bolts, and lag bolts. Copies 
of recommendation may be obtained 
from Superintendent of Documents. 
Government Printing Office. Washing- 
ton. D. C., for the nominal sum of five 
cents each. 





Jealous? Well, just for the record, Tom 
Kenney, vice-president of W. C. Du Comb 
Co., Detroit, doesn't get an opportunity 
like this every day in the week either. The 
fair company with Tom are: Gladys Par- 
meley (left), assistant treasurer-secretary, 
and Marie Weber. 
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Plants all over the country are buying Black & Decker 
Portable LECTRO-SHEARS fast as they see them demon- 
strated! No wonder—these powerful electric cutters zip 
thru sheet metal at a speed that pushes defense opera- 
tions way ahead of schedule. Compact, lightweight, 
LECTRO SHEARS cut on a radius small as 3 /4’”—accu- 
rately follow curved lines, no matter how irregular . . . 
make straight cuts at lightning speed. Handle steel, gal- 
vanized iron, Monel metal, stainless steel, copper, alumi- 





num, lead and other non-ferrous metals. 


One blade setting for different gauges or types of metal. 
Two models—16 and 18 gauge. Invest a little time 
proving the faster speed and greater accuracy of B & D 
LECTRO-SHEARS to your industrial accounts — and 
you'll reap the dividends from handsomely increased 
sales! The Black & Decker Mfg. Co.; 717 Penna. Ave., 
Towson, Maryland. 


“ELECTRIC TOOL HEADQUARTERS" 










SANDERS and 
SANDER-BUFFERS 
| OF 28 DRILLS 7 Models 


HOLGUN 








PORTABLE and DIE 








GRINDERS, 9 MODELS ELECTRIC SAWS, 4 MODELS 


LEADING DISTRIBUTORS EVERYWHERE SELL 





PORTABLE ELECTRIC TOOLS 
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You Need More Than 


POWELL VALVES Product to See ALL 


THE WM. POWELL COMPANY e CINCINNATI, OHIO ~ Easier to Sell 
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| POWELL QUALITY 


than meets the 
BUYER'S EYE! 


Pe Bs So ‘ 


MACHINING— _TESTING— 
READY FOR USE! 


In small valve manufacture, POWELL 
makes these last two operations 
your unqualified assurance ofa 
finely wrought finished product! 


From the drafting table to the pattern shop... then 
to the foundry, with constant laboratory control... 
next to the machine shop, where the rough casting 
is finished, assembled, and finally tested. This, in 
short,describes the evolution of a Powellsmall valve. 





























Only the most modern machines and efficient tools 
are used ... closest tolerances are maintained, and 
constant inspection of parts as they go through is 
the rule. Each part of a certain type of small valve 
must be interchangeable with any other similar part. 
Each part must meet the rigid quality requirements 
laid down by Powell. Then after assembly, on to 
the testing department, where valve after valve is 
tested under pressures far exceeding its rated 
capacity. If, for any reason, there's a flaw in a Powell 
small valve...a flaw that might cause a failure 
when the valve is installed on your customer's lines 

. it's discovered here. Only after this searching 
examination is the valve declared satisfactory, and 
ready to serve to the utmost of its ability. 





So, after these exhaustive preliminary design and 
materials tests, and painstaking manufacture, 


q Photograph of the Finished Powell small valves are ready to work for your 
buyers... to go into service on their small lines, and 


the Qualities that Make Powell} prove both to their advantage, with greater effi- 


° ciency, and to your advantage, with greater sales, 
_ _ +++ More Profitable to Represent.) ., _, cate: “tence. dated onl ade 
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High-Speed Steel 
"Dleriltle 


Red End Hand Hack Saws 















THE END OF HACK-SAW TROUBLES | 


Here’s the blade that can take the toughest twist... and come out | 


straight and unbroken, good as ever . . . good for many more hours of | 


smooth, fast cutting. For the tooth-edge alone is hardened, leaving the body | 
of the blade tough and flexible, fit to stand the severest strain. So next | 
time you need hack saws, order this abuse-proofp RED END BLADE. 





SIZES AND PRICES 





Length Teeth Price 
of per per 
Blade Inch Gross 
8” 18,24,32 $32.40 
10” 18,24,32 $40.32 
12” 14,18,24,32 $48.96 


Blades are 9/16’ wide, .025” thick, 
packed in boxes of 1/2 gross each. 














SAW AND STEEL CO. - FITCHBURG, MASS. 


1350 Columbia Rd. 520 First Ave., So. 31 1s. W. First Ave. 
1 b 


Boston, Mass. attle, Wash. rdland, Ore. 
228 First Sereet 127 So. Green Sc. 31 W. Trent Ave. 
San Francisco, Cal. icago, Ill. Spokane, Wash. 
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DISTINGUISHED 
SERVICE 


Mill Supplies’ Distinguished Service 


| Award this month goes to a salesman 
| who tore himself away from the convivi- 


ality of a New Year's Eve party to 
help a defense customer in distress 
(the industrial salesman’s life is like a 





RAY SLOSSMAN 


doctor's these days—he’s likely to be 
called at any hour of the day or night 
to apply his professional skill). *Ray 


Slossman is his name, an outside sales- 


man for the R. C. Neal Co. in Buffalo. 


And here’s the story, just as it was told 


} tous: 


Tlie drinks “had been passed, the 
music was going* full blast, and every- 
one (including Ray) had settled down 
to usher in the New Year the way it 
should be d6ne. Thén‘the phone rang 


someone, somehow, had traced *Ray 


| to the scene of‘all this jollity to Beg~a 


quantity of special size cap screws 
needed for a Canadian defense plant 
suffering a breakdown. The name— 
L. O. Cook, purchasing agent for the 
Ajax Flexible Coupling Co. in West- 
field, N. Y.—was well known to Ray as 
Would he 
please, by hook or crook, get those cap 
screws to the Ajax plant by the mor- 
ning of the next working day? Ray 
promised to do his best, and hopefully 
went down to Neal’s on the 


one of his best customers. 


chance 
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EXTREMELY POWERFUL 
Develops the necessary pressure 
to embed the hooks flush in any 
kind of belt and clinch the 
points to make them stay em- 
bedded. 















Laces belts up 
to 6 inches wide 
in one quick, 
easy operation. 


The Greatest Improvement in Portable Belt Lacers in 30 Years. 


NOW — for the first time in history, there is a PORTABLE lacer that 
will make a perfect joint in any belt. With the Clipper No. 9 Portable 
— you can embed hooks FLUSH with the surface of any belt and 
CLINCH the points. No other portable belt lacer will do this. It takes 
pressure-power measured in tons— not pounds —to lace belts prop- 
erly. Only the Clipper No. 9 provides this power in a portable lacer. 
ATTRACTIVELY priced! Phone your MILL SUPPLY Jobber for 
demonstration. 


Illustrated Folder: Send for folder describing the sensational Clipper No. 9 
Portable Belt Lacer. 


CLIPPER BELT LACER COMPANY, Grand Rapids, Michigan, U. S.A. 
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EASILY CARRIED 


Where a portable lacer is de- 
sired, the Clipper No. 9 can 
easily be taken to the belt. 


oe 
3\rP 
SCIENTIFIC AC- 
TION of the super- 
hard jaws embeds the 
hooks and “‘sets’’ them 
in a closed position 
flush with surface of 
belt so that the natur- 


al tendency to spring 
back is eliminated. 


) 


Produces a straight 
line of well-rounded 
loops. Permits larger 
size connecting pin. 
Distributes pulling 
strain equally on every 
hook. 


Speed 
Defense By 
NOT 
Interrupting 


Production 
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UNITED STATES ELECTRICAL TOOLS are 
looming up importantly in defense produc- 
tion, of course. But ... remember that we 
guard your interests too. Send your orders 
... rely on us. 


PRECISION LATHE GRINDER 
For external and internal grinding. Inter- 
changeable quills. Ball bearing. Air con- 
ditioned. Speed range up to 30,000 r.p.m. 
MODEL HLGE. 





6" UTILITY BENCH GRINDER 


An all-round grinder for diverse 
uses. Also for edging tools. Con- 
tinuous service. Totally enclosed 
motor will not burn out. Ball bear- 
ing. 
















3s" HEAVY DUTY DRILL 


For heavy production work. Ball 
bearings on armature. Chrome 
steel nickel gears. -Two pole 
trigger switch. 


PORTABLE ELECTRIC GRINDER 


Streamlined. Straight line ventilation. 
High powered but light weight. For 
continuous production. 


THE UNITED STATES =“c=y* ELECTRICAL TOOL CO. 
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that they might be in stock, even 
though the item was very special. No 
such luck. There was only one certain 
source of those cap screws, and that 
was the manufacturer in Cleveland. 

And perhaps the Distinguished Serv- 
ice Award should be shared with Bill 
Sheehan, sales manager of the United 
Screw & Bolt Corp. in Cleveland. For 
he was at a New Year’s party, too (in 
his own home), when Ray got him on 
the long distance telephone. But like 
all good manufacturers he was willing 
to make sacrifices in behalf of his dis- 
tributors and their role in the defense 
program. So he abandoned the merri- 
ment at home, went down to the plant, 
collected the special cap screws, and 
mailed them special delivery to Ray 
Slossman’s customer. They arrived at 
the Ajax plant at 9 o’clock the mor- 
ning of Jan. 2 and were as quickly used 
for assembly of the Ajax product and 
dispatched to the Canadian defense 
plant. 

And if there is any one thing that 
distinguishes this example« of service 
from others rendered by distributors to 
defense industries, it is the fact that the 
whole case has been documented by 
letters of appreciation from the cus- 
tomer. On the morning the cap screws 
arrived, the vice president of Ajax 
wrote Ray Slossman: 

“Our Mr. Cook has been telling me 
of the extraordinary fine service you 
were able to give us even on New 
Year’s Eve in getting some cap screws 
urgently needed. As I get the story, 
Mr. Cook phoned you sometime Tues- 
day night, and although you did not 
have the cap screws in stock, they were 
received this morning early, from a 
Cleveland source. 

“We want you to know that service of 
this kind is something which we re- 
member as well as appreciate. As an 
indication of the urgency of the re- 
quirement, a customer of ours from 
Canada is driving to Westfield this 
morning to pick up the cap screws 
along with some other material. We 
are thankful that with your help we 
have been able to do our part.” 

And to the manufacturer, Bill Shee- 
han, the Ajax purchasing agent, Mr. 
Cook wrote: 

“From the R. C. Neal Co. we have 
been advised of your action in our be- 
half the evening of Dec. 30. We sin- 
cerely regret having had to break into 
your New Year’s Eve as we did, but 
at the same time we are glad it hap- 
pened because it gives us an oppor- 
tunity to thank you for one of the finest 
examples of business cooperation it has 
ever been our privilege here to experi- 
ence. Please accept our sincere thanks, 
not only for what you did on the 3lst 
of December, but also for the spirit 
in which it was done.” 








Capacity 4724” 
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Ne. 1 


No. 6 


Capacity 6726" 
Heavy Duty 
High Speed Saw 


Capacity 6”16" 
Automatic Production 
Saw with Bar push-up 


No. 9 


No. 2 


Capacity 87x58” 


No. 4B 
Capacity 6x6” 
Light Duty 
High Speed Saw 


Capacity 107210” 
Heavy Duty 
High Speed Saw 





Its Responsibilities | 


We DID foresee the probable demands that would be placed upon us by the 
National Defense Program long before the general public could be aroused to 
unity of thought and to approval of congressional action. 

As early as the Spring of 1940 we started a 100 percent addition to our 
modern plant (the first unit of which had been erected only three years 
previously) so that we would be PREPARED to not only meet the needs of 
armament manufacturers when defense production would come into “full 
swing”, but to also continue to serve such private industries as would not be 
called into armament manufacture. 

With our plant addition now completed, we are now producing four times 
our output of 1936; and within a few months when we will have received 
all the machinery we now have on order, we will be producing from six to 
eight times as many MARVEL Saws as we produced in 1936! And all this 
has been done with our private funds, at no expense or risk to the public 
treasury. 

It is true, at the moment, that our deliveries to private industry are a bit 
tardy because urgent defense jobs are demanding every MARVEL Saw that rolls 
off our assembly lines; but we do believe (thanks to our foresight) thet within 
a very short time we will be able to extend reasonable delivery service to those 
non-defense customers who place their orders with us NOW. 


XV 











ARMSTRONG-BLUM MFG. 
5700 W. Bloomingdale Ave. ‘The Hack Saw People” 
Eastern Sales Office: 199 Lafayette St., New York City. 


Chicago, U.S.A. 


No. 9A 


Capacity 107x10” “ 
Auten atic Production Ne. | } ic apacity 187218” 
Saw with Bar push-up Giant” Hydraulic 
Capacity 197 x18” Hack Saw handles 
Metal-Cutting toughest alloy steels 
Band Saw in large sizes 
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TRAP LEADER 
IN SUPPLY HOUSE 











SALES 


the volume 





and profit line of 
leading distributors . . - 










Jackson Type M-ti with pneu- 
matic tire—the only barrow with 

tray having double folded corners and three 
thicknesses of steel at folds. Practical— 
Rugced—Rigid. Available also with steel 
wheels. 


Jackson Steel Mortar Mixing boxes—formed 
from single sheets—rigid. Made in three sizes 
from 60 to 108 inches long, 32 to 48 inches 
wide, I! inches deep. 





Jackson Type 88 
Concrete Cart, 
with drop axle, 
pneumatic tires 
androtter 
bearing wheels. 
Capacity: 7354 
cu. ft. heaped 
f 


MEET EVERY NEED 
OF YOUR CONTRACTING 
AND INDUSTRIAL 
CUSTOMERS ..... 


The completeness of the 
Jackson line and the repu- 
tation of Jackson equip- 
ment for sturdiness, de- 
pendability and all-around 
longer and better service 
are advantages which mean 
bigger and better business 
and more and more satis- 
fied customers—a com- 
bination which means 
sound and satisfactory 
business building. 


The new catalog 42 M. S. 
on the Jackson Line is full 
of profit opportunities. 
Have you a copy? 


~ JACKSON MFG. CO. 


HARRISBURG, Est. 1876 PA 


A. 


WHEELBARROWS © CONCRETE CARTS © DRAG SCRAPERS 
MORTAR MOVING BOXES * COAL AND COKE WAGONS 
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Hamilton Named 
Vice President 


R. L. HAMILTON 


At a recent stockholder’: meeting. 
R. L. Hamilton was eleted vice-presi- 
dent of The Dumore Co.. Racine. Wis. 

Mill supply men and manufacturers 
know “Bob” particularly for his activi- 
ties as a member of the Board of Con- 
trols of the Electric Tool Institute and 
as Chairman of the Membership Com- 
mittee of the American Supply and Ma- 
chinery Manufacturers Association. In 
addition to these duties, he is kept busy 
as president of the Milwaukee Associa- 


| tion of Industrial Advertisers. 


Mr. Hamilton has been with the Du- 
more Company since his graduation 
from the University of Notre Dame in 
1934. He was advertising manager of 
the company from 1935 to 1937. Be- 
ginning in 1938, he took over the duties 
of sales manager. 


Shifts In Personnel 
At Timken Bearing 


Mr. F. H. Lindus. formerly Los 


Angeles branch manager in charge of 


the Service-sales Division of the Tim- 
ken Roller Bearing Co. has been trans- 
ferred to the home office at Canton, 
Ohio, where he is engaged in general 
sales promotional work. 

Mr. L. J. Halderman. branch man- 
ager of the Service-sales Division of the 
Chicago office, has taken Mr. Lindus’ 
place in the Los Angeles branch office, 
while Mr. Jack Gelomb. formerly De- 
triot manager of the Service-sales Divi- 
sion, has filled the vacancy in the Chi- 
cago Office. 

Mr. Joe Jesseph, resident  sales- 
man in the Portland. Ore.. branch, has 
taken Mr. Gelomb’s place in the De- 
troit Office. 











Another Manhattan Development- 


_ i" 
iy x 





<2) 
Gondoz Homo-Flex Hose jg another example of the fruit of research 


applied to the principle of increased service for the user. 


Condor Homo-Flex Hose is the most outstanding development in hose con- 
struction in years—unusual strength and long life with extreme lightness; 
flexible as a rope, yet tough and kinkless. 


Reports from users are enthusiastic and include 30-odd fields among which 
are steel mills, contractors, bridge builders, steel fabricators, quarries, 
shipyards, coal and metal mines, foundries, pulp and paper mills, and fruit 
growers. 


The market is broad, the product is the kind that you can sell with unreserved 
enthusiasm because it will confirm your service and the quality of the goods 
you recommend and push. 


Send for information. 


Gondor 


HOSE 


A FRANCHISE 
IN PROFIT 

AND CUSTOMER 
GOOD-WILL... 

















Condor, 


Paper Miil Hose 
Sand Blast Hose 
Sand Suction Hose 
Spray Hose 
Steam Hose 


Compensoted Belts 
Conveyor Belts 
Standard Belts 
V-Belts 
Agricultural Belting 


Acid Hose Water Hose 
Air Hose Air Tubing 
Brewers Hose 

Contractors Hose Grodge enone 
Creamery Hose Chute Lining 


Launder Lining 
Industrial Brake Lining 
and Brake Blocks 
Molded Rubber Goods 
Textile Mill Specialties 


OTHER MANHATTAN PRODUCTS 


Fire Hose 

Garden Hose 
Hydraulic Hose 

Oil and Gasoline Hose 
Packers Hose 


Suction Hose Oilless Bearings 


Oil Hose Belting of Every 
Other Grades of Hose Description 
Packing Molded Hose for 
Matting Every Service 
Pump Valves _ 
Tubing Abrasive Wheels 
Washers Bowling Balls 


THE MANHATTAN RUBBER MFG. DIVISION 


OF RAYBESTOS-MANHATTAN, Inc 
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There’s Profit In 
Faster-Working Tools 
This Year 







Sell Them the Easier Threading 


of This Speedy No. OR 


* 


RikzIb 





Minutes count this year—and avoidable 
motion wastes man-power. Speed the work 
for your customers who have small pipe to 
thread—with these work-saver ratchet dies. 
Die heads snap instantly into ratchet ring 
from either side, can’t fall out. And push 
out easily for changing. Dies reverse quickly 
for close-to-wall threads, no special dies that 
can’t be found when wanted. Handy pat- 
ented die carrier with each set. 


You make money this year selling tools that 
save valuable time and effort. Write today 


for the sales facts about easier-working 
RIZAIDs. 


THE RIDGE TOOL COMPANY, ELYRIA, OHIO | 








WORK-SAVING PIPE TOOLS 





Die heads push out readily 
for changing. 





Dies reverse quickly for 
close-to-wall threads — no 
special dies needed. Lon 

wear dies, easily reground. 
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The Federal Pipe & Supply Co., Fresno, 
branch of San Francisco, is constantly ex- 
panding its service, and is more closely iden- 
tified with the industrial supply lines than 
is the parent house. Fresno operations are 
in charge of A. B. Campbell, manager, who 
is shown at the right. The other man is 
1. H. Bragg, office manager and in the 
middle is their able assistant, Esther Hatch. 


How One Manufacturer Asks 
Teamwork on Defense Work 


Like other manufacturers of supplies 
urgently needed in defense production, 
the Stanley Works is conscious of its 
responsibility in the present emergency. 
Here’s a splendid letter, by the presi- 
dent of the company, reminding em- 
ployees of the importance of their jobs 
“for the duration,” and asking them 
all to pull together: 

THe STaNLeEY Works 
New Britain, Conn., U.S.A. 
Feb. 3, 1941 
To Our Employees: 

I wish to call attention to the fact 
that, in our business at the present 
time, extreme emphasis must be put on 
the general public interest. This coun- 
try faces a crisis such as the world has 
never seen. No well informed person 
doubts this. Our duty, therefore, is 
plain. We must and should do every- 
thing in our power to give the greatest 
possible service as quickly and as well 
as possible. 

To this date our employees have done 
a good job on such work as has been 
allotted to us, but I wish to remind 
you that our very best may fall far 
short of the needs of the hour and there- 
fore I would like to have every Stan- 
ley worker who in any way works on or 
moves items which are intended for de- 
fense, to do so with the feeling that he 
is privileged to strengthen America 
by each bit of extra thought and effort 
he can put into speeding on its way 
every article we are called upon to 
make. 

Good Americans will all pull to- 
gether! 

C. F. BENNETT 
President 
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F you are now selling U-S-S Steel 
Products or wish to become a 
U-S-S Distributor, this plan is 
meant for you. It is a comprehensive 
sales promotion plan, designed to 
give you all the “tools” you need to 
make more and bigger sales. 
It shows you how to capitalize on 
better steel products, how to win 
buyer acceptance, how to broaden 


A NEW U‘'S'S SALES 
PROMOTION PLAN 


for Steel 
Distributors 


your market, how to make most 
effective use of advertising literature 
and how to profit by direct sales as- 
sistance offered by the Subsidiaries 
of the United States Steel Corpora- 
tion. 

Let us show you how you can in- 
crease your business with this new 
plan. Just write us on your regular 
company letterhead. 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 


United States Steel Export Company, New York 


UNITED STATES 








U-S:S Distributor 
Products Include: 


MERCHANT BARS COPPER STEEL SHEETS 
PLATES GALVANIZED SHEETS 
FLOOR PLATE FENCE for 


HOT ROLLED SHEETS property protection 
STAINLESS STEEL STRUCTURAL SHAPES 
OTHER STEEL PRODUCTS 
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Guhe. 


My Fairbanks 
Valve Sales have 
increased over 
700% in 3 years 


The experience of this 
Fairbanks 
tor is not unusual, Some of 
our distributors have done 
even better. Why don’t you 
get in on this profitable 


business? 


Distributors who handle 
the Fairbanks line have the 


advantage 


Valve distribu- 


a 


(4 





of offering 


valves that have a nation-wide trade acceptance. The 





Fig. 0304 





Fig. U-01 
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Fairbanks V 


tandard 
— PUM alla ell) a Valves 


thousands of Fairbanks Valve users are con- 
tinually buying more, for the dependable 
trouble-free performance and low mainte- 
nance cost of Fairbanks Valves makes friends 
and keeps them. 

We don’t depend upon repeat orders from 
old customers alone. We spend many thou- 
sands of dollars for advertising every year to 
create new buyers and our salesmen work 
right with distributors to increase sales. Our 
policy of selective distribution gives Fair- 
banks distributors big advantages. 

The Fairbanks line consists of 3,000 dif- 


ferent types and sizes, for pressures from 


125 to 350 Ibs. 


Write for the facts about the unusual 
Fairbanks franchise and our catalog No. 21. 


THE FAIRBANKS COMPANY 


19 East 4th Street New York, N. Y. 


Boston, Mass., Pittsburgh, Pa. — Factories: Binghamton, N. Y., Rome, Ga. 
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Synthetic Rubber Reaching 
Commercial Stage Rapidly 


Impelled by the possibility of our 
present sources of crude rubber being 
cut off by international upheavals. 
Goodyear’s research department has 
been pushing the development of syn- 
thetic rubbers. particularly the product 
trade-named “Chemigum.” That it is 
already a commercial reality is evi- 
denced by the report that Chemigum 





During manufacture of "Chemigum," Good- 
year's new synthetic rubber, a petroleum 
derivative and certain chemicals are '‘'re- 
acted" in large vessels. The operator is 
checking the reaction's progress. 


is now used for gasoline hose and hose 
nozzles, for gaskets in automobile radi- 
ators. for various rollers in printing 
presses, for gasketing pipes handling 
solvent materials, and for pressed parts 
of airplanes. In these applications the 
synthetic rubber has demonstrated an 
unusual ability to resist oil and 
solvents. 

Chemigum is derived from petro- 
leum, and is the culmination of lengthy 
and extensive research in the Goodyear 
laboratories. during which more than 
300 different compounds were studied. 

At present Chemigum costs more 
than natural rubber. However, it gives 
promise of approaching the cost of 
natural rubber if produced on a large 
scale. Its use in general commercial 
manufacture will be quite limited in the 
near future unless a national crisis 
should develop. But the Goodyear 
executives feel that the job can be done 
quickly—when and if the need arises. 
At the present time they are preparing 
a plant that will produce several tons 
a day. 

In physical appearance Chemigum 
resembles the grade of rubber known as 


brown crepe. It is quite tough and 











The more good, salable — 
ave in your small tools de- 
ore quickly your 
salesmen can cover the _ . 
every stop-over with quickly se 
ing, profitable merchandise 


you h 
partment, the m 


AMERICAN 


STANDARD WIRE ROPE 


BLOCKS AND 


SHEAVES 


are profitable, volume building 
5 \. 

additions to any equipment dea 

Backed by a fifty- 


er’s stocks. 4 
ecord an 


eight-year quality 
many years of consistent nationa 
advertising, AMERICAN Wire 
Rope Blocks and Sheaves are 
easy to sell 
Why waste time doin 
and costly spade-work for un- 
hen you can cash 


g tedious 


known items W 
y and easily on the 


AMERICAN 


in quick] 
Quality reputation of 
Wire Rope Blocks and S 


heaves. 


Write today for 
Catalog 300-BS-1 


and full particulars 


AMERICAN HOIST 
& DERRICK CO. 


curcaco ST. PAUL, MINN. new vorx 


AMERICAN TERRY DERRICK CO 








ant advantages include increased ten- 
sile strength. resistance to aging, abras- 
ion and oils, and the fact that it pro- 
| cesses more easily than other synthetic 
rubbers, using the same general pro- 
| duction methods and equipment cur- 
rently in use with natural rubber. It 
is also more resistant to oxidation than 
natural rubber and has the possibilities 
| for blending with natural rubber. This 
| would serve to extend a limited supply 
of the latter. 


gasoline. ete. In fact, its resistance to 
| these solvents is so good that some of 
| the first commercial uses of Chemigum 
were in articles such as gasoline hose, 
hydraulic brake sealing rings. and sim 
ilar items where it came in contact 
| with gasoline and oil. 

These uses influenced the company 
to start the semi-commercial predue- 
tion of Chemigum in fields where the 
relatively cheaper price of crude rub- 
ber did not offer competition. One of 
the immediate fields which will yield 
volume business for Chemigum is that 
in which the natural product will not 
fit the requirements laid down. 


Baldwin-Hall Adds 
Space for Stock 


First floor space formerly occupied 
by a retail store adjoining the Baldwin- 
Hall Co., Syracuse (N.Y.) distributor. 
is being taken over for additional stock 
space. It will be occupied during the 
current month, according to E. J. An- 
dress, manager of Baldwin-Hall’s mill 
supply department. 


Swiss Welding Material 
Now Being Made Here 


The Park Sales Co., of New York 
City. which introduced a new welding 
material made in Switzerland to the 
(American market last April, has 
arranged to make a similar product in 


possible to import it. The product is 
being sold under the name of “Weld- 


Weldoloy Mfg. Co., a division of the 
Park Sales Co. 

The new product is available in a 
variety of alloys and fluxes for oxy- 
acetylene welding and, according to 
claims of the manufacturer. permits 
welding operations to be performed at 
unusually low temperatures. This fea- 
ture is said to avoid overheating and 
subsequent warping of welded parts. 
Weldoloy alloys are supplied in’ rod 
form, and the fluxes in powder or paste 
form, 
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Chemigum differs from natural rub- 
| ber in that it is much less soluble in | 
conventional rubber solvents. such as | 


this country because it is no longer 


oloy” and is being distributed by the | 


has a rather distinctive odor. Import- | 


You can take an unknown 
product and sell it; any good 
salesman can if he will put the 
time and effort on it. But why 
sell wire rope clips the hard 
way? 


Make your working time more 
productive by selling the clip 
that has been recognized as the 
standard of wire rope fasten- 
ing safety since 1883 .... 


EROSBY 
CLIP 


Those fifty-seven years of prov- 
ed dependability are backed 
by these strong selling helps: 


® Advertising in the national 
construction and industrial 
magazines. 

® Incessant direct mail pres- 
sure. 

® Liberal sales assistance to 
distributors in the form of 
imprinted literature, etc. 

® Striking display pieces for 
use in the distributor's sales- 
room. 


AMERICAN HOIST 
& DERRICK CO. § 


cmicaco ST. PAUL, MINN. wew york 


AMERICAN TERRY DERRICK CC 


SOUTH KEGRWY WG 
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A BALL BEARING AND 


PILLOW BLOCK 


S wc’ 


..AS YOU i idal) IT (for today’s industrial uses) 
..AS YOU WANT IT 


(in completeness, in quality, in availability) 


i AHLBERG BEARING Co 


Near Yous |S AN AHLBERG 


FACTORY BRANCH COMPLETELY 
STOCKED AND HEADED BYA 
TRAINED BEARING 
SPECIALIST .... 


Completely stocked and 
equipped to help you sell, the 
Ahlberg Factory Branch near 
you can give you real service. 
It puts at your disposal a com- 
plete ball and roller bearing 
line, nationally known for 
quality, and the help of trained 
bearing specialists to meet the 
varied requirements of your 
customers. 

Ahlberg is the desirable line 
because of its completeness 
and convenience. Find out 
what it can do for you: write 
for complete Franchise details. 

FACTORY BRANCH STOCKS at 


Akron Detroit Philadelphia 
Atlanta Kansas City Phoenix 
Baltimore los Angeles Pittsburgh 
Boston Memphis Portland 
Buffalo Milwaukee Providence 
Chicago Minneapolis St. Louis 
Cincinnati New Orleans Son Francisco 
Cleveland New York Seottle 
Columbus Oakland Toledo 
Dallas Omcha Washington 
Denver 


This new 96-page Ahlberg 
Catalog is a valuable buy- 
ing and selling aid. It 
gives complete data on all 
types of ball bearings, 
roller bearings and ball 
bearing pillow blocks, — a 

valuable asset to all sup- 

ply dealers. Send for your 

copy. 


AHLBERG BEARING COMPANY 


Manuf 


ret 


srers 


f 


3026 West 47th Street - - - 


Lore = | 


Master Ball Bearings 


Chicago, Ill. 
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| Lloyd Lamm (left), district manager for 


Dodge Manufacturing Corp., enjoying din- 
ner with a group of H. Channon Co. boys 
at the Chicago Towers Club on the evening 
of February 25. At conclusion of dinner, 
Lloyd put on an interesting presentation of 
many new industrial applications for the 
Dodge line. J. C. Douglas, H. Channon 


| sales manager, was on hand to take charge 


| Worcester will take over the 


of meeting. 





Changes In Staff 
At Norton Co. 

A number of sales department 
changes are announced by the General 
Sales Manager of Norton Company, 
Worcester, Mass., as follows: 

R. O. Anderson, from district man- 
ager in Pittsburgh to Worcester where 
he will report directly to W. R. Moore, 
general sales manager; 

C. B. Price, from the Southeast sec- 
tion to district manager at Pittsburgh; 

Lorin W. Grubbs who has been as- 
sisting Mr. Price in the eastern part of 
his section will continue to serve that 
area and Zachary M. Almand from 
sales engineering department at 
western 
part of this territory; 

G. T. Taylor, from New York City 
area to the Chicago district; 

J. S. Anderson from Pittsburgh to 
New York; 

W. A. Russell, field engineer in Pitts- 


| burgh, will take over Mr. Anderson's 


Pittsburgh sales territory; 
J. L. Tobey of the sales engineering 
department at Worcester becomes field 
engineer at Pittsburgh; 
J. E. Strachan, Jr., recently field 
engineer in New England, has been 
assigned as a salesman in 


Ohio. 


southern 


Veteran Salesman Dies 


W. E. Francouer, outside salesman 
for Burhans & Black, Inc., supply house 
in Syracuse. N. Y., died on Jan. 19, 
after serving the company for 19 years. 








‘ 





~ 
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ee 
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E SUPPLIES 
Sales Methods 


POWER TRANSMISSION BRASS COPPER 
ROAD CONTRACTORS EQUIPMENT 
FACTORY SUPPLIES 
| “ad ) 3 MACHINE TOOLS 
by the entifas 
of the salégm 
ganization af@eeontrerast 
The Syracuse (N. Y.) Sup-*” { 
ply Co. 


ae 
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ARE YOUR CUSTOMERS 
SHORT ON SEMI-SKILLED HELP? 





For high speed assembly of touchy jobs, Millers 
Falls No. 50 Screw Driver is the ideal tool. 
Lightweight, fast, versatile—it’s equally efh- 
cient whether hung by the bail on a suspension 
spring, clamped in a bench stand with foot 
treadle, or fixed to a gooseneck stand. 


SENSITIVE AUTOMATIC CLUTCH 


Prime feature of No. 50 is its “Adjustomatic’’ 
Clutch 


sensitive, so perfected that even inexperienced 


exclusive Millers Falls development so 


operators work rapidly, setting up screws exactly 
to the pre-selected tension——without delays, 
without marring the work. Cleverly designed 
(Rapid Re- 


switch control minimizes fatigue. 
versing Switch optional. ) 


SPECIFICATIONS: No. 50 


123 


Weight 


machine 


i} lbs 


overall; drives #12 


SCTEWS, 
#10 14” wood screws; speeds 8, 12, 20, 30 
hundred r p-m.; amps., full doad, 1.2; Universal 


AC or DC motor, 25 to 60% cycle. 


No. 51—with side handle and locking trigger 
switch; 5 Ibs 


No. 52 


switch : i} lbs. 


streamlined for close quarters; toggle 


ONE OF 
OF FINE 


A BROAD LINE 
ELECTRIC TOOLS 


Get Details of the Millers Falls Franchise 











Millers Falls 
Electric Screw 
Driver No. 50 








a 
MILLERS FALLS 
COMPANY 


GREENFIELD, MASSACHUSETTS 


~ 
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J. M. White Named 
To Executive Post 





J. M. WHITE 


William Watson, vice-president and 
general works manager of the Allis- 
Chalmers Manufacturing Co.,  an- 
nounced today the appointment of 
James M. White as assistant general 
works manager. In Mr. Watson’s ab- 
sence, Mr. White will assume full 
authority over all manufacturing facil- 
ities of the company. 

The new assistant general works 
manager was formerly manager of the 
company’s LaPorte Works, a post he 
held for the past six years. During that 
time he worked closely with all other 
company plants on special jobs to 
which Mr. Watson assigned him. 

Mr. White was born in River Falls, 
Alabama, and was graduated from Ala- 
bama Polytechnical Institute with a 
degree in Mechanical Engineering. In 
1929 Mr. White joined Allis-Chalmers 
and entered it’s Graduate Student En- 
gineering Course, serving his appren- 
ticeship in the West Allis Works. On 
completing this course he worked in 
various departments of the shop and in 


the field. 


Promotion For Jones 
At Buffalo Bolt 


\. Maxwell Jones. formerly general 
sales manager of the Buffalo Bolt Co. 
elected vice-president — in 
charge of sales. 


has been 


Mr. Jones has been associated with 
Buffalo Bolt 1902. He has 
served in many different departments 
of the company, starting in the North 
Tonawanda plant, later going to the 


since 


salesman. 
From Chicago he went to St. Louis as 


Chicago office as a junior 


Mr. Jones returned 
to the main office as Assistant Sales 


district: manager. 


Manager in 1925. and was named gen- 
eral -ales manager in 1936. 
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INDUSTRY 


Come what may, the Fitler tradition to faithfully serve 
industry goes persistently forward. 


a 





But what good are traditions? Why is the Fitler back- 
ground of 137 years important? 


To some modernists these advantages may seem unim- 
pressive, but just ask a seasoned craftsman in any indus- 
try and you will find an overwhelming preference for the 
proven product with a reputation. 


Stock and sell the Fitler line—it not 
only gives a lift to industry, but will 
keep your sales profits on the up. 


Look for the Blue and Yellow Colored Yarn 
Reg. Trademark No. 245091 U. S. Pat. Office 


THE EDWIN _H. FITLER CO. 


Manufacturers of Quality Rope for Over a Century—Established 1804 
MAIN OFFICE, PHILADELPHIA, PA. 


New York Chicago St. Louis Los Angeles San Francisco Portland 
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* Pressure Tested 
Top Nut and Base! 


* Neoprene High Pres- 
sure Packing Seals! 


* Minimum Closed 
Height—Maximum 
Lift! 


* Each Jack is Shop 
Tested to50Z Over- 
load! 






Simplex Lever and Screw Jacks have led the field since 
1899—now Simplex Heavy Duty Hydraulic Jacks have 
been added to the nation’s No. 1 Line of Jacks. 


Made in 5 sizes—3, 5, 8, 12 and 20-ton capacities—they 
feature speedy operation, ruggedness and the greater 
safety for which Simplex Jacks are well known. 


(> 
j 


There’s a market waiting and the Simplex name 
assures immediate acceptance. Send for a quantity 
of Bulletin H.D.-41 — put our new counter-window 


@ display to work for you. 


Better, Safer Jacks Since 1899 
dependable and efficient Templeton, Kenly & Co. 
Lever Type for toe and cap lifting. Chicago 


Hydraulic for easier cap lifting. 





Screw Jacks for economy. 





Every mechanic, tool maker and repairman is a prospect for one of these powerful, 
speedy, precision grinders. Hundreds of grinding, polishing, sanding and other opera- 
tions are made easy with Duro Grinders. 

The Streamline develops 17 watts output—The Heavy Duty develops over 40 watts 
—Both units run at approximately 24,000 RPM. This provides adequate Power and 
Speed to handle the most difficult operations. 


e This Kit sets a new standard of 

* : 
enedlekel value for usefulness and genuine 
| economy. It features the famous 


Heavy Duty Grinder in combination with a 
most useful selection of accessories packed 
in a heavy gauge steel case, Increase your 
profits this season by selling this fast moving 
line of grinders. 


DURO METAL 
PRODUCTS CO. 
2649 N.KILDARE AVE., 
OEPT.MS-<-! ,CHICAGO,ILL. 


88 MILL SUPPLIES © APRIL; 1941 








New Industrial Department 
For Johns-Manville 





T. J. ROBERTS 


A new industrial department office 
has been established by Johns-Manville 
to facilitate service to the South’s rap- 
idly growing industry, according to an 
announcement by Lewis H. Brown, 
J-M president, on March 3. The new 
district, with headquarters at Atlanta, 
Ga., will serve the states of Georgia, 
Tennessee, North Carolina, South 
Carolina, Florida, Alabama, and 
Mississippi. 

This district is headed by Thomas J. 
Roberts. A graduate of Cornell Uni- 
versity. Mr. Roberts has been with the 
power products and industrial depart- 
ment of Johns-Manville since 1925. 


Dean Rollans Appointed 
General Sales Manager 


The Wickwire Spencer Steel Co. and 
its subsidiary, the American Wire 
Fabrics Corp., announce the appoint- 
ment of Dean Rollans as general sales 
manager. Mr. Rollans assumes all 
responsibilities previously carried by 
Mr. A. G. Bussmann who has resigned 
because of ill health. 

Born in Fayetteville, Arkansas, in 
1899, Mr. Rollans received his formal 
education at the University of Arkansas 
at Fayetteville. Shortly thereafter, he 
accepted a position with the Interna- 
tional Supply Co. of Tulsa, as assistant 
credit manager, which position he filled 
for eight years until he transferred 
directly to the Wickwire Spencer Steel 
Co. 

With Wickwire Spencer for a total 
of thirteen years, Mr. Rollans has con- 
stantly extended his activities to many 
phases of the company’s management 
and has been throughout these years 
an inereasingly vital force in the 
determination of company policy. 
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When your customers need 
Bronze Globe and Angle Valves 





Some Kennedy 


Types of 
Bronze Globe and 
Angle Valves 





Standard Globe and Angle Valves 
Bronze Disc 





Spring-Loaded 150-Ib. Angle Valve 
Globe Valve Ren. Comp. Disc 





125-ib, Globe Valve 300-Ib. Globe Valve 
Regrinding Disc Plug-type Disc 


ib 


200-ib, Globe Valve 300-ib. Globe Valve 
Regrinding Disc Fullway Disc 




















.... you will find the right type 


in the new Kennedy Catalog 


Whether the call is for bronze, re- 
newable-composition, regrinu:ng, full- 
way or plug-type disc; screwed or 
union bonnet; low, standard or higher 
pressures . . . you can quickly locate 
all desired information in the new 
Kennedy Catalog, because its 5 in- 
dexes, large illustrations, convenient 
arrangement of data, and complete- 
ness of material set this catalog in a 
class by itself. 

The large Kennedy line of bronze 
and iron-body gate, globe, angle and 


The Kennedy Valve Mfg. Co. 


check valves, bronze and malleable- 
iron screwed fittings, and cast iron 
flanged fittings and flanges, enable 
you to meet any standard requirement; 
and the sturdy, long-wearing Kennedy 
designs assure lasting satisfaction and 
repeat orders. 

If you do not have a copy of the 
240-page Kennedy Catalog, be sure 
to write today—it will show you why 
so many distributors find Kennedy a 
profitable line to handle. 


Elmira, N. Y. 





Send the 
coupon — Nem 
for : Position 

YOUr COPY = é company 


H Address 





H The Kennedy Valve Mfg. Co., 1810 E. Water St., Elmira, N. Y. ; 


3 Please send copy of your new 240-page catalog 
: 








KENNEDY 
évira Values in VALVES and PIPE FIT T INGS 
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The new catalogs being issued by supply houses on the Pacific 
Coast reflect the industrial development of that im portant territory 
and its cooperation with the National Defense Program. 


When Man Hours Become Limited 


Here are some of the lifts that a new catalog, 
offers vou. It will: 
1. Add to the effective working time of your salesmen. 


2. Enable your inside force to handle business more easily by 
bringing orders in terms of your own stock. 


3. Help your customers to “wait on themselves” by phone 
and mail for everyday needs. 


4. Reduce the cost of handling small orders. 


5. Plow back some of today’s profits into untaxable future 
sales aid. 


R. R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET CHICAGO, ILLINOIS 
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Jim Navratil, head stockman for Crerar, 
Adams & Co., Chicago, stages a "Banjo" 
solo. Anything with a handle on it in the 
Crerar, Adams warehouse is called a banjo 
by Jim. 


Alarm Catches Burglar at 
Cleveland Tool & Supply 


\ 28-year-old man who “forgot about 
burglar alarms” was captured by police 
one night last month on the second floor 
of the Cleveland Tool & Supply Co. 
The police, who were summoned by an 
\.D.T. alarm set off when a store room 
door was opened, found him hiding be- 
hind cases of tools ready for shipment. 
The prisoner, who said he came from 
Chicago, admitted breaking into a sec- 
ond-floor window from a fire escape. 


Offices Being Dressed up 
By Hardware & Supply 


Entire service floor of the Hardware 
& Supply Co., Akron distributor, are 
being redecorated, reports P. T. Dem- 
ming, manager of supply sales. Com- 
plete redecoration of the general offices 
and accounting department and _in- 
stallation of an acoustical ceiling were 
completed last month. 


Here's the Supplies To 
Sell a New Sawmill 


Those who sell the sawmills regu- 
larly realize that the impact of the 
national defense program is being felt 
in the lumber industry, as in others, 
and won't be surprised to learn that 
$3,281.70 worth of mill supplies were 
sold by the Cunningham Machinery 
Corp.. Shreveport (La.) distributor, to 
a new Texas sawmill. Here’s the bill 
of goods (salesman: H. C. Bell; cus- 
tomer: San Augustine Mfg. Co., San 
Augustine, Texas) 

Fight 2i3-in. Dodge-Timken “Double 
Interlock” bearings for lineshafts. 

Four 2‘s-in. Dodge “DH” ball bear- 
ings for idlers. 

















OFFERS A NEW PROFIT TO YOU 



















The new Lamson Lock Nut keeps assemblies tight 
which are subject to severe vibration or shock. 
Locking crown grips bolt thread like a vise. One- 
piece design. Can be used repeatedly. 





The Weather-tight Bolt is for wood construction. 
Head of this bolt sets flush with surface of wood 
without counter-boring. Prevents moisture seepage 
beneath head and from nut end as well. Tapered 
splined shanks prevent turning when nut is applied. 


@ Perhaps you never heard of them before, but here are four 
specialties among bolt and nut products made by Lamson & 
Sessions which you can sell—a new source of profit you 
never had before. One of them is the Lamson Lock Nut— 
another the Dardelet Rivet bolt, both of them for steel con- 
struction and assemblies. Then there is the Lamson Weather- 
tight bolt for wood, and the Lamson Speedmerchant — the 
latter a merchandising unit that enables you to keep the 


Dardelet Rivet Bolts supplant rivets in structural 
steel assemblies. Bolt and nut have patented 
Dardelet Thread Lock. Nut spins on and locks when 
tightened. No forge or compréssed air necessary— 
just a maul and a wrench needed for application. 


BOLTS-NUTS 


LAMSON 
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$26.30 Net, to Dealer 


(slightly more west of Denver) 


“S5-and-10" sales for yourse:f! All Lamson products ihat you 
can sell—all of them widely used in industry and their prac- 
tical value long since established. You can have confidence 
that these Lamson specialties are just as well made as any 
backed by 75 years of 
bolt-making experience. Ask for samples and prices. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 
Plants at Cleveland and Kent, Ohio; 


other standard Lamson product — 








Chicago and Birmingham 





Pe ee SESSIONS 
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They're asking for 





STEEL SHOP EQUIPMENT 


® Rapid plant expansion everywhere demands durable, 
streamlined equipment quickly and economically. It’s 
with the “Hallowell” Line—complete, long-established, 
proven in service—that you can fill the bill pronto. 


Here are some of the famous “Hallowell” items by which 
you and your customers can profit: 








Pat'd. and Pat's. Pend'g. 
Fig. 732 
Drawer is extra. 


WORK-BENCHES that stand up for years 
without splintering, shrinking, becoming oil 
soaked or wobbly. Steel leg construction 
that makes fastening to the floor unnecessary 
. Saves time, makes moving easier. Every Fig. 981 
concern is a prospect for benches with these 7 


“Hallowell” advantages .. . investigate now! FOREMAN’S DESK. Every fore- 

man, timekeeper or clerk can use 
one of these. Keeps papers and 
records under lock and key, is 
convenient to work at, can be 
located anywhere. A popular item. 





Fig. 936 
Pat'd. and 
Pat's. Pending 


TOPS are available of steel, 
laminated wood as shown above, 
Masonite or linoleum. 





Fig. 705 
Fig. 1748 






TOOL STANDS are rolled easily 
right to the machine, keep tools 
safe, neat and in order at all times. 
Every machine operator wants one 


STOOLS AND CHAIRS insure 
work-producing comfort, are 


Fig. 992 of welded steel construction 


Drawer is extra. to provide years of wobble- 

’ free service A profitable 
THIS portable model is a par- and inexpensive way to in- 
ticularly lively seller because it crease efficiency. 


goes right to the job, saves steps, 
time and money 


for 








rite for 
LITERATURE _STANDARD PRESSED STEEL Co 


JENMIATOWR, PERRE Box sig 
DEALERS’ 


— tsacnns— 


PROPOSITION BOSTON + DETROIT + INDIANAPOLIS + CHICAGO - ST. LOUIS > SAN FRANCISCO 


92 








MILL SUPPLIES © APRIL, 1941! 





Merwin Elected President 
Of Chain Belt Co. 





J. C. MERWIN 


J. C. Merwin, vice-president of the 
Chain Belt Co. since 1924, and treas- 
urer since 1929, was elected president 
at the annual meeting in Milwaukee 
on February 26. He succeeds C. R. 
Messinger who died on February 4. 
G. M. Dyke, assistant treasurer, was 
named treasurer, and H. F. Kessler. 
also an assistant treasurer, was elected 
controller. Walter Kasten, Milwaukee 
banker, was named a director to fill 
the Messinger vacancy. 


Blackmer Pump Appoints 
District Representatives 


\ppointment of W. E. Burke of Bos- 
ton 2s New England representative for 
the Blackmer rotary pumps has just 
been announced by J. B. Trotman. gen- 
eral manager of the company in Grand 
Rapids. Simultaneously, Mr. Trotman 
named H. D. McClintock of Erie, Pa., 
as representative in eleven counties of 
Northwest Pennsylvania, and W. R. 
Barrington in the Cleveland territory. 

Mr. Burke was for many years dis- 
trict manager for Goulds Pumps and 
more recently acted as New England 
representative for the Turbine Pump 
Division of Roots-Connersville Blower 
Corp. Mr. McClintock was formerly 
manager of the Coblentz Equipment 
Co. of Erie. while Mr. Barrington 
was associated with Power Plant Supply 
Co. and has been selling pumps in the 
Cleveland area for more than 30 years. 


J. C. Fleming Dies, Head of 
Detroit Hoist & Machine 

Josiah C. Fleming. president of the 
Detroit Hoist & Machine Co., passed 
away suddenly on Feb. 28. 
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for your 


STRAIGHT 
LADDERS 





DAYTON UNIVERSAL SAFETY SHOES ARE EASILY INSTALLED —n your present straight ladders 


—a guarantee of additional safety. This Dayton Universal Safety Ladder Shoe prevents slipping, so 
often the cause of ladder accidents. Your choice of renewable treads including Rubber Suction Grip 
Treads, Neoprene Suction Grip Treads, or Suberac Cork Treads. Shoe is instantly converted by a 
flip of the hand or foot for either inside use of treads or outdoor use of tempered steel spike toe. 


Lock nuts and spring washers insure holding and proper adjustment. 


use 
DAYTON SAFETY LADDERS Write Today 
Everywhere Dayton Safety Ladders are for Prices and Catalog 


eliminating expensive delays caused by 
the hazards of ordinary ladders. Men 
work faster, with more confidence on 
the broad, firm platforms of Daytons. 
Platforms allow ample room for tools 
and supplies. Rigid steel supports, tested 
airplane spruce give the Dayton Safety 
Ladder great strength, stability, and ex- 
treme lightness of weight. Standard 
Rubber Safety Shoes at no extra cost. 



















DAYTON 
Safety Ladder 


Co 


121-123 W. Third St. 
Cincinnati 


Ohio 
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MAGNOLIA ¢, 
ANTI-FRICTION “9° 
METAL 


No. 2 
ADAMANT 
SUPER-GENUINE 
BABBITT 


No. 3 
MAGNOLIA 
ISOTROPIC 


DIE-CAST BRONZE 
a MACHINED » 


A Profitable 
Bearing Line! 








Mill supply dealers find, in the 
complete Magnol’a Line, a satis- 
factory bearing metal for every 
bearing sales problem. 

Carry all three Magnolia Bear- 
ing products. Their performance is 
highly efficient; repeat business is 
the order of the day; and a satis- 
factory dealer profit is assured. 

Full dealer cooperation, sales 
help, advertising, a definite supply 
dealer policy. 


MAGNOLIA METAL COMPANY 
120 Bayway, Elizabeth, N. J. 






San Francisco, Calif. 
Fort Worth, Texas 
Montreal, Can. 


* Ore 


MAGNOLIA 


METALS | 
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Jenkins Valves Take to the Road in New Movie, 
“Fluid Highway Control” 


Starting with its first showing in 
Philadelphia, Jenkins Bros.’ 
motion picture on valves has gone 
on a nation-wide tour to industrial 
distributors’ salesmen and their cus- 


second 


tomers. Purpose of the new movie is 
to show “where to use different types 
of valves.” This follows logically the 
company’s first movie, which was a step- 
by-step dramatization of the manufac- 
ture of Jenkin’s valves. 

Premier showing was held the night 
of March 3 in the Manufacturers and 
Bankers Club in Philadelphia. There, 
despite the worst snow storm of the 
season, a houseful of plant men and 
distributors’ salesmen appeared to hear 
the 32-minute talking movie, and ask 
questions later at the valve clinic con- 
ducted by Fred C. Ernst, the company’s 
chief engineer. With the serving of a 
buffet supper and the awarding of the 
standard door prize (an RCA “Per- 
sonal Radio”) and nine additional 
prizes (contributed by distributors) to 
holders of lucky tickets drawn from a 
hat, the evening came to an end, The 
second showing in Philadelphia drew 
an even larger attendance. 

In advance of each showing, a_per- 
sonal letter is sent to a selected list of 
architects, 
writers, purchasing agents. and con- 


engineers, specifications 


tractors. inviting them to the show. 


and enclosing a numbered ticket and 
stamped return postcard. C. C. Cham- 
berlain. Jenkins’ publicity manager, 
says responses on these cards average 
between 65 and 70 per cent, and most 
of them attend. 

Exhibition of this picture (accom- 
panied by the Clinic) is functioning on 
a schedule worked out with as much 
care as any movie producer ever gave 
to his most “super-colossal epic.” Dur- 
ing March, showings were held with 
distributors in Philadelphia; Camden, 
N. J.; Reading and Allentown, Pa.; 
Norfolk, Richmond, Waynesboro and 
Charleston, W. Va.: Cincinnati. Day- 
ton, Springfield and Columbus, Ohio. 

April showings include Canton, 
Akron, Cleveland and Youngstown, 
Ohio; Pittsburgh. Altoona, York and 
Lancaster, Pa.. and Baltimore. Md. 
Between then and Decoration Day. there 
will be showings in Niagara. Buffalo, 
Rochester, Syracuse. Utica, Albany 
and Troy, N. Y. Also in Patterson, Jer- 
sey City, Newark, Trenton and Perth 
Amboy. N. J. And in New Haven. 
Bridgeport, Waterbury and Hartford, 
Conn.: Springfield, Worcester, Fitch- 
burg. Boston, and Peabody. Mass.; 
Manchester. N. H.; Portland, Me.. and 
Providence, R. I. Having by then cov- 
ered the East, “Fluid Highway Con- 
trol” moves on West and later South. 





After the sound movie, "Fluid Highway Control,’ Fred C. Ernst, Jenkins’ chief engineer, 
conducts a velve clinic like this one in Philadelphia. 
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00 KEYS profitable 


Bolt-and-Nut Business 


Mare than 3500 different headed and threaded 
products are included in Bethlehem’s complete 
bolt and nut line. Dealers carrying this line find 
it both profitable and convenient in that prac- 
tically every type and size of fastening can be 
obtained from one dependable source. 

These products are 100 per cent Bethlehem 
from start to finish. The steel is made in Bethle- 
hem mills. It is shipped to the bolt and nut plant 
in the form of billets or coiled rods, as required. 
Every rolling, cutting and metallurgical process 
is rigidly controlled. Every bolt and nut re- 


ceives the benefit of careful inspection in all 
stages of manufacture. The finished items are 
packed and stored in Bethlehem’s 18,000 ton 
bolt and nut warehouse awaiting final shipment. 

The skill and experience that go into the mak- 
ing of Bethlehem Bolts and Nuts are typical of 
the manufacture of all Bethlehem steel products. 
This company produces virtually every form 
and type of steel used today—furnishes mill 
supply dealers with steel sheets, steel pipe, wire 
rope, merchant bars, nails as well as bolts and 


nuts. 
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CVA 
O TICE 


for More Tool Mileage 


@ There is a sort of fourth 
dimension in the production 
of pliers and wrenches. It is 
a combination of lasting ma- 
terials — special Alloy Steel— 
with. pean: eect 
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STEEL WRENCH 


No. 91 
Chrome Plated 





| Crawford, Edward Valve 
| President, Passes Away 








W. W. CRAWFORD 


William W. Crawford, president of 


| the Edward Valve & Mie. Co. Inc. 


East Chicago, Ind., died in Miami 
Beach, Fla., February 19, 1941. He 
was born in Washington, Conn., in 
1882 and attended Beloit and Oberlin 
Colleges. Started business career as 
newspaper man in El Paso, Texas, 
Edward Valve & Mfg. Co., Inc. since 
1923, and a member of the American 
Society of Mechanical Engineers, West- 
ern Society of Engineers, American 
Society for Testing Materials, Ameri- 
can Society for Metals, American 
Chemical Society, Society of Automo- 
tive Engineers, American Society of 
Naval Engineers, and Chemical Indus- 
try (British). 


Burhans & Black of Syracuse 


| Now Out of Receivership 


Burhans & Black, large wholesale 


| hardware house with an industrial sup- 
| ply department, of Syracuse, N. Y., 


has discharged all obligations of its 
receivership. The company went into 


| receivership (77B) in April, 1935. 


The following officers were elected 
when the receivership was dismissed: 
George Haight, president; Keith Dris- 
coll, vice president; E. A. Damon, 
treasurer, and Gordon Costello, secre- 
tary. C. G. Ralph is general manager. 


| Directors include Mr. Haight. Mz. Dris- 


coll, Mr. Costello, Leopold Joh. Law- 
rence Sovik, Paul Kelly. E. C. Kruger, 
and Frank Leisch. 

The company is concentrating on its 
wholesale hardware and industrial sup- 
plies business. having given up all 
retail hardware operations. It covers 
30 counties in upper New York state. 
with 12 outside salesmen. four of which 
handle industrial accounts exclusively. 



































WHAT IS PROFILE SAW? 


Narrow band saw used on machines for 
cutting irregular shapes, including dies, 
jigs, fixtures, parts, etc., in any material 
from tool steel to plastics. It is made in 
several sizes (:s” is narrowest), tooth 
pitches and sets, and tempers for all 
classes of work. It is handled in boxed 
coils of 100 feet, which is the unit of sale. 


HOW IS IT USED? 


The user snips off a length of Profile Saw 
from the coil, reeves it through the ma- 
chine (and through a hole drilled in the 
work if an internal cut is to be made). 
The saw is then welded into an endless 
band right on the machine by means of 
an electric welding jig. Typical machines 
are DoAll, Thiel, Oliver, Tannewitz, Grob, 
etc. But any metal-cutting band saw can 
be instantly converted to a Profile sawing 


_ machine by using a simple welding jig of 


which there are thousands in use. 


WHO USES IT? 


Today every progressive metal shop uses 
Profile Saw. Annual consumption runs to 
scores of millions of feet. Its use is expand- 
ing tremendously, induced by the spec- 
tacular cost-saving it makes possible, not 
only in die work but in manufacturing 
and maintenance. 


WHO MAKES MOST OF IT? 


The Henry G. Thompson & Son Co., 
who originated the narrow metal-cutting 
band saw, is today the world’s largest 
maker of it, with the most experience, 
the most know-how. 


HOW DISTRIBUTED? 


For years Milford Profile Saw was sold 
largely under the private brands of 
machine manufacturers, but today, with 
consumers everywhere, Milford Profile 
Saw is being marketed broadly and di 
rectly through the Mill Supply Distribu- 
tor. 


IS THERE A PROFIT IN IT? 


The Mill Supply Distributor will profit 
greatly selling Milford Profile Saw by the 
steady repeat business in large volume. 
There is a huge market to be tapped 
that vast army of metal-shops humming 
with National Defense orders, which have 
known this identical product only under 
private brand names. Now they will get 
their Milford Profile Saw from the Mill 
Supply Distributor because it’s the easiest, 
quickest way to get it. 









% Write at once for 
the complete story. 


THE HENRY G. THOMPSON 
& SON COMPANY 


New Haven, Conn. 
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REZISTOR HACK SAW BLADES y 


M ILFORD PROFILE SAW 
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@ Your customers’ chief objective today 
is O-U-T-P-U-T. They want any product that will aid 
production but they want it N-O-W. Here is your 
opportunity to make yourself “solid” with old cus- 
tomers, get business from plants you have never 
sold before, and pile up a big reserve of good-will 
by pushing Lyon Equipment. 

Help your customers save storage space, speed 
up handling of parts in work and protect valuable 
tools with the Lyon Line of equipment. A few typi- 
cal items are shown here. And every item in this 
line is carried in stock for quick delivery. Put your 
selling effort back of this line. Cash in on the im- 
mediate volume, repeat business and lasting good- 
will that Lyon equipment and Lyon prompt ship- 


ments assure. (Patent No. 2-202-427) 
LYON METAL PRODUCTS, INCORPORATED - 


General Offices: 5304 Madison Avenue, Aurora, Illinois 
Branches and Distributors in All Principal Cities 


ASSEMBLER’S 
BENCH BIN 
(Patent Applied For) 





BENCHES LI-FLAT CABINET 
CABINETS BAR RACKS 


LYON METAL PRODUCTS, INCORPORATED, Aurore Ilhoous 
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Geare Joins 
Thermoid Co. 





R. E. S. GEARE 


R. E. Spencer Geare. M. E.. is now 
connected with Thermoid Rubber Di- 
vision of Thermoid Company. Trenton, 
N. J.. according to an announcement 
made by F. E. Schluter, president. 

Mr. Geare is well-known throughout 
the industry as an authority on V-belts, 
V-belt drives and power transmission, 
and has specialized in that field for 
the last ten years. During the past 
twenty-five years he has held, sales and 
engineering executive positions with 
several well-known companies. 


A. L. Black Dies, Head of 
Coffeyville Supply Co. 


Arthur L. Black, president of the 
Coffeyville Mill Supply Co., Coffeyville, 
Kansas, died at his home on March 18 
after an illness of two years. His con- 
dition has been critical for a week at 
the time of his death. 

Mr. Black had been connected with 
the house for 25 years, and president 
of it for the past 20 years. He had 
been active in oil and gas development 
in the territory around Coffeyville. and 
for several years was associated in the 
Kedge Oil and Gas Company. He is 
survived by his wife and two daughters. 


Three Promotions by 
Laminated Shim Co. 


E. B. Nisbet, formerly purchasing 
agent and treasurer of the Laminated 
Shim Co.. Ine.. Glenbrook, Conn.. has 
been named executive vice president of 
the company. At the same time, E. R. 
Young. factory manager, steps into 
greater responsibilities as vice presi- 
dent in charge of production. and Rich- 
ard Seipt, sales manager. becomes vice 
president in charge of sales. Appoint- 
ments were announced after a Board 
of Directors’ meeting. 
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Over 100 types 
each in all sizes: 


Drop Forged Carbon Wrenches. 
Finished in black baked enamel 
with heads ground bright and 


marked for size. 


ARMSTRONG-Vanadium Drop 
Forged Chrome-Vanadium Steel 
longer, lighter, thinner, stronger, 
Chrome Plated with heads buffed 


bright, 26 types, all sizes. 


Detachable Socket Wrenches. 
Chrome Vanadium with drop- 


forged Ratchets. 


Hollow Screw Wrenches. De- 


tachable Head sets. 


Box Socret Wrenches. Chrome 
Vanadium from smallest to larg- 


est. 


ANG TD 








Uf 


iS. pi 


ARMSTRONG WRENCHES are preferred — by 
YP quality tool buyers because in every way they are the 

finest wrenches obtainable—are not only stronger, 
more accurately machined and more finely finished, but in each 
size and type have that carefully worked out, fine tool balance 
and handiness that distinguishes ARMSTRONG Tools. Designed 
and manufactured with a full knowledge of wrench requirements 
—drop forged from special analysis steels, with accurately 
machined openings, each is heat treated to the requisite properties 
of stiffness and tensile strength. After finishing they are rigidly 
inspected for each must come up to the ARMSTRONG standard, 
or be destroyed, for to bear the ARMSTRONG Mark, each wrench 


must be faultless. 


Tool users have learned that the “ARMSTRONG” with the “Arm- 
and-Hammer” Mark guarantees tool sense and tool 


quality. It is to your credit to carry these better 





wrenches. Write for Catalog. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People" 
305 N. Francisco St. Chicago, U.S. A. 


Eastern Warehouse & Sales: 199 Lafayette St., New York 
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HEALD PRECISION Borinc MACHINES” 





Structural Rigidity 


by means of 


—— ALLEN 
PRECISION HOLLOW SCREWS 


HEALD Precision Boring Machines meet the challenge of pres- 
ent necessities for speed-with-precision operation. In such 
highly developed and hard-driven machines, you look for and 
find ALLEN Hollow Screws locking together the units and parts 
with almost the rigidity of a weld! 


In hard-to-hold assemblies and set-ups, design engineers for 30 
years have commissioned ALLENS to stand the assaults of vibra- 
tion and extra strains. Through their never-failing support to 
the machine-builder, ALLENS are standard in a multitude of 
machines noted for the accuracy of their work, their pace- making 
production and DEPENDABILITY under “torced draft.” 


This standard-equipment business is our DIs- 
TRIBUTORS’ business. Including even the largest 
commitments, a// orders for ALLENS are billed 
through the Distributor. If you’re not among 
the Mill Supply Houses profiting by this policy, 


write us about avatlable Allen Franchises. 





THE ALLEN MANUFACTURING COMPANY 
HARTFORD, . , , . CONNECTICUT, U.S.A. 
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New Purchasing Agent at 
Oil Well Supply Co. 


Ernest W. Horst, assistant to the 
vice president of the Midwest division 
of the Oil Well Supply Co., has been 
appointed manager of purchases and 
materials for the company. His head- 
quarters will be in Dallas, where he 
will have charge of the purchasing, 
materials, pricing and traffic depart- 
ments. 


To Cut Red-Hot Steel At 
Chicago P.A.'s Show 


United States Steel subsidiaries will 
present a new type of exhibit at the 
Inform-a-Show to be held in the Ste- 
vens hotel, Chicago, May 26-29, in con- 
nection with the 1941 convention of 
the National Association of Purchasing 
Agents. 

One of the most colorful sights of 
the steel industry, a hot saw cutting 
red hot sections of steel pipe, will be 
featured in this exhibit. An operating 
model will show the red hot steel ad- 
vance under the saw on a runout table 
and be cut in a shower of sparks. Shown 
for the first time as an exhibit, this 
operation is expected to prove unusually 
interesting. Supplementing this demon- 
stration will be an operating diorama 
illustrating the ingot-stripping opera- 
tion, another of the interesting scenes 
in the steel industry. 


New Plant Taken Over 
By Boice Crane Co. 


A three-story building at 930 W. Cen- 
tral Ave., Toledo, has been purchased 
by The Boice Crane Co. and equipped 
for the manufacture of the company’s 
line of light machine tools. The build- 
ing. which is of modern daylight con- 
struction, adjoins the Michigan Central 
railroad tracks. It has two and a half 
times the space available in the two 
plants which the company has now 
vacated in Toledo and Adrian (Mich.). 
Three working shifts are now in opera- 
tion to supply the heavy demands of 
defense industries. 


























Yelaing YOUR BUSIEST CUSTOMER 























@ American Machinist, handbook of produc- 
tion executives, is now publishing in every 
issue a special 12- to 24-page section devoted 
to armament production. Latest is the 5-part 
series on tooling present equipment for 
making high-explosive shell. Most compre- 
hensive data of the type ever printed, the 
series will save weeks and even months of 


t preparation time for many plants—your cus- 










an MACHINGSTY 












f T-UPS FOR nme _— cir It has already drawn 
i undreds of favorable comments—so man 
H-EXPLOSIVE SHELLS-11 ll. s+ Gan 2 ts Valea vei te a eee, Oe 
By BEN C BROSHEER HF this is only one element of the 64-year con- 
State tinuing service which has built for American 
Machinist the largest paid circulation in 
Metal-Working. It can be a great selling 
aid for you—if the manufacturers you repre- 
sent advertise consistently there. 
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AMERICAN MACHINIST 


Read fortnightly by over 90% of the buying authority of the metal-working industry —your largest customer. 
Present paid circulation over 20,000, largest by several thousands of any metal-working publication. 


330 WEST FORTY-SECOND ST... NEW YORK, N.Y. e A McGRAW-HILL PUBLICATION 





SHARP AND STRONG AS THE TEETH OF A WOLF 


HERE IS WHAT HAPPENS 
WHEN YOU SELL THEM— 


Cut for cut, blade for blade, for service 
and satisfaction, ““LENOX’’ Hacksaws in 
“HIGH SPEED”, ““MO-SPEED” molyb- 
denum, ““‘TUNGSTEN”’, or “SUPER- 
FLEX” more than hold their own on any 
job, any time, any place. 

This is what your trade desires and re- 
ceives from “LENOX”, 

ALL LENOX BLADES are packed in 
strong attractive PLAID BOXES, easily 
seen and remembered. 


We will do our best on deliveries but 
urge your ordering as far in advance as 
possible. Stocking Distributors Pro- 
tected. 


AMERICAN SAW & MFG. CO., SPRINGFIELD, MASS. 





"The Blade in the Plaid Box.” 
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In Marshfield, Ore., 80 per cent of the 
staff of A. B. Daly & Co. steps out for a 
breath of fresh air. Left to right: Jerome 
Hansen, truck driver; Wayne P. Chaney, 
office manager; Harvey Vaughan, purchas- 
ing agent, and H. J. Vaughan, president. 
Layton K. Nosler, salesman, was out calling 
on the heavy loggers which comprise a 
large portion of the company's market for 
industrial supplies. 


British Defense Methods 
On Safety Program 

Safety engineering techniques, per- 
fected in bomb-shattered England and 
adapted to the American national de- 
fense program, will headline the ses- 
sions devoted to the heavy metal indus- 
tries, construction and manufacturing, 
at the Twelfth Annual Safety Conven- 
tion and Exposition in New York's 
Hotel Pennsylvania, April 22-25. Spon- 
sored by the Greater New York Safety 
Council, the convention has for its cen- 
tral theme, “Safety-Defense-Liberty.” 

“A New Hazard From The Sky” is 
the title of one paper reporting on tested 
methods of minimizing casualties and 
property damage in plants and build- 
ings should enemy planes attempt 
bomb-dropping flights to the Western 
hemisphere. “Everyone in England is a 
Firefighter” is the title of another re- 
port on British methods. It will be de- 
livered by one of the members of the 
New York Fire Department who spent 
some time in London, observing fire 
fighting technique and methods of re- 
ducing damage from incendiary bomb 
raids. 

The convention discussions will be the 
first public reports on some of the Brit- 
ish defense methods and recommenda- 
tions for American revision will be 
based on studies by military men and 
safety experts here and in England. 


Spends Week at Paasche 


H. F. Killinger of the Manufacturers 
Sales Co., St. Louis distributor, has 
just finished a week’s training at the 
Chicago plant of the Paasche Airbrush 
Co., gaining specialized instruction on 
the complete air equipment line. 











mess ROEBLING A. 
count heavily 


IN ROPE SERVICE 







When you buy Roebling “Blue Center” 
Steel Wire Rope you don’t get merely a 
good rope. You get the finest wire rope 
that money can buy—a rope that, if used 
on all your rope-rigged equipment, will 
assure you of utmost over-all rope safety 
and minimum general-average rope op- 
erating cost. 


Why? Because of the “4” Roebling Ad- 
vantages listed above — 100 years of 
“Know How” plus everything that mod- 
ern science, equipment, and organization 
can contribute. 


Ask the nearest Roebling office or dis- 
tributor for further information. 














ROEBLING 
‘Clue Center” 














5S 
4 f Unusual Organization—one of coun- a4 Metallurgical Improvements — A 
j try’s most complete and experienced 3 ¥ y constant program of wire rope 
ra wire rope organizations. 4 research is carried on in the Roeb- 
. N ling Research Laboratory. One of 
J country’s finest and most com- 
Tower of Torture—An example of ] '\) \ pletely equipped research units. 


Roebling’s exceptional facilities is this 
giant Riehle—one of the largest pre- 
“™ cision testing machines in the world. 4 


100 Years Experience—America’s first wire rope 
was made by John A. Roebling over 100 years ago! 











JOHN A. ROEBLING'S SONS COMPANY NEW JERSEY 


Branches in Principal Cities Export Division: 19 Rector St., New York, N.Y., U.S.A Cable Addr ‘Roebling’s’’, New York 
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THE WRIGHT WAY 


. ° a 


PRODUCTION 





WRIGHT HOISTS are engineered for fast, 
high speed work. Their action is smooth 
and positive—because of the many me- 


T chanical advantages incorporated in design. 
1GH They are safe and economical. 
wB Fortunately, we are well qualified to give 
you specialized engineering service. Let us 
oS! tell you of some of the individual hoisting 
S, problems we have studied and solved, then 
Hight designed and built hoists to fit. 
7S And in everything we design, safety is 
o1S an in-built feature. The load chain has a 
a TONS safety factor of 7 to 1. It is made of a spe- 
rs) 50 cial process steel which permits the chain 
V4 T to elongate (under overload) 3” to the foot 
before breaking. A similar visual factor of 
safety is inherent in the bottom hook which will slowly open to indi- 
cate overload beyond the elastic limit of the chain. 
WRIGHT TROLLEYS are made to give the same fast, economical, 
safe service as Wright Hoists. Write for your copy of the new Wright 
Catalog and learn the 21 points of WRIGHT superiority. 


Let Wright engineer your hoisting and crane problems. Work 


through the Wright distributor in your city. You'll find him 
listed in the classified telephone book. 


(ep 


WRIGHT MANUFACTURING DIVISION ~ 


YORK * PENNSYLVANIA 


AMERICAN CHAIN & CABLE 


-COMPANY, Inc. 
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Knapp Show Features 
Industrial Movie 


Because of the “pressure of popular 
demand” on the part of the citizens of 
Muncie, Ind. and plant men from the 
surrounding territory, Knapp Supply 
Co. held its ninth annual show on 
March 10, 11 and 12. Attendance fell 
slightly below last year’s record 4,000 
turnout but this was attributed to two 
days of bad weather plus overtime 
activity in local plants. Some 45 manu- 
facturers exhibited at the show and 54 
factory men were on hand to cooperate 
with the Knapp salesmen in demon- 
strating equipment. 

W. E. Price, Knapp president, said 
that plans for this year’s show had not 
been made until well after January 1. 
He and other company officials felt that 
pressure of overtime work in many 
plants would dampen enthusiasm of 
chief engineers, purchasing agents, 
maintenance engineers, and shop fore- 
men for a 40 or 50 mile drive after 
hours. and had decided to skip 1941. 
But they soon changed that idea after 
inquiries began pouring in from all 
directions wanting to know the show 
date. Salesmen in the field even be- 
came a little embarrassed after ques- 
tion was repeated on two or three calls. 
T. J. Williams, manager of the mill 
supply department, added that the 
Knapp show had become such an im- 
portant, local yearly event that even the 
general public, always invited on open- 
ing night, began making numerous in- 
quiries by phone and letter. 

The date was finally set and an- 
nouncements mailed to all plants three 
weeks in advance. Tickets of admission 
were given by salesmen to purchasing 
agents and plant superintendents for 
distribution among their personnel. A 
general newspaper announcement was 
made in the local press inviting the gen- 
eral public to opening night. Buffet 
lunch and supper was served to all 


guests during the three days of the 
show and an industrial talkie movie 
was run off twice daily. 





W. E. "Bill Price (left), Knapp president, 
stops to check with Mike Fried (Ridge Tool 
Co.) on number of inquiries received dur- 
ing evening. 
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W. C. Hand (right), Knapp treasurer, takes 
a hand in showing two plant men the ex- 


hibits. 





Two engineers, from a Hartford City glass 
plant, corner R. H. Hoffmeister (center) of 
Henry Disston & Sons for a little extra in- 
formation. 





Two Knapp salesmen, Wilbur Price and 
Hugh Current (right), seem to be on the 
loose for the moment. 


Czechoslovakian Speaks 
Before New York P.T.C. 


Oscar Teethof, formerly chairman of 
the Committee of National Economics 
of Czechoslovakia and a manufacturer 
of belting materials in that country. 
told members of the New York Chapter 
of the Power Transmission Council 
about industrial conditions in Europe. 
March 7. at the chapter's regular 
monthly meeting. 





_ WHAT A BILL OF GOODS 


YOU CAN SELL AND DELIVER 


from the 


AIRPAINTING 
EQUIPMENT 
LINE 





CHECK THIS LIST OF 
SALES POSSIBILITIES— 
FOR QUICK DELIVERY— 
iN PRACTICALLY ALL 
MARKETS 


Airbrushes 

Airregulators and Water, Oil, and 
Dirt Separators 

Aircompressor Units 

Automatic Airpainting Units 

Material Circulating Systems 

Oiling Guns 














Flocking Units 


Portable Airpainting 
Units 


Stripers 


Ventilating Units for vapors 
and dust 


Water Wash Booths 
Respirators 

Water Moistening Guns 
Material Containers 

Sprayers 

Dusters 

Turntables and Handling Devices 
Electrically-Heated Airbrushes 
Lights for Booths 

Valves (air and fluid) 

Hose Couplings 








As you see, the PAASCHE line of Airpainting Equipment 
gives you an unusual line-up of products that are particularly 
important to industry—products that are in demand—prod- 
ucts that are getting the call because of the quality that 
assures dependable performance, long-time service, and low 
cost. The large PAASCHE line designed to give the user 
the most benefits, gives you types to meet every demand. 


Find out how the PAASCHE organization cooperates with 
you—get our catalog—ask about the protective PAASCHE 


distributor policy. 
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. . « FILLS EVERY ONE 
OF YOUR CUSTOMER’S 
REQUIREMENTS, NO 
MATTER HOW TOUGH 
THEY ARE! 


U-W Wire Rope, from the smallest 
cords to large diameter, heavy duty 
ropes, offers a sound basis upon 
which to build all-around Wire Rope 
sales. 

Every job... no matter how tough 
e - can be efficiently handled with 
a U-W Wire Rope. Made in all stand- 
ard grades and constructions ° 
an individual rope for every purpose. 
And for the very toughest jobs .. . 
U-W “LAY-RITE” PREformed gives the 
utmost in economy and service — 
it also is made in all grades and con- 
struc‘ions. 


U-W MANILA ROPE 


Another U-W Quality Product 





. ++ «+ GIVES SATISFACTORY 
PERFORMANCE UNDER THE 
MOST TRYING CONDITIONS 


Made of carefully selected hemp, to fit 
each individual use. All U-W Pure 
Manila Rope exceeds Government 
strength requirements. Made in two 
grades ... all diameters. 


* 


DO YOU HAVE A COPY OF OUR NEW 
CATALOG NO. 40? WRITE FOR IT 
TODAY! 
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Texas Distributor 
Increasing Stocks 


A. E. Cudlipp, manager of the Mill 
Supply Department of the Lufkin Foun- 
dry & Machinery Co., Lufkin, Texas, 
says that stocks of many items of me- 
chanical equipment must be built up 
to take care of the steadily intensifying 
demand of defense industries. 

With Texas as one of the key strategic 
areas in the national defense program, 
the ability to deliver service is a patri- 
otic duty, according to Mr. Cudlipp. 
and it must be a service not alone of 
deliveries, but of products that will de- 
liver more, not less, service; that will 
stand up to the overload and speed-up 
requirements of manufacturing and 
productive enterprises working directly 
or indirectly on defense. 

In line with this policy, not only 
have stocks been increased, but addi- 
tional 
ticularly to meet the performance re- 


lines have been selected par- 
quirements for intensified production. 
Included in the new 
like Condor “Compensated” 
and Homo-Flex air hose. 
“Our Company.” says Mr. Cudlipp. 
“is taking a leaf from the service arms 
in two important directions. It is select- 
ing the fittest products and then build- 
ing up reserves for quick movement to 
the industrial fronts. This involves siz- 


lines are items 
bolting 


able investments on the company’s part. 
but is in keeping with our policy of 
forty-one years.” 

This distributor also furnishes con- 
siderable equipment for the South- 
land Mills, first newsprint mill in the 
South, now supplying paper to many 
Texas newspapers. 


Minder Chain Opens 
Portland Office 


J. W. Minder of the J. W. 


Chain & Gear Co.. Los 


Minder 
Angeles. an- 
neunces the opening of a new office in 
Portland, Ore., at 411-17 S. W. First 
Ave. It will be under the management 
of E. A. Minder. who has had ten 
years of experience in the home office. 
The Portland office has taken over the 
Dodge complete line of power trans- 
mission equipment, 
by the H. W. 
and William 


merly 


formerly handled 
Stan Wagner 
Baushard, salesmen for- 
with Sharp. are now with the 
Minder organization. 

In addition to the Dodge line. Port- 
land will carry malleable chain of the 
Moline Malleable Iron Co.. including 
special chain adapted to the lumber 
industry; Union Chain & Mfg. Co.'s 
line of steel roller and 


Sharp Co. 


engineering 
stock of roller 
chain sprockets and gears of Minder’s 
own manufacture. 


class chains: also a 
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UPSON— 


WALTON 


, Tackle , 
Blocks 


i 


.. . QUALITY PRODUCTS 
THAT BUILD USER 
PREFERENCE THROUGH 
SUPERIOR PERFORMANCE 


Make tackle blocks a major profit 
item in your sales—sell U-W exclu- 
sively. Their sounder construction, 
better materials, longer service life 
and versatility of application make 
them "sure-fire repeaters when your 
customer buys again. A complete 
line assures you of being able to 
meet every requirement. They come 
in all sizes, for both manila and wire 


rope. 


.. . U-W 
HARDWARE 
MADE FOR STRENGTH— 
SOLD FOR SERVICE 


A complete line of U-W_ industrial 
hardware —turnbuckles, rope clips, 
thimbles, etc.—are items you can easily 
sell in conjunction with U-W wire 
rope and tackle blocks. They're 
strong, serviceable, and bring hand- 
some profits. 
* 


COPY OF OUR NEW CATALOG NO. 40 
SHOULD BE IN YOUR HANDS. WRITE 
FOR IT TODAY. 


























y 
UM 


Four 2y%-in. Dodge common _ flat 
boxes for lineshaft. 

Twenty-five 11i-in. Dodge common 
flat boxes for green chain and dipping 
vat shafts. 

Twelve lve-in. Dodge 
bearings for dead rolls. 

Three 118-in. Dodge post bearings 
for end of green chain. 

Twelve 1t%-in. and eight 218 
split steel set collars. 

Two 28x8-in., one 58x10, one 36x6. 
one 32x12. and two 8x8 Dodge steel 
split pulleys. 


“DH” ball 


Dodge 


One weight type Inferno water 
gauge set. 
Two No, 352 Jenkins 2-in. check 


valves. 
Four No. 801 


lobe valves. 


2-in. Jenkins 250-lb. 

One 2-in. Jenkins “Y" blow-off valve. 

Two 2-in, “FF” Penberthy injectors. 

No. 1010 asheroft 0-300 gauge. 

680 ft. Rex H-60 riveted chain. 27 
14-tooth No. 57 sprockets, 

1000-Ib. Mexico “Hilo-set.” eighteen 
6x54-in. grate bars. 

100 ft. (s-in. 6x19 Hazard wire rope. 
Fight 5x-in. Upson-Walton turnbuckles. 

26x15-in. solid web mandrel pulley: 
16x15. 16x13 and 16xl11-in. solid web 
cast iron Dodge idler pulleys. 

One No. 212 and one No. 200 Arm- 
strong steam trap. 

Three 1l-pint Swift sight feed lubri- 
cators, 

Four 60-ft. Hoe 6-7 gauge 90-tooth 
solid tooth rip saws. six 18-in. solid 
tooth edger saws. Style D No. 3 cir- 
cular saw swage. 

One gallon “Beltraction” belt dress- 
ing. 

One back Graton & Knight indian 
tanned lace leather. 

Two 50-ft. sections Goodyear Style 
“M” fire hose. 

10-in. 10-cord 
endless edger drive belt. 14-in. 6-ply 


Goodyear Compass 
Goodyear Thor endless saw drive belt. 
12-in. 5-ply Goodyear Thor endless belt 
for driving back end of mill. 50 ft. 8-in. 
5-ply Thor for mule drive, 125-ft.. 6-in. 
1-ply Goodyear 5-R raw edge. and 26 ft. 
tein. 4-ply 5-R. 


Lincoln Appoints Sales Engineer 
At San Francisco Branch Office 
C. M. 


Lincoln 


Taylor. vice-president of the 
Electric Co., 
nounced the appointment of Stewart J. 


Cleveland, an- 


Hieronymus as sales engineer with its 
San Francisco office. 
pointment. Mr. Hieronymus was con- 


Prior to his ap- 


nected with Cutler-Hammer, Inc. for 
twelve years. He will be associated 
with L.. P. Henderson. San Francisco 
office manager, C. E. McClure and 


W. F. Fischer in his new work. 


So | 


WHAT YOU CAN LEARN 


from a 


a SOUTH POLE EXPEDITION 


Ls bok ~ 


@ Polar Explorers cannot take 
chances with Rope of uncertain 
quality. That’s why five Byrd 
Expeditions have depended en- 
tirely on Plymouth Manila Rope. 

Just so, Industrial Users of 
Rope carefully check the per- 
formance of rope in the service 
of Industry. They analyze ten- 
sile strength, flexibility, lubrica- 
tion, the safety factor—and the 
vearly rope costs. That’s why 
Plymouth is so largely used by 
Industrial concerns. 

Plymouth Rope Engineers 
carefully control their whole 
rope-making process from selec- 
tion and grading of fiber to the 
final “laying” of the strands into 
the finished rope. This precise 
manufacturing control, and the 
Plymouth method of continu- 
ous, rigid inspection, account 
for the high degree of perfection 
and uniformity that has long 







@ A near-calamity occurred during Admiral 
Byrd’s first Antarctic trip to discover Little 
America. Part of a huge glacier, rising 150 
feet above sea level, chipped off and 
crashed, smack on the quarter-deck of one 
of Byrd’s two ships, “The Bolling.” The ship 
heeled over and all thought it was going to 
sink. The only thing that prevented her 
from sinking was the holding strength of 
Plymouth Manila Rope which moored “The 
Bolling” on one side to the Great Glacier 
and on the other side to Byrd's ship, “The 
City of New York.” 





Taken from Plymouth 
Advertising Campaign in TIME Magazine. 


distinguished Plymouth Manila 
Rope. 

Specialized ropes have been 
developed by Plymouth for 
practically every special re- 
quirement of Industry. Our 
Technical Staff will gladly co- 
operate with you in supplying 
the most efficient types of rope, 
designed to suit your individual 
needs. 

Plymouth Distributors have the 
advantages of selling the coun- 
try’s leading rope, of forceful 
merchandising assistance, and a 
strong advertising cam- 
paign direct to Indus- 
trial Rope Users. Write 
for full particulars. 


PLYMOUTH CORDAGE COMPANY 
North Plymouth, Massachusetts, 
and Welland, Canada 


Division Offices: 
New York, Chicago and San Francisco 





Warehouse Stocks 
New York, Boston. Baltimore, Philade Iphia 


Cleveland, Chicago, Houston, San Francisco 


PLYMOUTH 


ROPE FOR 


INDUSTRY 
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- VISIBILITY! 







PHOTO COURTESY AMERICAN AIRLINES, INC. 


STANLEY 
WP Fwup-uTe” 
LP Eye Shield 


= 30% More Visibility! 
/Only $6.00 Complete! 
Bulbs Included! 


There’s a real sales opportunity in the new 





FEATURES: 


* Large 6” x 4” window Stanley “Flud-Lite” Eye Shield! It's priced right! 

of safety glass. And with heavy work schedules, plus an influx of 
untrained men, industry needs safety devices more 

* Easily applied to any 6” than ever. 

to 10° grinder — just drill Fully adjustable, so it lights the work and guards 

and tap two holes in guard. the eyes whether the operator is sitting or stand- 

* Adjustable for height ing; easy to mount on any grinder; priced at only 


$6.00 complete with 2 long-life frosted bulbs. 

Stanley “Flud-Lite” Eye Shields are typical of the 
45 angle when operator | complete line of Stanley Electric Tools, that helps 
| you sell more tools to more people for more jobs. 
@ Qubber mountion of Stanley Electric Tool Division, The Stanley Works, 
146 Elm Street, New Britain, Connecticut. 





and from horizontal to 


is seated. 


glass and lights eliminates 


vibration. * We Are Represented By Selected Distributors * 





* Cannot be moved to 


non-guarding position 


a | STANLEY 


MARK 














Electric Tools 
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| When Grant H. Piggott, president of the 


J. T. Wing & Co., Detroit, is out of town, 
H. A. Wentworth (above), secretary-treas- 
urer, becomes official keeper of the Irish 
Shillalah—a four-foot knarly, knotted tree 
limb with a knob as big as a young cabbage 
on one end. This delightful plaything, gift 
of a local admirer for reasons unknown, is 
to date unmarred from use and stands 
temptingly in one corner of the office. 


April Is Designated As 
Perfect Shipping Month 

April has been designated “Perfect 
Shipping Month” by the shippers of the 
United States. This unique campaign, 
designed to lessen the economic waste 
involved in damage to goods and mer- 
chandise in transit, is being sponsored 
by the thirteen Shippers Advisory 
Boards of the country. In this endeavor, 
the shipper groups will have the active 
assistance of the Association of Ameri- 
can Railroads. Railway Express Agency 
and other transportation mediums. 

Object of the drive is to center the 
attention of the shipping public upon 
present methods of preparing goods for 
shipment. By study and further ex- 
perimentation, the shippers boards be- 
lieve that the causes of damage. due to 
inadequate containers, faulty “interior 
pack” or unscientific methods of load- 
ing, can be eliminated by substituting 
improved designs of packing boxes and 
more careful stowing and handling 
practices. 


McCulloch Now Heads Up 
Dehler Bros., Louisville 


C. Clarke McCulloch, for many years 
secretary-treasurer of Dehler Bros. Co., 
distributors in Louisville. Ky.. was 
elected president at a recent meeting 
of the board of directors. Mr. Me- 
Culloch succeeds the late W. P. Dehler 
and has the distinction of being the 
second head of the company since its 
organization back in 1892. He also 
retains the post of treasurer. Other 
officers elected at the meeting are: 
L. B. Dehler. vice-president-secretary ; 
Margaret Masters. assistant-secretary; 
and John L. Williams. Jr.. auditor. 





Seated 
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Ducommun To Open New 
Addition in June 


Ducommun Metals and Supply Co. 
will open a new metals warehouse in 
49th and Alameda St. in Los Angeles 
in June. The new building will house 
the sales rooms and stock department 
on the first floor (area: 86.400 sq. ft.). 
and the general offices on the second 
floor (area 34.560 sq. ft.). The entire 
plant. including the metals warehouse. 
storage yard. and parking space. will 


(SELL THE - 
EQUIPMENT 
THEY aeed 
TO MEET 
INCREASED 








* a 
cover an area of eleven acres. nearly %. 
seven acres of which will be under one PRODUCTION + 
roof. is 
- @ Industry is on the march! And with the extensive speed-up in business, 
American Mfg. Co. Wins He ; manufacturers are on the lookout for ways and means to quicken produc- 
Safety Awdrd ng tion. Sell A-S-E Shop Equipment—it has what it takes to meet manufac- 
ot turers’ demands and build profits for you. This strong, broad line has 
First award in the Textile Division been catalogued and sold by mill supply distributors for years. In selling 
of the 16th State-Wide Accident Pre- ‘ it, you are assured of super-quality, a complete line, good profits 
vention Campaign. conducted by the <g cconsmsical peices and cwong selling alte. 
Associated Industries of New York Write today for full details and prices. Ask for the FREE catalog, ™ 
State. wass won" by American Mfg. Co.. containing all the facts on this profitable equipment. And remember, | 
Brooklyn, N. Y., rope and cordage os your sales efforts are backed up with a powerful national advertising 
manufacturer. o campaign. You get the added benefits of cut and copy service, aggressive en 
The ecxmueie’s Wecckive mill ager: selling helps and A-S-E-conducted meetings among your own men, The Y 
ated 359.785 eileen Stee iien 1 coupon will bring you all the facts—no obligation. et! 


; and Dec. 31. 1940. without a single lost- 


time accident. A bronze plaque was SOME A-S-E PRODUCTS IN CONSTANT DEMAND 


presented to the company at a recent 





association dinner at the Hotel Astor. A-S-E STACKING BOXES are made in any A-S-E BENCH DRAWERS are built for hard 
f New York Citv size to hold small parts shop use . . . provide com- 
; oe with convenience and safety. plete protection to contents 
Corners cannot open up + « « Casy to attach under 
5 ks cannot telescope or existing benches. 
unstack from vibration. 


Burns Bros. Sets up sei aie mt A-S-E HANDY-MAN TOOL HANDLER can be 
New Offices °S- -UNITS save time in aeons y moved quickly along assembly 
as parts are always accessible . . . line or from job to in. A great 
open bin front permits “‘pour- time-saver ! 

ing’ of small parts from Stack- 

Units, thus saving handling time. 

Positive stacking. 


New offices and showrooms have re- 
cently been occupied by Burns Bros.. 
; Syracuse distributor. At the same time. 
the company announces that one of 
their salesmen, Fred Chadwick. has left A-S-E STORAGE CABINETS have the rigid, 


A-S-E DRILL AND REAMER CABINETS are 


built to withstand hard use .. . 





s . . sturdy construction necessary to afford clean and safe protection 
to go with Manning. Maxwell & Moore. stand up under shop jolts and to small tools. aioe nae coal 
banging Styles, sizes and in adjustable. ; 
terior arrangements to meet every 
requirement 
A-S-E TAPER PANS are convenient contain- SOS COGHENS se seintecend wheswes 
ers for small machined parts ae. oe Sasaew 


wear might occur 
providing extra years of 
trouble-free service . . 
a type, size and = ar- 
rangement to meet all 
industrial requirements. 


° easy to tote away when 
filled . . . nest perfectly when 
empty. 


( 


A-S-E TOOL BOXES save time of main 
tenance mechanics oe Dre- 
vent loss of valuable tools 

built to withstand 


hard wear and tear. MAIL THE COUPON “#25 
eed 


ALL-STEEL-EQUIP COMPANY |= 


INCORPORATED 








203 Cleveland Avenue . Aurora, Illinois 





ALL-STEEL-EQUIP COMPANY, INCORPORATED 
204 Cleveland Avenue, Aurora, Ill 





( ) Please send me the illustrated folder, showing how A-S-E Shop Equipment can solve 
our small-parts handling and storing problems. 


f What is claimed to be the largest circular : ( ) Mail me all the facts on A-S-E Modern Lockers for industry. ; 

metal-cutting saw ever made is shown above 3 
in the Disston plant, ready for shipment to 3 Name : 
| the Consolidated Machine Tool Corp. in : ; 
; Rochester. The saw—of the cold cut-off, == : 
i inserted tooth type—weighs 3,800 Ibs. and : : 
is 120 in. in diameter. Each tooth weighs : : 
| 2 Ibs. : City State : 
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AwoBesr-SEiers 


Cll Dut 


WITH EASY WEARING COMFORT 


THE 


DUSTFOE 


RESPIRATOR 


This modern dust respirator ‘sells on sight’’ 

extremely compact; light in weight; alumi- 
num body with sponge-rubber face cushion; 
equipped with the new M.S.A. “All Dust’ 
filter which protects against all silicosis- 
producing toxic and nuisance dusts. The 
Dustfoe Respirator features completely re- 
placeable and interchangeable parts, is easy 
to clean and keep clean, and comfortable to 
wear throughout the longest shift. Approved" 


THE 


Comfo 
RESPIRATOR 


A standout favorite for those who demand 
efficient dust protection with foolproof dura- 
bility. Twin-filter type, with snug-fitting, flex- 
ible all-rubber facepiece, this is a respirator 
that can “take it.’’ Supplied with the new 
“All Dust’’ replaceable filters for all-around 
dust protection, or Metal Fume filters where 
fumes from molten metals are a_ hazard. 
Approved 





*Every MSA. dust reSpirator carries the ap 
proval of the U. S. Bureau of Mines, official 
approving agency for respiratory equipment 
Be sure your customers’ best interests are pro 
tected. Sell only approved dust respirators 





MINE SAFETY APPLIANCES CO. 
BRADDOCK, THOMAS AND MEADE STREETS 


PITTSBURGH, PA. 


District Representatives in Principal Cities 
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| How a Defense Plant Gets 


Into Production 


The tribulations of a defense plant 
in getting into production on rearma- 
ment goods was vividly described by 
James S. Knowlton, president of the 
Stewart-Warner Corp. at a National 
Defense dinner held March 17 under 
the auspices of the Army Ordnance 
(Association and the Illinois Manufac- 
turers’ Association. Said Mr. Knowlton: 

It was a year ago when we first bid 
on ordnance contracts. Back in that 
time—which is a long time in experi- 
ence, but chronologically just a brief 
span of months—there were lots of 
people bidding. Our bids, based upon 
our costs (and we had no illusions 
about costs), placed us so far down 
the line that we knew that either we 
were incompetent or that many of our 
competitors at that time did not realize 
what they were biting off. 

We were determined, however, to get 
into this work. Finally we threw our 
cost estimates under the table and made 
prices which would give us a couple 
of jobs. Once we had bitten off a chunk 
of this business we had no option but 
to go ahead and chew it. The best and 
heartiest of our organization turned 
themselves to this task. 

We had troubles—plenty of them. 
Troubles with tools; troubles with ma- 
terials. The Government inspectors and 
our own inspectors did not always see 
eye to eye on tolerances and limits, and 
there was many a time when it looked 
as though nothing was going right 
that we did not belong in the picture 


at all. We made more scrap than we did | 


parts. 

Factory officers worked long hours 
without seeming to accomplish — re- 
sults. Accountants brought in figures 
that made our blood run cold. Penalty 
dates loomed before us and there were 
ordnance parts scattered) over every 
department in our factory. 

By sheer strength and awkwardness 
we began to produce laboriously, but 
in sufficient time to meet our delivery 
dates. 

Then one day my telephone rang 
and the commanding officer of Picatinny 
Arsenal was on the other end of the 
line. When | heard who it was I ex- 
pected him to tell us that we were a 
complete failure. Much to my surprise. 
he told me that he had been authorized 
to negotiate a contract for a million 
and a half of a certain type of fuze, 
and he wanted to negotiate with us be- 
cause we were one of the few contrac- 
tors who were coming through on 
schedule whose products were up to 
specification. I was afraid to have him 
come to Chicago for fear he would see 
what a mess we were in. 

We went to Picatinny and we closed 
the order. Then we knew that we had 
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Darnell 


DOUBLE 
BALL-BEARING 


Casters 


Nearly 4000 models 
from which your 
customer can select 
the exact type for 
his particular needs. 


Darnell Corp. Ltd. 


LONG BEACH, CALIFORNIA 
36 N. CLINTON ST., CHICAGO 
24 E. 22nd ST., NEW YORK CITY 
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successfully negotiated the first 


in the solution of our problem of 


step 
“what 
we were going to do when we could not 
do what we were doing now.” 

On the laid our plans 
for setting up the departments which 
would be able to produce these items 
for our new customer as efficiently and 
as well as our old departments pro- 
duced for our old customers. 

We planned for the 


the necessary 


way home we 


acquisition of 
machinery; for a sepa- 
rate layout which would bring all this 
work together. which would only be 
justified by our acquiring a reasonable 
amount of business. 

As I have said. we produced our first 
order on time. It was hard work. We 
lost money. We expected to. 

We got out our second order on time. 
The strain was less. 

Slowly our new plan layout began to 
take shape. There was less 
around looking for pieces and parts. 

Day after day. month after 
more of our new 


running 


month, 
took its 
operation 


equipment 
place in the line and the 
smoothed out. 

By and large. the year 1940 was one 
of preparation. We 


were learning how 


to do our work; learning in the old 
hard way. 
As I have watched our factory man- 


agement, and the keymen with their 
organization, working without reference 


to hours, without thinking of them- 
selves, working to lick this job step by 
step; when I think of these 
what they 


hope of 


men and 
given, not for any 
praise, but from the 
of duty to their job and their 
country, I can’t help but feel that down 
deep AMERICA is all right. The 
AMERICAN machinist is a great guy. 

And as the year passed, it 
soling to find out that 


have 
simple 
sense 


was con- 
just as we had 
plenty of troubles which we did not 
anticipate, have 
troubles that we did ex- 


just so we did not 
some of the 
pect. 

We had been fearful of our new cus- 
tomer: fearful of the red tape that we 
Ordnance De- 
delays; of 
prints; fearful of having 
political inspectors who did not know 
a micrometer from 


expected to find in the 
partment: of frequent 


changes in 


a foot rule. 

3ut instead of finding ourselves up 
against a lot of dilet- 
tantes, we dealing with 
what 


bureaucrats or 
found we 
knew 


were 
they 
Men 


who understood their problems and ours. 


men who exactly 


wanted and when they wanted it. 


and changes so 
infrequent as to be disregarded; their 
efficient 
that we quickly placed our own inspect- 
their direction. 

All in all—we ask for no better cus- 
deal than the 
Department of the United 


Their prints were good, 


inspectors so intelligent and 


ors under 


tomer with whom to 
Ordnance 


States. 





GREATER PRODUCTION 


ACHIEVEMENT 


IN NATIONAL DEFENSE 


“CM” Materials Handling Equipment 










CHISHOLM-MOORE HOIST CORPORATION 


Electric Hoists © Hand Chain Hoists 
I-Beam Monorail Trolleys @¢ Hand 
Power and Electric Overhead Cranes 


Tuts new 1941 CM 
Catalog contains detailed information 
on the complete CM line of materials 
Fully illustrated 
it enables production and purchasing 


handling equipment. 


executives to quickly select the correct 
equipment for the job at hand. 
CM manufacturing and distribu- 


tion facilities assure dependable 
attention to delivery obligations. 


CHISHOLM-MOORE HOIST CORP. 


(Division of Columbus-McKinnon Chain Corp.) 
TONAWANDA, N.Y. 
Branch Offices: New York * Chicago « Cleveland 


SEND FOR YOUR 


FREE COPY 


120 Fremont Ave., Tonawanda, N. Y. 


Gentlemen: Please send us your new illustrated 1941 CM Catalog. 


Name 


Company 


Address 


City and State___ ts 
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THIS CM ADVERTISEMENT IS ONE OF A SERIES APPEARING IN LEADING INDUSTRIAL PUBLICATIONS 


Every month the important specifying and buying powers among TatelORsislel Me) X-1echilaleM-> <-14hiha-t Mele Molle Me lolol mil 


advantages of CM products—sales messages that smooth the way for profitable distributor sales. Mill supply dis- 



















tributors interested in tying up with an accepted and outstanding line are invited to write us for franchise details. 





Hl 





Distributors Praise Ad Series 
Sponsored by "Mill Supplies" 








Reg.U.S.Pat.Office 


= on -MAN SERVICE 


LOCKING 
NUT 





THE MAGAZINE FOR WWOUSTRIAL GISTRIBGTOMS sue Terie SeicSmEN 


MILL SUPPLIES 








Distributors approve heartily of the series 
of advertisements being published in behalf 
of their services in such consumer trade 


STANDARD PRESSED STEEL CO. 


JENHIATOWR, PEARNK Box 5i9 


papers as American Machinist 
ODay | | 
crtchace ne, ! Enthusiastic approval of the series of ; 
BOSTOR~ DETROIT - INDIANAPOLIS > CHICAGO + ST. LOUIS + SAR FRANCISCO advertisements sponsored by MILL Sup- 
PLIES and now running in American 
' 
' 
i 
t 








Vachinist, the leading publication of 
the metal-working industries, is evident 
from the following comments from dis- 
tributors: 
B. F. Gilmour Co., Inc. 
Brooklyn, eB 


= | : - 
for | , } tw) . Editor: 
: We have read your reprint from the 
American Machinist of Feb. 19. headed 
“To Give You Minute-Man Service.” 
and are curious as to whether or not 
this might be available to us. Are the 
reprints available in quantities? 
B. F. Gilmour 


schon 
you 
sell 
V Chandler-Boyd Co. 
fa Pittsburgh, Pa. 
Editor: 
% Low upkeep cost 


% Economical, efficient performance 
% Complete satisfaction in service 


1 was very much interested in the 
reprint of your advertisement entitled 
“To Give You Minute-Man Service.” 


More than 20 years of painstaking research and manufacture have produced Valley We = Cree on ” promotional 
Grinders, which are now accepted for their quality, accuracy, and performance through- a - the are time, the sub- 
out the world. Most large industrials know from experience what to expect from Valley yame of all mailings being the Present 
Grinders and satisfied customers are your best assurance of profitable repeat business. industrial distributor a This ad- 
Valley Grinders are powered by the famous Valley Ball Bearing Motors and protected vertisement fits right er with our Copy; 

by the Valley Guarantee. Specifications include heavy shafts, over- and we were wondering whether it 


size ball bearings, wide wheels, and adjustable tool rests. Sizes would ne — - — _ a 
from 1% h. p. Bench to 5 h. p. Pedestal models. ae a8 eee = ae ee Saeee oe 
one of our mailings. 


W. F. Vieh 
~ Valley Electric Corp. (Editor’s note: Mr. Widens pon 


2! | since ordered 1500 copies of the 
“a ‘ss’ 4221 FOREST PARK BLVD. e ST, LOUIS, MO. 


| reprint.) 
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PHILLIPS 


Recessed Screws 
with 


“YANKEE 


QUALITY 
SCREW DRIVERS 











— Two Styles — 

HEAVY DUTY 
and 

REGULAR 


HEAVY DUTY 
. 901-1 Point 
No. 902-2 Point 
No. 903=3 Point 
. 904-4 Point 


REGULAR 
No. 941-1 Point 
No. 942=2 Point 
No. 943=3 Point 
No. 944-4 Point 


“YAN K E E”’ 
PHILLIPS BITS 
for use in all 
“YANKEE” SPIRAL 
SCREW DRIVERS 


No. 1 POINT 


No. 2 POINT 


No. 3 POINT 
PHILLIPS LIC.3 Patent Nos. 2046837-2046840-2066372. 
‘Yankee” Phillips screw driver blades and 
bits are of special alloy steel; the best ob- 
tainable for the purpose. They are hardened 
and tempered to the proper degree for the 
driving of Phillips Screws, including the 
sheet-metal, self-tapping types of screws 
which are being used very extensively. 
Write us for further details. 
NORTH BROS. MFG. CO. 
Dept. ML Philadelphia, U.S.A. 


The Strong. Carlisle & Hammond Co. 
Cleveland, Ohio 
Editor: 

I am very much impressed with the 
ad shown on the reprint from American 
Machinist, giving the story of the service 
of the Industrial Supply Distributor. ] 
am sure that distributors will 
appreciate this as we do. Keep up the 
good work. 


most 


E. E. Stvan 
Manager, Supply Department 


Cutter, Wood & Sanderson Co. 
Cambridge. Mass. 
Editor: 

Please be advised that we consider 
this an excellent piece of advertising, 
and we feel quite sure that it will be of 
material benefit to distributors all over 
the country. Thank you. 

W.T. Ryan 


President 


The Hardware & Supply Co. 
Akron, Ohio 
Editor: 
As a distributor of industrial 
plies, permit us to express our sincere 


sup- 


appreciation of your promotional cam- 
paign in American Machinist. 
indeed grateful to you. 

H. H. Kuhn 


President 


The Riechman-Crosby Co. 
Memphis. Tenn. 
Editor: 

We have read with a great deal of 
interest letter of March 3. and 
you are to be complimented on your 
plan in behalf of distributors. We 
should all be very proud to be identi- 


your 


fied with a publication like Mitt Sup- 
plies. and I can assure you that our 


company and sales force appreciate the 
service and help we receive. We are 
also passing this information on to our 
salesmen. 

Richard Alcott 


General Manager 


Color Movies to Train 
Lathe Operators 


Burton Films. Ine.. of Chi- 
cago. has started production of the first 
in a series of sound and color motion 
pictures for the Gisholt Machine Co., 
Madison. Wis. The films will be used to 
train turret lathe operators for the na- 
tional The 16mm. 
Kodachrome picture will be made in a 
special studio built at the Gisholt plant. 
In addition to producing the picture, 
the Holmes organization will distribute 
it for the company. 


Holmes 


defense program. 
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We are 


B SPEED 






-- 


re mr 


‘ 


UP 


WITH y 


YANKEE 
SPIRALS 


Because they increase 
output, save time and 
labor, “Yankee” 
Spiral Screw Drivers 
will help you speed 
production. 


Available with“quick- t! 
return” spring that 
automatically keeps 
bit in position while 
bringing handle back 
for next stroke. Also 
made without spring. 
All have right-hand, 
left-hand ratchet and 
rigid adjustments. j 





Light, standard and \ 
heavy patterns. Sizes, 

from 12%" to 28" with 
spindle extended. 
Exposed metal parts \ 
chromium plated. \ 
Sell “Yankee” 
Spirals, Vises, Drills 
...and satisfy your 
customers. 


“YANKEE TOOLS =| 


make better mechanics \ 


No. 131A 
“Yankee’ 
with Quick- 

Return 
Spring. 


’ 


Three sizes 
tested 
“YANKEE’’ 
bits with 
each driver 


| 
| 
dom 


NORTH BROS. MFG. CO. 


PHILADELPHIA, U.S.A. 
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HARNISCHFEGER calls 
to help 


P&H Has Used 

Full Schedules In 

Factory Since 
1935 


G. C. Spratt, Manager 
“Zip-Lift" Hoist Division, 
Harnischfeger 
Corporation 


\7HE KIND OF HOIST YOU Wayy 
ler THE PRICE YOU WANT 70 Pay 
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Harnischfeger Corporation Advertising 
Prepared by The Buchen Company 
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FACTORY a “must” 


distributors sell new Hoist 


“During 1941, P&H is carrying a full schedule of 
advertising in FACTORY,” writes G. C. Spratt, 
Manager of Harnischfeger Corporation’s “Zip-Lift” 
Hoist Division. “This is a particularly important 
year for us because we are introducing our new 
P&H “Zip-Lift” Electric Wire Rope Hoist with full 
magnetic push-button control . . . We have also 
established a new policy of distribution for this new 
line: ultimately “Zip-Lift’ Hoists will be sold 
entirely through Mill Supply Houses.” 


“FACTORY has been selected as a 
*must’ because we are convinced it pro- 
vides broad horizontal coverage of all 
types of industrial plants and carries the 
"Zip-Lift" sales message to prospective 
buyers everywhere throughout a widely 
diversified field of industries." 


In concluding the letter on the opposite page, 
Mr. Spratt says: “The splendid editorial job 
FACTORY has done over a period of years has 


built up excellent ‘readership’ reputation among 


the men responsible for the selection and purchase 


FACTORY 


MANAGEMENT ond MAINTENANCE 


A McGRAW-HILL PUBLICATION 
330 West 42nd Street, New York, N. Y. 





MANUFACTURERS’ ADVERTISING 


IN FACTORY HELPS YOU 
SELL TO INDUSTRY 


of new industrial equipment. In telling these men 
the facts about P&H “Zip-Lift” hoists through 
your publication, we know we are giving our dis- 


tributors real sales assistance .. .” 


More than 420 manufacturers advertise regularly 
in FACTORY because they know it reaches indus- 
try’s most influential buying group . . . plant 
operating men with management, production, and 
maintenance responsibilities in all manufacturing 


industries. 


In fact, more plant operating men pay to read 
FACTORY than any other business paper serving 
the broad industrial field . . . both men who can 
be seen by salesmen and many who cannot be 


seen, yet wield an important influence on buying. 


If you have not had an opportunity to examine 
a recent issue of FACTORY, we shall be glad to 
send you a copy, with our compliments, so that 
you can see for yourself why its editorial and adver- 
tising pages are so interesting to your customers 


and prospects. 
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NO SELLING problem 


with these important safety tools 


Chicago Rawhide Hammers and Mallets sell and 
stay sold, because there is no tool made that will 
do a better job of striking hard blows on surfaces 
that must not be marred or damaged when being 
struck. Genuine Java Water Buffalo hide, treated 
and compressed into striking heads is unequalled 
for the purpose. 


Chicago Rawhide Mallets sell because they are 
a necessity in the foundry, in sheet metal, elec- 
trical and many other industries where speed 
and production with safety, even in unskilled 
hands is required. 


Chicago Rawhide Hammers have none of the 
faults of lead, rubber or wood. They are well 
balanced tools with indestructible malleable heads 
and replaceable Java Water Buffalo insert faces, 
are accurate, economical and definitely superior to 
similar tools which chip, split and “mushroom.” 


Send for circular and learn about these better 
hammers and mallets which have such wide sales 
possibilities in an ever-increasing market. 


CHICAGO RAWALAE MFG.CO. 


1290 ELSTON AVE- CHICAGO -U-S-A- 


A GREAT LINE 





me} 





PROFITABLE 


SELLING 











Whether you sell Morse roller and silent 
chains only, or whether you sell the com- 
plete Morse line, you'll discover that 
Morse is the name that opens up profit- 
able selling for you. For almost half a 
century, the Morse Chain Company has 
served Industry by building the finest 
power transmission products. Honest, 


MORSE CHAIN CO. 


Division Borg-Warner Corp. 


skillful craftsmanship, the most modern 
and finest materials, and advanced de- 
sign have won and strengthened the 
position of this company. 

Now, you can reap the benefits of this 
policy of outstanding service. Sell the 
Morse line of power transmission 
products. 


ITHACA, N. Y. 
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What might well be a professional job of 
showmanship is the new portable tool dis- 
play built by Wm. T. Johnston, Jr. (left) 
and Howard Johnston of the Wm. T. John- 


ston Co., Cincinnati distributor to 
their Black and Decker Jine effectively. 


show 


Allow for Belt Stretch 


“When taking measurements for a 
belt, always use a steel tape and meas- 
ure around the pulleys.” a recent issue 
of the P.T.C. Bulletin advises. “If neces- 
belt. 
deduct from the tape measurement six 
times the thickness of the belt.” 

“Leather belts, being elastic, will let 
out or stretch somewhat when put under 
tension and it is, 


sary to measure around the old 


therefore, necessary 
to allow for this elongation in cutting 
off the belt. The general practice with 
most belt users and manufacturers is 
to cut the belt 1x inch per foot short of 
the steel tape measurements. While this 
allowance is quite satisfactory for 
double belts. it is believed that better 
results are obtained in single-ply belts 
if they are cut 1/6 inch to the foot 
short. For example. if a single ply belt 
is to be used over a pair of pulleys 
length of 12. feet-0 
inches is measured. the belt should be 
cut off 11 feet-10 inches. 

“When ordering a new belt from a 


around which a 


belting manufacturer, always give the 
full tape line measurement, and he will 
make the correct allowance for stretch.” 


a\ELHMAN-CROSBY rp | 





Billboards along main highways leading into 
Memphis carry this message of Riechman- 
Crosby's industrial supplies service. They 
are very colorful, with plant smokestacks in 
the background. 
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AT THE PHILADELPHIA 
INDUSTRIAL SHOW 





John Wood (center) salesman for Standard- 
Shannon Supply absorbs some first-hand in- 
formation on steel shop equipment from 
C. E. Baittinger and F. E. Sagendorph, vice 
president of the Penn Metal Corp. at the 
latter company's display as the Philadelphia 
purchasing agents show. 


— ~” 
‘ 





McArdle & Cooney Co., Philadelphia dis 
tributor, featured Walworth valves at last 
month's industrial exhibit sponsored by the 
Philadelphia purchasing agents. 


Pumps and Compressors Good 
Pivoted Drive Prospects 


In calling on your regular customers 
for industrial supplies, keep an eye 
peeled for pump and compressor units 
driven by long. old-style drives because 
they're ideal prospects for modern, 
pivoted-motor base drives. Pumps and 
compressors are commonly found in 
all types of plants—even those where 
manufacturing processes require little 
or no power-driven machinery. Foun- 
dries. brick and tile plants, and glass 
and bottle plants are not usually con 
sidered helting prospects. yet they 
frequently operate pumps and com 


pressors. 























“You can 
bank on 


FAIRBANKS" 


Open New Markets 


With more than 400 different types of 
Fairbanks Hand, Platform and Box Trucks, 
Wheelbarrows, Rubber Tired Wheels and 
Casters to sell, you have a line which actually 
opens new sales possibilities . . . lets you get in and 
make new customers and increase sales to old ecus- 
tomers. 





Practically every manufacturer, wholesaler, printer, 
trucking firm, office and department building, in 
fact every one who has anything heavy to move, 
is a prospect. 

This Fairbanks line is backed by aggressive ad- 
vertising, it has consumer acceptance because it has 
been on the market over 50 years, and it is priced 
so you can make a legitimate profit. 

To put yourself in line for inereased profits and 


bigger sales for the coming year, write now for our 
Catalog No. 50. 


THE FAIRBANKS COMPANY 
19 East 4th St. New York, N. Y. 


Boston, Mass. Pittsburgh, Pa.—Distributors in Principal 
‘ities 


Factories :—Binghamton, N, Y., Rome, Ga, 


Hand and Platform 
Trucks, Wheel- 
barrows, Casters 
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You can point to 
Exvchuswe fed 


when you sell 
GREENE, TWEED Products 


PALMETTO” .i;:. PACKINGS 


Self-lubricating, because every strand is individu- 
ally impregnated with lubricant in the manufac- 
4 turing process. A suitable packing for every kind 
of fluid and gas. 





BASA®* ®rrc"" HAMMER 


The rawhide hammer with the clamping, adjust- 
able jaws, permitting faces to be replaced within 
a few seconds. Cadmium plated. Made in 5 sizes. 
Also EMPIRE* Rawhide Mallets. 

a 


FAVORITE™ "ei? WRENCH 


The only socket wrench that accommodates 2 
different sizes of nuts with each head, and that 
allows long bolts to pass clear through the head. 
Cadmium plated. Instantly reversible. Three 
sizes for nuts }-in. to 1}-in. 





Write for information and prices 


vate GREENE, TWEED & CO. 


101 PARK AVENUE NEW YORK CITY 
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WHY DON’T 
YOU JOIN? 


An increasing number of distribu- 
tors are adding satisfied customers 
by selling GRIFFIN HACK SAWS. 
They meet competitively every 
customers’ metal cutting problem 
with blades that stay sold and 
bring repeat business. 














Hugh H. Lee, president of the Industrial 
Supply Corp., Saginaw, Mich., says he feels 
It will pay you to check up on more comfortable since moving across the 
GRIFFIN’S hack saw story. Write street to their new quarters at 925 S. Water 


us today about the GRIFFIN PLAN St. Move was made shortly after first of 


for profits. sated 


General Sales Agents Allis-Chalmers Management 


—_ H. GRAHAM & CO. INC. States Position on Strike 


—— om Gok & ¥ _Max W. Babb. president of \llis- 
Chalmers Mfg.. asserted that difficulties 


; in settling the strike which is holding 
1880 = Manufact _ W. GRIFFIN CO., Franklin, N.H. 194n | 1M Settling the stril ; ang 
wnvtestered by S . uspoies up delivery of $45,000,000 in defense 


orders arose because the C.L.O. is 
handling it as a “test case” to use the 
national defense emergency to gain a 
purely union organizational advantage, 
which it calls “union security.” 
“Simply stated.” Mr. Babb said in a 


letter to stockholders on March 20, 
“the union seeks a contract which 
would require us to discharge em- 
ployees merely because they are not 
members of the union in good standing. 


tC | “By making a man’s job dependent 
WY A mt. RAY YOUR TRADE upon union membership. the union 
Gea 7 eM |! 





& 


PEO SOT TTT 


l ee 


' Vv 


— 


leaders seek ultimate control of pro- 


duction. The seriousness of such a 
threat is evidenced by the fact that we | 











\cn had eighteen work stoppages in the 
x eight months just prior to the strike. 
* It is vitally important, therefore. in the 
interests of efficient production for na- 

a tional defense oo and the -mainte- | 

PACKAGED SHIM STOCK... they'll diensd nance of peaceful shop conditions for ; 
makeshifts gladly enough! our workers, that we maintain proper 

Giving them such a service not only binds control of our plant. 

customers to you. It takes all your headaches out “Our company 1s not opposed to 
of chien tte tnquistest You got bigger exits of unionization or to contracts with this 
sole—with less handling. Reach for a package union, There is nothing in our com- 
instead of the shears, when they ask for shim pany s position which in any way in- 
stock. And our special new containers bring you terferes with the union obtaining 100 
constant “fill-in” orders — automatically. per cent membership in our plant if 
Our packaged line is complete .. to satisfy our employees of their own free will 
your customer’s every requirement. Write today all want to join the union. But we 
for catalog and dealer merchandising plan. should not grant any union the right 
LAMINATED SHIM CO., INC., 58 Union St., to force our employees into joining 


Glenbrook, Conn. their organization.” 


Mr. Babb then recounted the events 


leading to and following the conference 
“poh called by the O.P.M. in Washington 
of Feb. 15, with both company and union 


officials attending. which resulted in a 








e compromise agreement. But this settle- 
sia ment was never presented to the local 
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Easy to sell 
the best 


When your salesmen sell Shafer 


Concavex Self-Aligning Roller 
Bearings, they have something to 
sell. Exclusive design providing 
integral self-alignment plus extra 
capacity for combined radial- 
thrust loads answers the demands 
of most all bearing requirements. 
Engineering department ready 
with expert help. Advertising 
cooperation in leading industria] 
magazines stimulates sales. 
Send for Catalog No. 15 


SHAFER BEARING CORPORATION 
35 E. Wacker Drive, Chicago, Illinois 






































| union membership because, to use Mr. 


Knudsen’s words, “the boys thought 
up a new one on the way home.” 


In conclusion, Mr. Babb declared | 
that the problem of settling this strike | 
has been seriously complicated by the 


apparent lack of a definite government 
labor policy, and called upon the gov- 
ernment to develop “a well-defined 
policy that will safeguard the rights of 
labor and industry. and at the same 
time protect the public interest by not 
permitting strikes in defense industries 
for the purpose of gaining union or- 
ganizational advantages at the expense 
of the defense program.” 


Weed Out Obsolete 
Fire Extinguishers 


Fire extinguishers that have out-lived 
their usefulness should be disearded. 
Otherwise they may fail in the hour of 
need and let fires that should have been 
extinguished get out of control. 

Age, in itself. does not disqualify a 
fire extinguisher. Many a 20-year-old 
extinguisher, that has been properly 
maintained, is just as good today as it 
ever was. In general, however. old fire 
extinguishers should be inspected by 
competent extinguisher service men. 
and, perhaps. subjected to special tests 
in order to determine their fitness for 
further use. 

Even fairly new extinguishers may be 
defective because of corrosion, freezing. 
or rough handling. and cases are known 
where the shells have been worn too 
thin through excessive polishing. Such 
extinguishers should be removed from 


service, as it is uneconomical to attempt 
to repair them. 





New England district men of Graton & 
Knight study the sales presentation which 
they will carry with distributors’ salesmen to 
prospects for leather belting. During the 
past 60 days meetings have been held in 
New York, Chicago, Atlanta and Worcester, 
Mass. The New England men, left to right: 
(seated) A. M. Whittum, G. L. Abbott, gen- 
eral sales manager, and L. H. White; 
(standing) C. A. Wallace, P. M. Carter and 


| V. A. Tilden. 
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Dont Get 


| Caught Short- 


Talo MIohY Mitel Mart Molde! 1 Mol TaN ts 


your stock is depleted or incomplete 


Check it today against this list, and 


prepore.to give your customers the 


kindofserv 


ice they expect and 


demand, with oa product on which there 


will be no complaints or ‘‘come backs 


ameolisl 1am aelack? 


GLARK 


Agricultural 
Aluminum 
Automobile 
Bed 

Bicycle 
Blank 

Body 

Brass 

Cant Hook 
Carriage 
Center 
Chair 

Clip 
Copper 
Cultivator 
Duronze 
Elevator 
Ends 
Everdur 

Eye 

Felloe 
Fender 
Fillister Head 
Fin Head 
Galvanized 
Guard 
Hanger 
Hook 

Hub 


To] & 8 


Key 

lag 

Lawn Mower 
Loom 
Machine 
Olympic Bronze 
Plow 

Rim 

Seat 
Shackle 
Shoft 
Sleigh Shoe 
Special 
Spring 
Squore 
Steel 

Step 

Stove 
Strap 

Stud 

Tap 

Tee Head 
Thumb 

Tire 

Tractor 

U or Staple 
Wagon 
Wedge 
Wheel 


NUTS 
Automobile Thumb 
Bicycle or Wing 
Blank Square and 
Brass and Bronze Hexagon 
Case Hordened Hot Pressed, 
Joint Cold Punched, 
Rim Semi-Finished 
Special Castellated 
RIVETS 
Cone Head Special 
Countersunk Head Stee! 
Felloe Truss Head 
Flat Head Wagon Box 
Oval Head 
SCREWS 

Cap Piano 
Coach Set 
Collar Special 

STUDS - WASHERS 

Brass, lron and Steel 
Write for Catalog 


CLARK BROS. BOLT CO., 
CANAL STREET 
Milldale, Conn. 
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Mr. Wagner 


"Long life is the big point in selling Veelos 
Neoprene V-Belts for oily drives," 


says J. C. WAGNER, Vice President 


Transmission Engineering Co., Inc., Phila., Pa. 


“Veelos Neoprene \-Belts have Neoprene 
all the way through.” continues Mr. Wag- 
ner, “not just on the outside cover. There 
is no rubber in them and so they are much 
more resistant to oil and heat than other 
oil-resistant V-Belts. Because Veelos is pure 
Neoprene and fabric. it lasts longer and. 
I might add. makes my selling job easier 
and more profitable.” 


MANHEIM MANUFACTURING & BELTING COMPANY 
MANHEIM, PA. 


“Veelos Neoprene lasts ten 
limes as long as ordinary 
oil-resistant V-Belts.” 


reports a Bearing Manufacturer 


















VEELOS 


V-BELT 


ADJUSTABLE to any length 
ADAPTABLE to any drive 

















WRITE FOR 
CATALOGS 


FRED MEDART MANUFACTURING C0. 


JE KALB ST 
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ST LOUIS MO 


t “i , Everywhere 
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New Building to be Shown 
By Globe Machinery 


Open house for customers of the 
Globe Machinery & Supply Co., Des 
Moines, will be held on April 4 and 5, 
according to F. W. Swanson, Jr., vice 
president, to show them the distribu- 
tors new building. Located at East 
First and Court Ave.. the new building 
houses the general offices, showrooms. 
warehouse and shops. 


Leaves David Round & Son 


Eugene C. Busser resigned March 1 
as sales representative for The Cleve- 
land Chain & Mfg. Co. and its associate 
organization, David Round & Son, to 
take over the Cincinnati offices of the 
R. E. Condit Co.. as a manufacturer's 
agent. He will be located at 5935 Ridge 
Ave... Cincinnati. 


To Represent Reznor 


John Payton has just been appointed 
district manager for Indiana and East 
Central Illinois by Reznor Mfg. Co., 
Mercer, Pa., makers of unit heaters, 
forced air circulators, and other gas 
fired heating equipment. Mr. Payton’s 
headquarters are at 1245 West 30th St., 
Indienapolis. 





Coos Bay is a port of call for intercoastal 
trade, as well as being a center for some 
of Oregon's largest lumber and logging op- 
erations. The F. S. Slover Co., Marshfield, 
Ore., is therefore well situated by having its 
warehouse and offices on the Coos Bay 
Dock, where a large stock of industrial sup- 
plies is carried. This is L. J. Slover, sales- 
man and brother of F. S. Slover, the owner. 
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While the ''go-getters" are out beating the 








WIRE ROPE CLAMPS 


. . » unlimited applications in 





st £0 UNo- 


“pTlOn 2 
Sy Se 


The only wire rope clamp 
having this approval for 
holding a loop in the 
strongest of wire ropes. 


bushes for the H. Channon Co., Chicago, all industries where safety, ae 
th lads help k the wheel i ° * 2 . re 
aaa inside. Left te right: H. J. Stein simplicity, an d re | 1a b 1 li ty 1. can be assembled by 
J. Hall and W. H. Byford. are important No limit to the applications— — 
indoor or out—in mines. steel mills, automobile plants, 7 Tick and easy to apply 


Link-Belt To Exhibit 
At Textile Show 


communications, transportation, and construction com- 
panies, loading platforms, and the marine industry. All 
working at top speed, they need and want—NOW— 
safe, reliable wire rope clamps. 


in a single operation 


- can be set up in field 


or shop — no special 
tools needed 


The SAFELINE i » 4 4 4. entirely encloses the 

, : e - - i 

Link-Belt plans to display at the | : + a oe eri meGreatiny sharp, needle-like ends 

. ee . oc : a8 priced clamp on the market. Extremely simple—no splic- of the wire rope 

Southern Textile Exposition in Green- | siete: eieeiiahiaidaiaihe od bie te , ; 

9 oe : : s — me can assemble it (see c ; 

ville, S. C., March 31 to April 6, much | 3 pi: ° oe | ——S- Gutematically exerts a 
: : ; right for distinctive features). Let us send you particulars uniform grip 

of the operating equipment used in | at @ hs es ts 68 be os Oe tes Ce 

its New York World’s Fair exhibit. paying —_6. streamline shape elimi- 


This will include operating units of 





market. 


nates fouling 





silent and roller chain drives and the 
P.LV. Gear variable speed transmis- 


WIRE ROPE 


SAFE-LIN 





| 
sion. CLAMP 
F The Link-Belt men scheduled to be NATIONAL PRODUCTION CoO. 4583 St. Jean Ave., Detroit, Mich 
| in attendance are Horace Bowman, SAFE-LINE CLAMP DIVISION ESTABLISHED 1911 


: H. D. Mitchell, Philadelphia; W. J. 
; Nighbert, Baltimore; W. F. Hardcastle, 
G. F. Scarbrough, Atlanta. 





What you can offer your trade 


| John |. Misener Dies when you handle “American Swiss’ 
John I. Misener, founder and _presi- e ° 
dent of the Misener Mfg. “ig A pr Swiss-Pattern Files 


Syracuse, N. Y., died in February. He 
was the designer of the Misener rotary 
hole saws handled by 
tributors. 


te: A large assortment of more than 3000 different 
‘7 shapes, cuts and sizes which provide a suitable file 
for every precision and intricate filing job. 


industrial dis- 





Highest quality because all “American Swiss" 
Swiss-Pattern Files are made by experienced and 
+34 skilled specialists in a plant devoted exclusively to 
+4 their manufacture and in only one grade—the best. 


Proven Performance, because ‘American Swiss’ 
Swiss-Pattern Files have been made for more than 
ae 40 years and are reported by users to do better 
work with less effort and to last longer than others. 


Our 100°/, Distributor Sales Policy 
Fully Protects Our Distributors 





American Swiss File & Tool Co., Elizabeth, N. J. 


merican Swiss 
Kah Files of Precision 
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A new distributor in Fresno, Calif., known 
i as the Central Supply Co. has been organ- 
: ized by Hilman Bentson (right) with the 
assistance of William Marion (left), stock 
clerk, and C. E. Bonder (center), salesman. 
Mr. Bentson was connected with Warren & 
Bailey for many years, and bought up much 
of its stock when he started up his own 
business. Address: 2448 Tulare St. 
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For an 
ALL AMERICAN 
Job - - - Sell 


“BLUE DEVIL” 
SCREW PRODUCTS 


Industry can depend on “BLUI 
DEVIL” Products. Scientific heat 
treatment in our modern, electrically 
controlled furnaces produces screws 
of unequalled strength, toughness, 
and long life. By actual test they 
have proved themselves fast, safe, 
and dependable. They are popular 
with industrials and machine build- 
ers—the latter often specifying them 
in their designs. Mill Supply Men 
like to sell “BLUE DEVIL” products 
because they know that they have a 
reliable source of supply and that 
returns are good and steady. Send 
us the orders—we'll supply the prod- 
ucts—promptly. 


“BLUE DEVIL" Products 


Socket Set Screws 

Socket Head Cap Screws 

Socket Head Stripper Bolts 

Socket Screws—Dardalet Thread 
Safety Alloy Steel Dowel Pins 
Socket Screw Keys 

Socket Pipe Plugs—Cold Drawn or Alloy 
Steel 

Square Head Set Screws—Alloy Steel 
Studs—Cold Drawn or Alloy Steel 
Tool Post Screws—Alloy Steel 
Headless Set Screws—Cold Drawn 





SAFETY SOCKET 
SCREW COMPANY 


4440-46 N. Knox Ave. 
CHICAGO ILLINOIS 
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Tool Engineers Gather 
For Annual Show 


Manufacturing executives and engi- 
neers engaged in tooling up for de- 
fense work congregated in Detroit 
last month at the National Machine 
& Tool Progress Exhibition in Conven- 
tion Hall. Under the sponsorship of 
the American Society of Tool Engi- 
neers, which held its annual convention 
at the same time. this exhibition dis- 
played the latest manufacturing equip- 
ment, etc.. available for defense produc- 
tion, of some 250 companies. 

Carrying as its keynote “Education 
for National Defense.” the exhibition 
and accompanying technical program 
was designed to enable executives and 
engineers in industry to study the most 
recent developments of value to them 
in their work of speeding defense pro- 
duction. A majority of the exhibits 
showed equipment in actual operation, 
so that the productive value of the 
various machines and tools could be 
quickly gaged. 

The convention program was arranged 
in three evening technical sessions, fol- 
lowed on the fourth night by the an- 
nual dinner meeting. 

First evening’s program (Tuesday. 
March 25) was devoted to “Aireraft 
Production.” and included talks by C. 
W. Van Ranst. chief aircraft engineer 
of the Ford Motor Co.. on “Aircraft 
Engine Design and Production” and by 
Louis Biehler, assistant chief tool de- 
signer of Vultee Aireraft. Inc.. on “Tool- 
ing for Fuselage Production.” 

Second evening's technical session 
was on “Naval Ordnance Produc- 
tion.” with two speakers: Joseph A. 
Davies. chief planner and estimator of 
the Naval Gun Factory in Washington. 
D. C.. on “Planning for Production of 
Naval Ordnance Units” and EF. M. Sims. 
president of the Metal Forming Corp., 
Elkhart, Ind.. on “Problems of Produc- 
tion of Naval Ordnanee Units.” 


The third session was on “Edueation 


Night.” with three speakers: P. W. 





Among the 253 exhibits at the giant tool 
show in Detroit last month, Chas. A. Stre- 
linger's was the standout distributor display. 
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Deming Turbine Pumps 
with Combination Heads 


designed for 
Two Sources of Power 











MOTOR AND BELT 


Defense plants 
must have a de- 
pendable water 
supply. Deming 
Turbines with com- 
bination motorand 
belt head provide 
for emergencies 
when current fails. 
Belt drive from 
auxiliary source of 
powerisusedto 
Operate pump. 
Here’s a real 
sales maker! 


MOTOR AND GEAR HEAD 


With this drive, 
the geared head is 
mounted between 
motor and dis- 
charge head. Motor 
can be hollow or 
solid shaft of either 
mountable or de- 
mountable type. If 
special applica- 
tions or combina- 
tions of heads are 
desired, they can 
generally be sup- 
plied. 






ANOTHER “PUM POINTER” 


Many defense plants are installing 
duplicate oe Turbines with 
combination heads to assure con- 


tinuous water supply under all con- 
ditions. Here is a big opportunity 
for YOU to make double sales with 
Deming Turbine Pumps. Write for 
complete information! 


THE DEMING CO., SALEM, O. 





“Pump 
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Brown, assistant works manager of the 
Wright Aeronautical Corp., Paterson. 
N. J.. on “Industry’s Need in Skilled 
Help”; Carl A. Gray, president of the 
Grenby Mfg. Co., New Britain, Conn.., ASBESTOS Tee wale). 
on “How Connecticut Solved the In- 

dustrial Training Problem” and J. R. 
Weaver. manager of the Louisville 


aoe oi ee iae a ~6| Lhe MASTER INSULATIO N for 
industrial training. 


Friday night’s session, a dinner meet- HEATING SYSTEMS 


ing at the Book-Cadillac Hotel, in- 


cluded the installation of officers for the PIPE COVERINGS and BLOCKS 


coming year, followed by a talk on 






















“How to Prevent Sabotage to our Na- CAREYCEL—the patented insulation for 
‘ , oa ae low pressure steam and hot-water heat- 
tional Defense Program” by L. R. Pen- i wees Ge wanes es te 
nington. administrative assistant to 200 «F.) . 
J. Edgar Hoover. director of the Fed- 
eral Bureau of Investigation. CUTS HEAT LOSSES 30% 
Impartial tests at Mellon Institute proved 
Exhibitors the rate of heat loss through Careycel 
to be 30% less than through an equa! 
Exhibitors included Abrasive Co.. thickness of aircell insulation. Shrink- 
Alle . Mig C . A Mis-Chs heeeee Wiis age is only 1/10th that of air-cell. Elim- 
ee 3 Pee ered 4 _ Ree inates heat-wasting cracks at joints; 
Co., B. C. Ames Co., Apex Machine & makes a better looking job; increases 
| Tool Co., Armstrong Bros. Tool Co.. efficiency of heating equipment; saves 
; Atlas Press Co.. Barber-Colman Co., fuel. 
; WO. Barnes Co.. Boice-Crane Co.. CAREYCEL assures utmost satisfaction 
B - Co. Br é g S] Miz. € 3 for users . .. easier sales and good The process of ‘‘cellizing’’ and methods 
ristol Co, rown “7 Ae, profits for distributors. Write for inter- of constructing CAREYCEL result in 
Andrew C o( ‘ampbell Co., Carboloy Co.. esting data and details of Distributor Sk See sale ak 
Cosberunduas Co., Chicago Metal Hose Franchise — address Dept. 55. shrinkage (approx. 0.05%). 
Corp.. Cincinnati Tool Co., Delta Mfg. 
: Co.. Dumore Co., Duro Metal Products | ee . ® 
Ca. Heller Brothers Co.. Holo-Krome THE PHILIP CAREY COMPANY r Lockland, Cincinnati, Ohio 





Gems Com, C. 0. Bent 8 San, See IN CANADA: THE PHILIP CAREY COMPANY, LTD. Office and Factory: LENNOXVILLE, P.Q 
Mfg. Co., Illinois Tool Works, Inde- | = —— 

pendent Pneumatic Tool Co., Interna- 
tional Nickel Co., Jarvis Co., Johnson 





: Gas Appliance Co., Joyce-Gridland Co., 
f Keuffel & Esser Co.. Lufkin Rule Co., 
Lyon Metal Products, Macklin Co., 


Mall Tool Co., Manufacturers Sales 
Co., Midwest Tool & Mfg. Co., Nichol- 
son File Co., Norton Co., Parker-Kalon 
Corp., Porter-Cable Machine Co., Ra- 
cine Tool & Machine Co., Reeves Pulley 
Co., Rotor Tool Co., Safety Socket Screw 
Corp., Scheer Co., A. Schrader’s Son, 
Shakeproof Lock Washer Co., Skilsaw, 
Inc., South Bend Lathe Works, Stand- 
ard Shop Equipment Co., Stanley Elec- 
tric Tool Division, Starrett Co., Sterling 
Tool Products Co.. Charles A. Strel- 
inger Co., Strong. Carlisle & Hammond 
Co.. Toledo Seale Co., Wetmore Reamer 
Co.. J. H. Williams & Co. and the W. M. 
Ziegler Tool Co. 


It's a plastic gasket and joint cement—widely 
used by plumbers, steam fitters, and in fac- 
tories, industrial plants and the automotive 
trade. Plasgon makes a tight, permanent seal 
—proof against water, steam, oil, gasoline, 
kerosene and other common solvents. A fast 
repeat seller because it does its job so well. 
Write for information about discounts, dispiay 


material, etc., or send 10¢ for sample today. 


New Quarters For Glyco 


The Glyco Products Co., Inc. have 
moved their offices. plant and labora- 
tories from 148 Lafayette St. New 
York City, to larger quarters in Brook 
lyn. The building. which was erected 
to their specifications, has greatly im- 
proved shipping means. such as rail 
road sidings, water freight facilities, 
ete. The new address is 230 King 5St.. 


Brooklyn. N. Y. 


Samuel Cabot, Inc. 


1412 Oliver Building Boston, Mass. 
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SELL THE BELT-LACING SYSTEM WITH 
THE LARGEST PROFIT FOR YOU! 


and do the job. 


Av / 
&Y 
5 

= 
6 


Second, the Safety Port- 
able Belt Lacer has a full 
6" capacity. The jaws are 


not flat, but ribbed. Each 


rib contacts one hook 


only. Hooks are easily sunk below the 
surface of the belt. Se// the Safety 
System. It means more profits for you. 


A letter to us will bring complete price 
list and description of our distributor- 
sales co-operation. 





Sari 


makes sales and profits easy. 
Hooks come in numerous sizes . . 


SAFETY BELT-LACER CO., TOLEDO, O. 


Cty” 


MES U.S PAF OFF 


BELT HOOKS AND LACERS! 





The Safety Portable Lacer, plus Safety Belt Hooks offer you a 
sound combination of quality that appeals to mechanics and 
In the first place, Safety Belt 
. all are guaranteed to hold 
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You profit by selling the “speed” 


of TRIPLEX 
Threaded Fasteners 


There’s profit in “speed” these 
days for all your busy customers. 
When you sell Triplex Cap and 
Set Screws, Bolts and Nuts, you 
help them avoid the delay of 
handling misfits and slow thread- 
ers that drive piece work as- 
semblers into ineflicient hurrying. 


TRIPLEX Lag and Carriage 
Bolts, for instance: Appreciated 
wherever wood fasteners are used 
for their heat-treated toughness. 
Sharp lag threads for fast sink- 
ing; true-squared carriage heads 
for snug fitting. Both types made 
of excellent quality wire. Packed 
as you want them—in packages, 
kegs or boxes. 





ddd to 
standardize on 
Fasteners. 

and prices. 


your profit opportunities— 
TRIPLEX Threaded 


Write today for samples 


The Triplex Screw Company, 5317 Grant Avenue, Cleveland, Ohio 
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CAP AND SET SCREWS 


BOLTS, NUTS AND RIVETS 
Millions Sold ++ Used in Every Industry 
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Ed Sullivan Recovering 
From Eye Ailment 


Friends of E. C. Sullivan, manager 
of the Hartford branch of Hunter & 
Havens, Connecticut distributor, will 
be glad to learn that he is now recover- 
ing from the eye trouble from which 
he has been suffering since the first of 
the year. Ed is now back at the office 
on a part-time basis. 


Celebrates Golden Anniversary 
With Pritzlaff Hardware Co. 


Henry C. Schneider, general manager 
of John Pritzlaff Hardware, Milwaukee 
distributor, was presented with a gold 
service button last month to commem- 
morate the completion of his 50 years 
of service with the firm. Six others in 
the organization wear the distinguished 
service button. 


R. W. Trucksis Promoted by 
Mau-Sherwood Supply 
The Mau-Sherwood 


Cleveland, has advanced 
Trucksis to outside selling. 


Supply Co., 

Robert W. 
He had 
been employed successively as stock 
clerk, filling orders, checking orders, 
telephone salesman and cost clerk in 
the distributorship. 


Herbert R. Harris Joins 
Belt-Rope in Binghamton 


Herbert R. Harris, who was formerly 
connected with the Chas. B. Scott Co. 
in Scranton. Pa., has joined the Bing- 
hamton (N.Y.) branch of the Belt- 
Rope Supply Co., whose head office is 
in Syracuse. 


Jennings, Rotary President 


The board directors of Tampa Rotary 
Club elected Glen B. Jennings presi- 
dent of that organization, to take office 
in June. 
the Tampa branch of the Cameron & 
Barkley Co. 
club on several important committees 
and will represent that group at the 
international convention at Denver. 


Mr. Jennings is manager of 


He has served the Rotary 


Glesener Adds Space 


\. J. Glesener Co.. San Francisco dis- 


tributer, is enlarging its warehouse 
facilities by taking over a modern build- 
ing. The space secured is 275 by 68 
ft. and will increase their present facili- 
They just 
starting to move in stock on Feb. 20. 


ties by 50 per cent. were 
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ROPER PUMPS 


FOR GENERAL USE 


in industrial 
plants, chemical 
and process plants 
and other fac- 
tories and build- 
ings. 


FOR HYDRAULIC 
POWER 


on elevators, 
lifts, presses, 


and other hy- 
draulically oper- 
ated mechan- 
isms. 


FOR LUBRICATING 


metal working ma- 
chinery and sup- 
plying coolant to 
the cutting edges. 


USED BY THE 
OIL INDUSTRY 


for transferring 
gasoline and oils 
at refineries, bulk 
stations, etc. 





FOR HAND TRANSFER 


of thin and thick liquids 
from drums, barrels, 
and other containers at 
garages, factories and 
public buildings. 


FOR VISCOUS 
LIQUIDS 


such as tar, as- 
phaltum, molasses, 
sell ROPER Steam 
Jacketed Pumps. 





Write for new catalog 942. It gives 
a clear complete story on the entirely 
new line of Roper "hydraulically bal- 
anced" PUMPS. 


GEORGE D. ROPER CORP. 


ROCKFORD, ILL. 










balers, stokers, | 











Make Time For New Buyers 


(Continued from page 41) 








policy of each plant. But, because of 


various subdivisions, he has some- 
times been forced to build up a com- 
pletely new and untrained buying 
organization. 


These green hands are usually com- 


ranks or moved up from inside the 
plant. Until one of these new pur- 
chasing agents is suddenly besieged 
with requisitions, hounded by the pro- 
duction engineers and the plant super- 
intendent, it is often hard to put my 


story across. The industrial distri- 





| butor is an unknown quantity to 


of them. 


many 


| Start as a Trouble Shooter 
However, it has been my experience 
| that before being allowed to render 
real assistance to these newer buying 
| factors, a definite pattern of similar 
| events usually takes place. The p. a. 
| is stuck for a special drill, portable 
electric screw driver, or a grinder 
wheel. He calls me out to the plant. 
Explains how important it is to have 
these delivered that afternoon or the 
next morning. Nine times out of ten 
we have what he needs in stock or can 
get it overnight. That’s okay and a 
| few days slide by. Another phone 
| call, and another hurried request. 
| Pretty soon I find myself spending 
| part of every other day helping him 
| out—either by preparing his sched- 
ule of current requirements or going 
down into the plant to recommend 
| standard equipment, where at all pos- 
sible. rather than specials originally 
requisitioned, thus avoiding a delay 


of a month to six weeks. 


My next step is educating the new 
| p. a. to use our catalog. This works 
out smoothly for by now he’s thor- 


oughly “sold” on our delivery serv- 


| ice. But before this series of events 
run their prescribed course and the 
plant is on scheduled production 
basis. he usually has my tongue wag- 
ging down in my shoetops. 

Multiply this type of service by 


the number of new defense plants 





springing up everywhere and it is 
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| 


. | 
a lack of experienced men to man the 


petent technical men, picked from the | 
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TADS & DIES 





For hand or 
machine tap- 
ping. Made 
in. all sizes 

in carbon 
Alloy and 
High 
Speed 
Steels. 


Threading 
tools of DE- 
PEN DABLE 
performance 
for which 
there is an out 
standing cus- 
tomer prefer- 
ence. This pref- 
erence assures 
you repeat busi- 
ness from satis- 
fied customers. 


SELL WINTER'S 


LALITY TA 





THE WINTER BROTHERS CO. 


MAIN FACTORY 
WRENTHAM 


BRANCH FACTORY 
DETROIT 


MASS. MICH. 


DIVISION OF 
THE NATIONAL TWIST DRILL & TOOL CO., 
DETROIT, MICHIGAN. 
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COFFING “osien” HOISTS 


RATCHET LEVER & SPUR GEAR + ELECTRIC 
LOAD BINDERS o DIFFERENTIALS * TROLLEYS 
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OUR LATEST 
DEVELOPMENT TO 
HELP INDUSTRY .. 


the “QUIK-LIFT” 
ELECTRIC HOIST 


Our facilities have always been concentrated on 
supplying industry with hoists that are just right 
for the particular job. Here again Coffing lives 
up to its reputation by developing the “Quik-Lift’ 
Electric Hoist. It is a dependable, economical, light- 
weight, powerful, speedy hoist, extremely sensitive 
to quick load adjustments. Simple to operate, low 
head room—available with either load hook or trol- 
ley suspension. The Coffing sales policy merits your 
closest scrutiny and Coffing sales cooperation by 
expert factory salesmen assures you an extremely 
profitable selling opportunity. Send for details. 





COFFING HOIST CO. DANVILLE, ILL. 











BLACKMER LINE 

























126 





PCR ke 
YOU OFFER THE RIGHT PUMP FOR MORE JOBS 


1 gw Rotary Hand Pumps in 54 different models. 
4. se e 


| Power driven Rotary Pumps in capacities from 5 to 700 
a GPM. 
STANDARD CONSTRUCTIONS: pumps with removable 
liners; without liners; steam-jacketed; sanitary. FUR- 
NISHED IN ALL STANDARD DRIVES. 


ae os * 
All Blackmer Pumps have “BUCKET” DESIGN that AUTO. 
gw MATICALLY TAKES UP WEAR .... an exclusive feature 
that makes sense to pump buyers. 
a e . 


Write for the Blackmer jobber proposition. if will give you a 
new angie on pump selling. 


BLACKMER PUMP COMPANY 


1814 Century Avenue, S.W. Grand Rapids, Michigan 
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obvious that the distributor's sales- 


man is going to have little time for 
order taking. I know that no sales- 
man will begrudge now. or in the 
near future, the extra time spent with 
these men, even if at times the volume 
of potential business doesn't seem to 
warrant such attention. For we all 
realize these men are handling a 
tough job, and whatever assistance 
the distributor's salesman can render 


is given in a Common cause. 








Sales Meeting In Print 


(Continued from page 54) 








ANSWERS 
1. The formula is W 4D + 14, 
in. So width ly Xx hR+w% 
lis in. 
2. Area ly base x altitude. 
(Dxd) 
3. Length 3.25 ~ ae 


This uses 3/25 for pi, and thus allows 
a little waste for trimming. 

}. Lay out 3 ft. along one side and 
1 ft. along the other. Then the dis- 
tance between these end points should 
be exactly 5 ft. to assure a 90-deg. 
angle between the measured arms. 

>. Transpose the formula in Answer 
l to: D 2. (Ww lo). Then D : 
24. (1.25 125) 0.75. Thus they 
are for *4-in. bolts. 


T 


6. Volume of sphere - BD, 
6 
where D is diameter. In this case. 
since D is 6. \ « D 36 x 3.14 
113.04 cu. in. 113.04 » 26 


29.39 Ib. 
7. A complete cirele contains 360 


on 360 
deg. Thus , 60 deg. between 
) 
center lines of arms. 
8. Perimeter 36 = 113.04 in. 
187 rote 
113.04 5934 in. 
360 
360 v 
9, ily deg. 
18 
pa ie 
10. — Ls x 25 in. 
360 
14 in. 


ll. The sum of the angles of a 
triangle always equals 180 deg., so 
the third angle is 180 114 66 deg. 

12. 1.414 ft. The diagonal of a 
square is always 1.414 times the length 
ot a side. 

13. Side is 0.707 the length of the 
diagonal. Thus 0.707 x 2.828 — 2 in. 

14. 0.866 in. This also establishes a 
rule, 

















































15. The distance across corners is 
1.155 times that across flats—in this 
case 1.155 in. 

16. Diameter of the circle and diag- 
onal of the largest inscribed square 
are each 2 in. Thus the possible square 
is 0.707 x 2 1.414 in. on a side for 
the square. 

(b+ b'vh (12 + 8.5)3 


17. Area z = = 
30.75 sq. ft. Weight of 1 sq. ft. 
steel = 14 in. thick = 5.1 Jb. Thus 


St xX 3X BR 170.5 Ib. 
18. The formula is Quantity 
Area Velocity -™“ 2) 2 
3600 in. per minute = 45,239 
cu. in. per min. 
19. 45.239 + 23] 195.8 gallons. 
20. Outside volume minus — inside 
volume will give rim volume. 


21..T « D T zd T x 
(D? d?) x (3600 3025) 
14.444 cu. in. 

22. 14,4444 x 0.26 3755.44 Ib. 

23. Displaced volume of water 
5x 5X a xX % 29.4 cu. in. 

24. 29.4 x .283 8.32 Ib. 

25. 29.4 x .301 8.85 Ib. 


THE KING'S JESTER 


(Answer to the puzzle on page 54) 
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The plug Is simply a piece of dowel 
rod of the same length as its diameter. 
with two “sides” whittled to a knife 
edge. This produces a circular base, a 
square side (as sketched) and a tri- 
angular cross-section—all on one piece. 








Worthington K. O.'s Strike— 
Peacefully 


(Continued from page 48) 








lowing Monday, March 3. in a hospi- 
tal room where Edward F. Murphy, 
president of the Teamster’s Joint 
Council (with which the warehouse 


union is affiliated), was undergoing a 


general physical check-up, negotia- | 


SIGN UP WITH |-S 
FOR SALES SATISFACTION 


———) NEW FACTS 


ee 
ammeter —|_and FIGURES! 





The sales possibilities of R-S 
Butterfly (Blast-Gate) Valves 
will amaze you! Positive 
control guaranteed for oper- 
ating pressures to 150 lbs. 
and high, as well as sub- 
zero temperatures. 


Standard sizes in iron from 
2” to 48” and special sizes 
in steel or special alloys. 
Available for hand wheel, 
lever and chain lever opera- 
tion as well as motor, sole- 
noid and high pressure 
steam for remote control. 


Write for prices and details 
of the R-S franchise today. 


R-S PRODUCTS CORPORATION 


4532 Germantown Ave., 
Philadelphia, Pa. 











We} 740 1369 
Went Res ze 194] 


THEY GIVE SERVICE 


This is proven by our 72 years of wrench 














building. If Lowell's were not depend- 
able the trade would have discov- 
ered it long ago. 

There are all sizes of Reversible 
Ratchet Wrenches in the 
LOWELL family, even as 
small as 6 inch in 


length. If you have 


RED RATCHET 
WRENCHES 


problems or have- 


n't one of our 





catalogues 


LOWELL WRENCH CO. Write us 


WORCESTER, MASS. today. 
The name LOWELL stands for an Honest Deal with Honest Tools. 
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ALLOY SCREW SALES GO UP 


l. You avoid complaints—keep 
customers when you give top 
quality screws that stand up on 
the toughest jobs. Mac-it has 


made only that kind of screws 
for more than 25 years. 














2. You protect buyers, reap their 
satisfaction when your service is 
keyed to their needs. 


3. You get additional orders 
when you offer exclusive, stand- 
ard types of screws. Mac-it offers 
the only complete line of heat- 
treated alloy steel screws! 





A 





few protected 







territories avail- 

able. Write for 

information. 
PRONOUNCED 


MACK.ITS 


—s 
a 


THE STRONG, CARLISLE & HAMMOND COMPANY 


1392 West Third St., Cleveland- Ohio 





THE ONLY COMPLETE LINE 
OF DRESSERS AND CUTTERS 


Whether you require a ball bearing equipped 
dresser for a large snagging wheel or a dia- 
mond tool for a tool room wheel you can 
promptly secure it from our complete stock. 


It will pay you to make us headquarters for 
all of your dresser and cutter requirements 
as you and your customers are guaranteed 
complete satisfaction. Write for catalog and 
prices to-day. 





No. 0 CUTTERS 





DESMOND HEAVY DUTY DRESSER DESMOND HEX DRESSER 








T 





DESMOND DIAMO-CARBO DRESSER 


THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 
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tors began to reach a settlement. A 
tentative peace plan was drawn up at 
this meeting and both sides retired to 
discuss the details at separate sessions. 

A compromise was reached on the 
following morning, March 4, and 
the strike was terminated. Neither 
side would discuss the details of the 
settlement, although the union plaised 
Worthington their 
open-minded attitude and fairness 


negotiators for 


during the strike parley. 








Record Convention Likely 


(Continued from page 36) 








Carl Channon (Great 
Lakes Supply) and Sam Clark (Sam- 
uel Harris & Co.) representing the 
National; Neil Hurley, Jr. (Independ- 
ent Pneumatic 


associations: 


Tool) and George R. 


Manning (Armour & Co.) of the 
American and Alvin Smith (Smith- 
Courtney, Richmond, Va.), repre- 


senting the Southern. A sub-commit- 
tee. headed by Oscar Iber (O. Iber 
Co.) as chairman and Pat Kramer 
(H. Channon) as vice-chairman, is 
preparing a stag entertainment pro- 
This event 
“Chicago Night” and 
guests of the Chi- 
cago group for the 


gram for Monday night. 
will be called 
delegates will be 
evening. The 
steering committee aiding these two 
is composed of 50 Chicago distribu- 
tors and manufacturers, and the party 
is guaranteed to live long in memo- 
ries and in history. 
night the 
attend a theater party, being arranged 
by Miss Elizabeth Williams, secretary 
of the Central States Mill Supply 
Association. Her committee consists 
of Mrs. Sam Clark, Mrs. Carl Chan- 
non, Mrs. E. K. Welles. Mrs. Oscar 
Iber. Mrs. H. Barrett. Mrs. R. Me- 
Kinstry, Mrs. B. T. Mast. Mrs. George 
Manning. Mrs. Horace Armstrong, 
Mrs. Neil Hurley, Jr.. Mrs. Robert 
Hamilton and Mrs. W. Floto. 


On Tuesday the ladies will be 


That same ladies will 


guest of Armour & Co. A conducted 
tour through this famous packing 
plant is being arranged. Arrange- 
ments are also being tentatively made 
for a luncheon at Chicago’s famed 


Marshall Field department store, with 








IR RTE 








N WAITIN a probable style show, or an after- 
0 G FOR noon of bridge. Why na 


* 7 
Interest is high in the plan for " 
making this a four-day convention 
instead of the usual three. Meeting 
Walker-Turner Distributors Prom- | S¢ssions will run from 9:30 a.m. to | C t 
ise and Deliver Machines Promptly 1:00 p.m., with the rest of the day ron emen S 
ecotnmneuniel ~ | free for business and social contact a es | rotita | 
Plainfield, N. J. — Walker-Turner Dis- | building. The plan was adopted p b e 


tributors’ salesmen are capitalizing on the | after several years of agitation for it. li ne to h an dle 


ability of this company to produce surplus 
machines beyond priority orders. 











They are delivering machines, not prom- 
ises, to their customers. . . 
For example: Drill Presses are being Oty Get Foy Sut 
shipped in less than two weeks; Back- (Continued from page 47) 
geared Metal-Cutting Band Saws on an 
average of 30 days after receipt of order. 

Thus, Distributors, by maintaining rea- 
sonable stocks on Walker-Turner Machines 
can make immediate deliveries. (light-weight) and bronze (non- . 
sparking) types. Better steels and 1. Wide Use: , ; 
alloying (commonly with _ nickel ee qa plant, 














stainless steel, and even duralumin 





and/or molybdenum and manganese ) 
of course permit heat-treating to in- 2. Many applications: 


crease abrasion. resistance, hence Repairing cracks in boilers, heaters, 
pumps, process apparatus, valves, etc. 





wear. They, in combination with 


special rolling or treating processes, Sealing leaks at seams, bolts, rivets, 
pipe joints, etc. 
also reduce or overcome the tendency 
: ; Tightening loose parts of a rat 

» edge. Blades ee parts of apparatus, 
to roll and split at the edge. Blades iicaees Gneliaians abe. 
may be partially or completely pol- ae 
Dre, aids ad Rite L: .d Making tight joints on any type of 
ished, galvanized, cadmium-plated, pipe connection. 

-rwise surface-treate andle 
or othe rwise surface-treated to h andl Welsiaeatinn welia: Beate, destin, 
particular jobs. Handles and grips | tanks, ete. 


are made in many shapes and re- : ; 
inforced forms. Only the old solid- 3. Long-established reputation: 


Successfully used for over 45 years by 
thousands of engineers, repair men 
and the malleable-iron types of grips | and mechanics. 


wood handle (now almost obsolete ) 


are sketched—others are widely vary- ’ - ’ 
4. Extensive advertising campaign: 


Consistently advertised in 46 national 
weekly and monthly publications. 


ing patented steel or steel-and-wood 
combinations, the latter usually hav- 
ing a combination steel and wood 
grip held in a Y formed by splitting 5. Dealer Co-operation: 


and forming the wood of the handle. The hundreds of Smooth-On adver- 

There are two basic point shapes tisements each year say “Buy from 
t your Distributor”. 

square and round, each having 

Mill Supply houses report to us that 

SMOOTH-ON is a consistently steady 

points are cut back at the turned-up | sales producer, and that salesmen find 

these many purpose and well-estab- 


modifications, of course. Square 





Walker-Turner back-geared Metal-Cutting , . . 
Band Saws cut Ferrous, Non-Ferrous Metals, : ae TI ifn lished iron cements sell readily. 

Plastics, and Wood. Priced from $123.75 pending upon Service, ” rauroac Supply of free 40-page Repair Hand- 
shovel. commonly used for ballast books, display placards, together with 
full information and prices, sent on 


sides to a greater or less degree de- 





In addition to the advantage of prompt | tamping. may have an extended flat 


Paes eer ee d : request. 
: - - Di —s — e n find a lip without sides to permit closer 
alker-Lurner line profitable because the . 
eins sages rite drag ecingh work ageinst the sleeper or tic. SMOOTH-ON MFG. CO., DEPT. 25 
company s policy protects them from any 5 570 Communipaw Ave. Jersey City, N. J. 


possibility of cut-price tactics. Round-point shapes vary from = an 
Walker-Turner Co., Inc., 2841 Berck- almost perfect are. as in the drain 
© . ~~ "aj . . . 
man Street, Plainfield, N. J. spade, to a pronounced point, as in 


.e : ’ ° ° 
“DRILL PRESSES + LATHES the irrigating shovel or German 
\ BAND SAWS + BENCH SAWS \ l t fl tt 
| 2\ TILTING ARBOR SAWS «+ JIG aterlan spade, or to a Hattened are, 

alker- 


| SAWS + RADIAL DRILLS . . 
Upstie i BASAL Saws - otis kee as in the round-point garden spade. 
company. inc . . . — 
qamnas DISC SURFACERS . GRINDERS Further, they may have clipped tips. 
JOINTERS + SPINDLE SHAPERS ¢ ' ¥ 
FLEXIBLE SHAFT MACHINES + MOTORS as in the sewer or rice shovels. Very 
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Tell your Customers— 











UMI 
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HEADQUARTERS , 


EAR in and year out mill supply 

houses have made money out 
of Alligator Steel Belt Lacing and 
Flexco HD Belt Fasteners and Rip 
Plates—made money because Alli- 
gator and Flexco are used every- 
where belts are used—made money 
because a small stock will show a 
remarkably good turnover. 


Why not go after some additional 
business on both Alligator Steel Belt 
Lacing and Flexco HD Belt Fasteners 
and Rip Plates? You may be sur- 
prised to find how many dollars you 
can add to your profits by checking 
up on the requirements of printing 
plants, laundries, repair shops, plan- 
ing mills, dairies, sand and gravel 
plants, and every type of industrial 
outfit in your section. 


@ Men who lace belts like Alligator because 
it can be put on with a hammer and it drives 
straight. Its compression grip protects the 
belt ends and there is no ply separation. It 
embeds in the belt and is smooth on both 
faces. The two piece rocker hinge pin greatly 
increases the service life, and yet the belt 
fastening can easily be separated at any time, 








@ Men who have charge of conveyor belt 
maintenance like Flexco HD Belt Fasteners 
and Rip Plates because the fasteners make 
a tight butt joint with long life. The recessed 
plates embed in the belt and prevent ply 


separation. Patching and other repairs with 
rip plates save expensive conveyor belt re- 
placements and extended shutdowns. 





FLEXIBLE STEEL LACING COMPANY 


4633 Lexington Street, Chicago, Illinois 


ALLIGATOR Steel Belt Lacing for transmission belts 


For conveyor belts FLEXCO E-&-» Fasteners and Rip Plates 





SHAFTING 


unirorm 7A 


HIGH QUALITY 
at no 
Extra Cost 


. .. that is the reputation of 
B & L Cold Finished Shaft- 
ing throughout the trade, and 
it pays to carry this fine ma- 
terial in stock for the exact- 


ing requirements of . your 
customers. 

Dependable in accuracy, 
smooth finish, straightness 
and concentricity . avail- 


able in a full range of sizes: 
Drawn, Ground and Polished 
or Turned, Ground and Pol- 
ished, also Small Rounds 
which are Drawn, Ground 
and Polished to extreme 
accuracy. 

Be sure your warehouse 
stocks of B & L Bar Steels 
are adequate to meet rap- 
idly increasing demands. 


> 1891 3; Years | 1941 < 


COLD FINISHED STEEL AND SHAFTING 


BLISS & LAUGHLIN, INC. 


HARVEY, ILL. 


Sales C Uifices in all C Prisscypal Cities 


BUFFALO, N.Y. 
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large shovels. scoops and the familiar 


wide snow shovel (not illustrated) 
are often ribbed in various proprie- 
tary patterns for stiffening. Where 
wet mixtures are to be handled, the 
blade may be perforated or slotted to 
allow water drainage—or as in the 


case of concrete spades. for more 


thorough mixing of the aggregate. 


the blades sketched 


named. so no de- 


In most cases. 
are illustratively 
tailed explanation of their uses is 
Notice. however. the lack 


of a barrier on general-service and 


necessary. 


contractors” shovels (not needed be- 
cause materials handled pack readily 
and because the barrier would inter- 
fere with hand mixing and tamping 
of concrete). 

The 
dead flat. as are the concrete spades, 
the 
drain 


moulder’s shovel is almost 
in sharp contrast to 
ditch 


Scrapers also have straight blades. 


sharply 
curved and spades. 
because of their common use in re- 
moving barnacles, rust, peeling paint. 
or ice from flat surfaces. Blades are 
usually heavy and stiff to give maxi- 
mum wear and strength sufficient to 
The 


telegraph spoons. on the other hand. 


permit striking or chipping. 
are bent or bellied almost to a right 
angle and have straight long handles 
to permit deep digging in small- 
diameter holes. Ashpit scoops usually 
have handles parallel with the blade. 
but of 


above it. to permit their 


course raised some inches 
insertion 


into shallow. but long. ashpits. 
Actual 


widely as a result of particular manu- 


shovel construction varies 
facturers’ developments. Some have 
a shaped blade to which the shank or 
shank halves are welded or riveted. 
Others have a shank formed integral 
with the blade. Shovel backs may be 


“hollow” (meaning that the center 


frog or shank-end leaves a_ hollow 
under the blade), “plain” (with 
shank straps welded onto blade) 
“solid” (blade and shank forged 
from the same piece ) or “closed- 
back” (with a filler plate welded over 


the hollow). Wood handles are com- 


monly of ash, with a length of 263 to 


273 in. for the 


dee-handle types or 47 to 51 in. for 


from the shoulder 


the long-handle types. Some special 


spades have longer handles (for ex- 

















UMI 


Because Theyre 
So PRACTICAL 
Theyre Always 
IN DEMAND! 


MMM age 





"KING" 
COMBINATION NIPPLE 


An iron pipe nipple with shank for straight 
end hose. Much more convenient and eco- 
nomical than a standard iron pipe nipple 
because it does not require oversize hose or 
hose with enlarged ends. Shank is spirally 
grooved for half its length, with zig-zag cor- 
rugations on other half—a design that insures 
greater gripping strength and a positive seal. 
Available in malleable iron, cadmium plated, 
in sizes '/2" to 6", inclusive; steel, in sizes |" 
to 4", inclusive. 





“KING Double Bolt 
HOSE CLAMPS 


The "KING" Double Bolt Clamp is known 
everywhere for its superior strength and ex- 
clusive quadruple take-up feature. Half sec- 
tions are shaped to embed in hose, compress- 
ing it into grooves on nipple or corrugations 
on coupling shank. No possibility of leaks 
or seepage. Will normally outlast any hose, 
and can therefore be used repeatedly. Cad- 
mium plated—rustproof. Sizes: For hose from 
3'/." to 171/44" O. D. Ideal for Dredge Sleeves. 
For Sleeves /arger then 17!/,"' O. D., we 
recommend "KING" Double Bolt Dredge 
Sleeve Clamps. 


Sold only in strict accordance with 
our established Distributor Policy. 


DIXON 


VALVE & COUPLING CO. 
Main Office & Factory: Philadelphia, Pa. 


BRANCHES: 
Chicago * Birmingham * Los Angeles * Houston 





ample. the “lowa™ pattern may have 


a 30 or 32-in. handle) as do the ash- 
pan scoops, and telegraph spoons and 
(handle lengths——all long 
typeof 6. 8. 10. and 12 ft.). Long- 


handle 
, 


scoops may have 53- or 54-in. han- 


shovels 


breakdown and coal-yard 
dles. ash-pit scoops as much as 6-ft. 
The breakdown scoop, incidentally, 
was developed for removing large 
lumps of coal so that the rest can be 
handled with a standard scoop. Con- 
tractors have begun to use these 
sharp-pointed scoops recently for 
handling gravel also, because they 
enter the gravel more easily than do 
the common square- or round-point 
SCOODs. 

Shovels are commonly described 
by the amount of handle “lift” meas- 
ured at the end of the handle when 
the blade is flat on the ground. The 
“lift” governs the amount of bending 
the user must do in using it. hence is 
varied dependent upon resistance and 
weight of the material to be shov- 
eled. Of course. the long handles 
have correspondingly greater “lift.” 
For example, a 19-in. lift on the dee 
handle will correspond with a 51-in. 
lift on the long. Common dee-handle 
shovels and scoops normally have 

8- to 20-in. lift. irrigating and rice 
shovels 22 in. garden spades any- 
thing from 7 or 8 for square-point 
and drain models up to 13 for round- 
point ty pes. Another method of de- 
scribing blade angle is to measure 
blade lift with the handle end on the 
vround, One line of such dee-handle 
shovels has blade lifts of 74 in. for 
mining. 65 in. for track. and 13 in. 
for irrigation shovels. 

blade thick- 


nesses are |l-gage for shovels. 16- 


Standard gages 0% 


gage for regular scoops, 17-gage for 
large ones, and 13-gage for spades 
and spoons. Lightweight shovel lines 
have gages of 15 or 16. 

The names in the sketches indicate 
your principal markets for them in 
most cases. Contractors. railroads. 
coal companies, mines, utilities. nurse- 
ries. gravel pits. glass plants. foun- 
dries, brick yards, and pottery kilns 
automatically suggest themselves. But 
don't forget that every industrial 
plant will need them for its track and 
labor gangs. that 


power — plants. 


MILL SUPPLIES © APRIL, 1941 


A New 


JUSTRITE 
S 








x*rk 


Pours Easier 
kkk 

} Eliminates need 

for funnels! 


@ Where gasoline or other 
flammable liquids are poured into fuel tanks 
or other receptacles, this new type filling 
can reduces the fire hazard. Its flexible 
spout does away with funnels and makes 
pouring easier without any splashing or 
spilling. Listed by Underwriters Labora- 
tories, Inc., it is a quality-built Justrite 
product designed by men who know how 
to give you maximum safety! Write for 
complete information and prices today! 


Justrite “approved” 

Safety Cans for stor 

ing and handling 

flammable liquids 

are also offered in 

sizes from 1 pint to 
5 gallons 


a 





Justrite ‘Oily Waste” 

Cans are available 

with or without foot 

lever in sizes from 
6 gal. to 40 gal 


JUSTRITE 


MANUFACTURING CO. 
2088 N. Southport Ave., Chicago, Ill. 
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schools, buildings. institutions, large 


~ 
9 | farms, grain elevators and mills, dai- 

, « P 
CAPI TAL . ‘RED CAP ries and almost every other kind of 
| business have some use for them— 


BRUSHES AND BROOMS | sometimes a surprisingly big one. 


CORRECT DESIGN . . 
GOOD QUALITY . 8 Canadian Houses Boom 
WIDE USAGE... . 
GROWING APPROVAL 








(Continued from page 43) 

















| the production picture. 

Moreover, Canadian automotive 
Modern, practical, and complete—a line of brushes and brooms plants are being commandeered for 
that is well known throughout industry. Users have come to 
expect—and they get—high quality, long service, and the right 
brush or broom for the need. This growing approval among 
large users is due to our painstaking care in designing and manu- 

facturing products that adequately meet all requirements. 


defense. Not a single civilian truck 
is being built in Canada today: these 
facilities are all being used to manu- 
| facture mechanized war equipment. 
For the same reason, the Government 
We guarantee our products and know they will help distribu- has instructed makers of passenger 
tors to build a worthwhile business. Our distributors’ policy gives 
complete protection and we give needed sales helps. Our dis- 
tributors push CAPITAL “RED CAPS” because the margin of 


profit is good. Our catalog lists our complete line and the uses— 
send for it. 


cars to reduce production by 20 per 
cent, and plans still further cuts. 
| Fancy new cars are a luxury to be 
discouraged—the Government wants 
people to put their money in War 


INDIANAPOLIS BRUSH & BROOM Mec. Co. | Savings Certificates. 


Corner Brush and Broom Sts. Established 1890 Indianapolis, Ind. Shortages 


The universal laws of supply and 
| demand are just as inflexible in Can- 


D EFENSE ..\ | ada as they are in the U.S., hence 
le tall there are scarcities—of machine tools. 


mechanics’ tools, twist drills, taps. 


dies. and other items—there as here. 
On the Canadian list of critical items 
there is one more line—contractors’ 


with BUNTING | tools Su the Dominion is building 


STANDARDIZED 120 airfields and is spending $300.- 


000,000 on government-financed de- 
ee E A R { N G & fense plants. But in Canada, as in the 
U.S., distributors are carrying their 


burden efficiently. By making intel- 


: ligent efforts to anticipate the needs 
@ Your customers working on defense | 4; their customers, they are success- 


orders will find increasingly valuable | fully performing their essential serv- 
your ability to deliver any required | ives to all defense plants. 

: . . In re aterials, Canada has some 
quantity of Bunting Standardized Bronze Se ee 
Bearings. Keep your stock bins filled. directly under Government supervi- 
The Bunting Brass & Bronze Company, | sion. being allocated to the war indus- 
Toledo, Ohio. Warehouses in All Princi- tries by the Steel Controller. Civilian 


pal Cities. use of steel has been curtailed. and 
wood construction is being substituted 


for everything but vital defense needs. 
| Advance buying of steel for non-wat 
neaee ink of. purposes has been prohibited. Sim- 
t ese “¢ ° ° ° 
sista, la plification is helping. too. At the 
q 


| bottlenecks. Steel, for example. is 


Bunting catalogs for cARINGS 
Z£ aa aemes - 8B a ; . 
you to hand to pros- = 25 BARS + BABBITT  @® direction of the Steel Controller, the 


SION BRON 
pects. pases 


number of standard shapes of struc- 
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This advertisement of MILL SUPPLIES is 
appearing in the March 19th issue of 
American Machinist, and the April issues 
of Factory Management & Maintenance 
and Power—to sell the services of the 
industrial distributor to industrial buyers. 
Total circulation of these three magazines, 
69.854 net paid. 


Your Distributor 
Can Help You 
Keep This Genie 


\, GROWING! 


| eg 





tandardized SET-up APPLIANCES 
Help Your Customers Speed Up the 
Machine Shop 


CAD Equipment will save time and money in any 
machine shop by cutting non-productive set-up time. 
Time saved is converted into profitable operation of 
labor and machines. 


CAD engineered devices hold all kinds of work on drill 
presses, planers, boring mills—wherever work must 
be held immovably while being machined. CAD Bolts 
fit T-slots, while ordinary bolts are ruinous. With CAD 
Bolts, clamps, jacks, step-up blocks, wedges, your cus- 
tomers can get any kind of set-ups and get them fast. 








CAD Appliances are selling rapidly wher- 
ever stocked. Selective distributor sales 
policy makes it a profitable line to sell. 


WRITE TODAY FOR 
BULLETIN A-70 





STANDARD SHOP EQUIPMENT CO. 


8153 Tinicum Ave., Philadelphia, Pa 


pranocrarHenCATALOGS 


Baldwin Supply Company of Charleston, 
W. Va. is “prepared” to obtain its full 
share of increased orders for mill, mine 
and industrial supplies with a 728 page 
Weinberg & McKee catalog. 











LEE McCALLISTER 
Vice - president and 
Manager _ of Mill 
Supply Division of 
Baldwin Supply Co. 





Let us help you make more money. A 
Weinberg & McKee catalog, with HIGH 
SPEED TOOLS PRICED IN RED, repro- 
duction of manufacturers’ trade-marks, 
action illustrations and other modern 
features, will do a maximum job of sell- 
ing for you. 


For Details Write Today to: 


WEINBERG & MCHEE, Inc. 


610 W. VAN BUREN ST. 





CHICAGO, ILLINOIS 
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| distributors.” 





tural steel has been reduced from 267 
to 70. 

Another problem is aluminum. 
The Non-Ferrous Metals Controller 
rations aluminum to the war indus- 
tries only, and fosters the use of sub- 
stitutes in domestic products. Almost 
no aluminum utensils are to be had in 
Canadian stores. 


Selling Through Distributors 
All 


sales under the War Economy, and 


distributors report increased 
there is no disposition among manu- 
facturers to by-pass the distributor in 
selling industrial supplies. The ex- 
ception to this rule is on large quan- 
tity purchases by the Government for 
its own plants. (One important differ- 
ence between the defense programs of 
the Canadian Government and ours is 
that most of the Canadian munitions 
plants are built and operated by the 
Government. Most of ours are gov- 
ernment-financed, but privately con- 
structed and_ privately operated.) 
Hence, “where it is practical,” as one 
mill supply man puts it, the Cana- 
dian Government buys direct. on 
terms, incidentally, which leave little 
or no profit to the manufacturer. 

“Our sales volume has increased 
approximately 30 per cent in the past 
year... There is a decided increase 
in the amount of business going 
to distributors.”"—A distributor. 

. a great proportion of this 
business is done with distributors. | 
would estimate their volume in 1940 
30 to 50 


Representative of an Ameri- 


increased 
1939.” 


can manufacturer. 


per cent over 


“Our business increased about one- 
third in 19140.” 


“There is an increase in the vol- 


A distributor. 


ume of business from our distribu- 


tors. —Representative of an Ameri- 


| Can manufacturer. 


“The mill supply house is playing 


a very important. part.”"—A_ dis- 


tributor. 

“The relationship in channels of 
trade... remains about normal. Gov- 
ernment purchases have been made 
direct from manufacturers . . . with 
less satisfactory results than through 
\ distributor. 
“There is a decided increase in the 


amount of business going through the 








K [ “ i N distributing houses. We are not aware 
ee ee e of any trend away from this means 

of listributio a A rove e 
S TA NDA RD WITH pA tribution Government UF KIN 


ELECTRICIANS oitane CHROME CLAD 
: Next to Hitler. thoughtful Cana- “he 4 A: 8 2 


dians regard inflation as their great- 
est enemy. Hence, they seem _per- 
fectly reconciled to the drastic steps 
which the Government has taken to 
combat it. Among these are extremely 
burdensome taxes, the pegging of 
wages at 1926-29 levels. and a price 
stabilization system which thus far 
has kept prices remarkably even (the 
cost-of-living index is up only seven 
per cent). 

The Wartime Prices and Trade 
Board watches closely all wholesale 
and retail price movements. and acts 
promptly on unjustifiable increases. 
When rents started up in booming in- 
dustrial centers. for example, they 
were promptly pegged. So were but- 
ter prices. Prices of machine tools 
and hand tools are under continual 
scrutiny. Thus far, prices of other 
industrial supplies have been so 
stable that many distributors are 
hardly aware of the interest the Gov- 
ernment takes in them. Should they 
move upward. however, the Price 
Board would step in to ask some very 
embarrassing questions. The Price 
Board, indirect as it is, has apprecia- 


tive support from the public. 








O “pretty good” plier is good enough 
for the man who has to work with 


Evading the Bombers 


them every day. That's why electricians— In England The Lufkin “Leader” Chrome 

everywhere—rely on Klein Pliers. They Clad Steel Tape has what it 

know that each pair must pass an individ- A cardinal principle of Wartime eben to make asteel tal 

ual test far in excess to any service in the es ; as ees «s 

field. They know, too, that every pair is in- nganes cconomic comroners 15 black markings stand out 
dividually fitted, tempered Distribute and stock at the consum- prominently against the satin 
and adjusted—that Klein ing point.” Foreseeing the danger of ag. @ 
Pliers have been the stand- . p ; age : chrome surface that will not 
ard—“since 1857.” intensive air activity over all indus- 


rust, crack, chip or peel. Your 
customers want this new, 


trial districts. the government months 
Your copy of the Klein Pocket Tool 





Guide will be sent on request. ago dispersed reserves of all mate- ‘ 
rials over as wide an area as possible popular priced tape. 
Foreign Distributor: so that no large-scale breakdown in 
international Standard Electric Corp., New York supplies could occur. The lesson to 


American industry for industrial UKFHIN 

distributors— needs no further ampli- 
Mathias & Sons 
rer Chicago USA 


fication. 


SAGINAW, MICHIGAN ° New York City 


3200 Belmont Avenue, Chicago, Illinois 





u | TAPES . RULES - PRECISION TOOLS 
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NEW PRODUCTS 


With Sales Possibilities 


PRODUCT PAGE NO. MAIN FEATURE MANUFACTURER 
Portable Crane 136 Services airplane engines Lewis-Shepard Sales Corp. 
Variable Speed Pulley 136 Accurate, flexible contro Ideal Commutator Dresser Co. 
Hydraulic Jacks 138 Heavy duty line Templeton, Kenly & Co. 
Spiral Packing 138 Ruggedness and resilience Greene, Tweed & Co. 
Woodscrew Anchor 139 Specially treated fiber Paine Company 
Centrifugal Pumps 139 Compact design Brown & Sharpe Mfg. Co. 
Sight Glasses 140 Indicate flow in pipe lines Cochrane Corp. 

Floor Runner 140 Corrugated, non-skid, waterproof Philip Carey Co. 

Drill Press Attachment 141 For 14-in. drill presses Delta Mfg. Co. 

14-in Drill 141 Compact, light weight Black & Decker Mfg. Co. 

Keg and Case Truck 142 Has many uses Bond Foundry & Machine Co. 

Sanders 142 Powerful, heavy duty Stanley Electric Tool Div. 

Steel Stools 143 Non-breakable construction Lyon Metal Products, Inc. 

Automatic Vise 143 Free-sliding jaw Automatic Vise Sales Co. 

tespirator 144 With eyeshield attached Mine Safety Appliances Co. 

Wet Attachment 144 For valve resurfacer be Dorn Portable Electric Tool 
0. 

Fire Extinguisher Seal 145 Facilitates frequent inspection Pyrene Mfg. Co. 

Precision Lathe 146 Designed for small work South Bend Lathe Works 

Fastening Devices 146 Unique features of design Central Screw Co. 

Hand Lift Truck 147 Simplified, easier lift Yale & Towne Mfg. Co 

Feet Protectors 148 Keep out wet and cold Protex Products 




















Portable Crane 


Services Airplane Engines 





Because the new portable crane is not 


fixed in direction or position, 


136 


it 


he- 


comes in effect a flexible overhead 
hoist which can be used anywhere at 
any time. These cranes are made with 
hinged frame to allow passage through 
with for 


under and overhead ob- 


doorways: 


work 


telescopic frame 


around 


structions; or with revoloving base. 
They can also be made to combine all 
three features. Illustrated is a_ port- 


able crane in use during overhaul of 
airplane engines, for lifting or lowering 


the engines into position. It has a 
special hook lowering device on the 


crank stud for speed in lowering the 
hook. Interchangeable winches permit 
conversion of hand models to power 
Lewis-Shepard Sales Corp.., 

Vass.—MILL SUPPLIES. 


operation. 
Watertown, 


April 1941. 
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Variable Speed Pulley 


Accurate, Flexible Control 





\ new. variable speed pulley designed 


for light, inexpensive machinery. 
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“We Sell Through 
Authorized Stock Carrying Distributors" 


The HOLO-KROME SALES POLICY, since the in- 
ception of the Company, always has been a 100% 
Distributor distribution Policy. . . . Proven by years 
of practical experience we serve industry better, 
more economically, and more efficiently because ... 


WE SELL THROUGH 
AUTHORIZED STOCK CARRYING DISTRIBUTORS 


Holo-Krome distributors are proving their vital im- 
portance in the National Defense Program by their 
efficient servicing, from their warehouses, of the in- 
dustries located in their respective territories. 






THE HOLO. KROME SCREW CORP. > SOCKET SCREWS © HARTFORD, CONN. U.S. an 
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Type 3—Under 6 in. 


Variable Pitch 


Type 4—Rivetted 
Cast Iron Pulley 


Cast Iron V-Pulley Malleable Hub 


For excellence of manufacture and dependable performance, 
MAUREY V-Pulleys are second to none. Our many years of experi- 
ence have given us a thorough understanding of the needs of indus- 
try—rigid tests and inspection insure pulleys that fill all industrial 
transmission needs. The heavy rolled edges of our steel pulleys give 
stamina—extra heavy hubs of steel or malleable iron insure true run- 
ning. The new MAUREY Cast Iron Pulley which has been added to 
our line recently is another development that MAUREY engineers 
offer to industry to take care of their V-Pulley needs adequately and 
well. Get more details—we can fill your orders promptly. 


MAUREY MANUFACTURING CORP. 
2915 So. Wabash Ave. CHICAGO, ILL. 





ELLS SAWS sell 
themselves 
—They have the speed, 
accuracy and dependa- 


ARE REAL SALESMEN! 
Put Them to Work for You! 


bility that 
tomers will 


your cus- 
recognize 





















and appreciate. And 
once they’re sold— 
they stick and bring 


repeat orders! 


There‘s a big market 
for metal cutting band 
saws right now and 
Wells fill the bill. 


They're tools of 1001 
uses that help keep the 
plant humming under 
pressure. 


Write to Wells today 
and find out about the 
profits Wells represen- 
tatives can make. 





WELLS MFG. CORP. 


Three Rivers, Mich. 
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Pulley mounts directly on the motor 
shaft and requires only standard V- 


belts. Features include short over- 
hang, forced lubrication, balanced 


sheave and all metal construction. Both 
halves of sheave move. giving accurate 
belt alignment at all times. The pulley 
faces are curved so that the belt has 
full contact at all pitch diameters. 
Speed ratios up to 234 to 1 available. 
Sizes up to *4 hp. Complete unit in- 
cludes variable pitch pulley and ad- 
justable sliding motor base. By turn- 
ing handwheel of base. motor moves 
backward or forward causing an_ in- 
crease or decrease in belt tension. This 
causes pulley to open and close, chang- 
ing the pitch diameter and the driven 
speeds. Speed changes are made while 
the drive is running.—/deal Commuta- 
tor Dresser Co., Sycamore, Ill—Mu. 
Suppiies, April 1941. 


Hydraulic Jacks 


Heavy Duty Line 





As an addition to the line of Simplex 
lever and screw jacks. the manufac- 
turer has recently announced a line of 
heavy duty hydraulic jacks. Made in 
3. 5. 8, 12 and 20-ton capacity sizes, 
many designs and construction advant- 
ages are claimed. including neoprene 
oil resistant pressure-tested 
malleable iron top nut and 
machine ground ram. 
sleeve, ball 
load 


seals. 
base, a 
a fully lapped 


type valves. needle type 


release, center ram for proper 


balance and a_ convenient carrying 


handle. Ruggedly constructed — for 
heavy duty service, these jacks are 


tested to one and one-half times their 


rated capacity to insure satisfactory 
operation and safety for operator and 
load.—Templeton, Kenly & Co., Chi- 


cago, Ill—Muv Suppwirs. April 1941. 


Spiral Packing 
Ruggedness and Resilience 


A high-pressure spiral packing is 
now available with the outer layer im- 
pregnated with lubricant forced into 





























UMI 


the packing by a special hot pressure 
The lubricant used is “Pal- 
metto” graphite grease. This “Pal- 


process. 


metto” high-pressure spiral packing is 
made of closely woven asbestos cloth 
with center block laid up against a 
flat strip of heat-resisting. resilient red 
rubber. The cover is firmly bonded to 
the center to make a strong square 
cornered packing. The packing is 
spiraled on a mandrel and vulcanized 
so that it retains its shape. and the 
lubricating process is then applied. 
The rugged and resilient construction 
withstands misalignments and impact 
shocks. and the lasting lubrication re- 
duces wear on the rod or shaft and 
prolongs the life of the packing. 

Greene, Tweed & Co., New York, N.Y. 

Mitt Suppuies. April 1941. 


Woodscrew Anchor 


Specially Treated Fiber 


— : = =~ = —— 
=_SSsa 





OSS 


anchor. 
treated 
fiber, is now available. Due to its 
braided construction, this new fiber 
anchor is said to have greater holding 
strength and to expand 


An improved  woodscrew 


fabricated from a specially 


uniformly, 
without tearing, under screw pressure. 
It is equally effective in lath and 
plaster, marble. tile. slate and fragile 
composition materials in new installa- 
tions and in bushing existing screw 
holes. A sharp pair of pliers will cut 
this new anchor to any desired length. 
It is chemically treated to withstand 
temperature changes and to protect 
against moisture. It is available in 
11 different diameters to fit woodscrews 
from No. 5 up to %x-in. lag in all 
popular lengths. Paine Company, 
Chicago, Ill——-Mitu Suprites, April 
1941. 


Centrifugal Pumps 


Compact Design 





Recently added to the manufacturer’s 
line are two new motor driven centrif- | 
ugal pumps, Nos. 225 and 245. These | 
pumps are suited for supplying coolant 








The facts right now are that industry wants 


vises, that because of their well known repu- 
tation PARKER'S are in demand. 


You know your cus- 
tomers’ future plans. 
Protect him by secur- 
ing orders now to 
cover them. We will 
do our part. 


PARKER VISES 


They Grip Like a Grizzly 
THE CHARLES PARKER CO. MERIDEN, CONN. 





















FOR MODERN 
METAL CUTTING TOOLS 


. 


” 












| naqONal | 
NATIONAL TWIST DRILL WWeay 
& TOOLCO., detroit,us.a “ 


Tap and Die Division WINTER BROTHERS CO., Wrentham, Mass. 
TWIST DRILLS ¢ REAMERS e HOBS e MILLING 
CUTTERS ¢ COUNTERBORES SPECIAL TOOLS 


Factory Branches © San Francisco « New York 
Chicago © Philadelphia © Cleveland 
Distributors in Principal Cities 
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POWER KING 





Se CAR MOVERS 


ee More Cars to Move— 
More Sales to Make:- 





Activity and expansion in all lines of industry point 
= POWER KING the way to good business for Advance Car Mover 
Distributors. Ease of handling, low first cost, sturdy 
° SLIP-PROOF construction and durability make for speed, safety. 
e NEVER-SLIP and economy—these are of special importance today. 


Types for heavy, light, and average jobs. 


a SAFETY CAR WRENCH Every plant with a siding is a potential sale—satis- 


fied customers mean additional and replacement 


3 Slip-proof Safety Spurs sales—our guarantee and good service on orders 


make all your sales profitable. Send for our catalog. 


ADVANCE CAR MOVER COMPANY 


APPLETON+ WISCONSIN 

















250, 500 and 1,000 
lb. Capacities. 


TORPEDO ELECTRIC 
HOIST 


It's the sales leader of the light 
capacity hoist line — boasting 
construction features not found in 
other hoists of its size and price. 
Beginning at only $129.50, the 
Conco Torpedo Electric Hoist has 
real sales appeal, with maxi- 
mum resale discounts for dis- 
tributors, too. Three other important 
Conco units include: (1). Differential 
hoists — % through 2 tons — light 
and low cost. (2). Spur Gear Chain 
Hoists — % through 20 tons. (3). I-Beam 


Double drum 
Construction— 
Push Button 
Control — Elec- 
tric Solenoid 
Brake Hook, 
Bolt or Trolley 








Suspension. Trolleys — % through 10 tons. Get the 
facts on Conco’s products and Conco’s 
proposition NOW! 

Manufacturers of hand-powered and electric cranes, hoists and trolleys, for more than 20 years. isla, 






ME" 
CONCO ENGINEERING WORKS Y= 


7) ‘S 
com’? 
DIVISION ST. * MENDOTA, MLLINOTS . 





aie 
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for machine tools and for use where 
dirt or abrasives may be present in the 
liquid and where a large volume of 
flow is desired at a low head. They are 
suitable, also, for light transfer work. 
No. 225 (illustrated) has a foot type 
motor bracket, the motor and pump 
unit being closely coupled. Discharge 
port can be located at any 90° posi- 
tion with respect to motor by shifting 
pump assembly on motor end bell, a 
convenience in making installations. 
No. 245 is also a closely coupled unit 
and the flange mounting is integral 
with pump so that unit does not re- 
quire inlet piping. Pumps are de- 
signed for operation with impeller 
below the liquid level and can be 
mounted in practically any position 
with pump horizontal or vertical, ex- 
cept that motor preferably should not 
be below pump. Because of the wide 
flexibility of their installation possi- 
bilities they are particularly suited as 
standard machine equipment and for 
installation in places where space is 
limited —Brown & Sharpe Mfg. Co., 
Providence, R. I—Mtwt Suppties, 
April 1941. 


Sight Glasses 
Indicate Flow In Pipe Lines 





The six sight glass fittings announced 
by the manufacturer last year have 
been supplemented by five smaller 
sizes with screwed connections. Sizes 
range from %4-in. to 2-in. for the new 
screwed connection fittings and from 
2%%-in. to 8-in. for the flanged design. 
Bodies are of cast iron for pressures to 
125-lb. per sq. inch. Pyrex windows 
are held in place by gasketed steel 
frames. Weights have been reduced on 
all sizes—Cochrane Corp., Philadel- 
phia, Pa——Mi.t Supers, April 1941. 


Floor Runner 
Corrugated, Non-Skid, Waterproof 


A new type of floor runner is now 
available in rolls 36-in. wide and 30-ft. 
long. It is a composition material with 














rubber-like appearance. It is ribbed 
to give a non-skid surface. suitable for F | li f 
use in halls and on floors in stores. ora comp ete meo 


offices, basements, recreation rooms, or 


for any floor where an inexpensive and STAINLES S 
wear resistant, protective covering is FITTINGS 
required. This runner lays flat, is 

easily handled and provides a firm "Wf 
footing.—Philip Carey Co., Cincinnati, QZ 


Ohio.—Mi.t Suppwtes, April 1941. = - 


-—LUSTRACAST 


Z/(1U06ilili IOS 


The logical choice of 
leading Distributors 


Stainless Steel Corrosion Resisting Fit- 
tings by Cooper are available to meet 
every demand by industry for long life. 
These fittings offer greater sales and 
| profit possibilities because of greater 
| 

| 











II 
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Drill Press Attachment 
For 14-in. Drill Presses 


brilliance and superior corrosion—re- 
sisting qualities. 

Are you prepared to meet the ever 
increasing demand by your industrial 
customers for stainless steel fittings? 
Get full information today on the com- 
plete COOPER “LUSTRACAST” line. 














An attachment has been developed for | 


14-in. drill presses that provides a wide The COOPER ALLOY FOUNDRY Co. 


range of speeds for both high speed 150 Broadway — ELIZABETH, NEW JERSEY 
and slow speed models. This new 








attachment consists of a heavy casting 7 " 
which mounts in the drill press column 
together with a cone pulley and two 
belts. Belt slack is taken up turning ° 
the casting so proper tension is always  #) 
assured, A range of 12 speeds is avail- 
able through various combinations. The 
multi-speed unit is quickly removed 
and easily adjusted. A grease-sealed 

ball bearing pulley is used in the y 
assembly and insures smooth, even 
vibrationless running. With this at- 
tachment it is possible to use a stand- 
ard 1725 r.p.m. motor, where a special 
high speed or slow speed motor would 
ordinarily be required.—Delta Mfg. 
Co., Milwaukee, Wis.—Mitt Supp cies, 
April 1941. 





famous for years as the 


KNURLED SOCKET HEAD CAP SCREW 


with no premium price! 








Va-in. Drill 


Compact, Light Weight 


IT LOCKS, 
TOO! 


Every mechanic prefers to use his fingers instead of 
a wrench. These cold-forged knurled heads—dry or 
oily—gear right to the fingers. Ne slip, no loss of time. 
And, with the wages paid today, time is money. 








Ask for Dealers Proposition. 


| Announcement has been made of a ST ANDARD: P RESSED STE €L Co ° 
new %4-in. standard ball bearing drill. JENHIATOWN, PEAMR. Boy cig 
i This tool is a practical, popular-priced. ar i 


: ; : BOSTON > DETROIT + INDIANAPOLIS + CHICAGO + ST. LOUIS - SAN FRANCISCE 
production drill with high power, com- 
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On Cranes and Derricks in ship yards, 
car shops, quarries, steel mills, foun- 
dries, machine shops, on construction 
jobs, wrecking crews, etc. 


The Product 
L, J 


ALLOY STEE 
C4 


distributors always! 


LING CHAIN 


TO MAKE YOUR. SELLING EASIER—Taylor makes a full line 
to meet any chain requirement your customers may have. 


Proof and BBB Coil Chain—Log Chains—Steel Loading Chain—Dredge Iron Chain— 
Mesaba Iron Chain—Conveyor or Log Haul up Chain—Taylor Machine Chain—Taylor 
Coil Chain—Chain Dogs—Boom Chains—Brake Chains—Switch Chains—Tire Chains for 
Passenger Cars, Tractors and Trucks—Emergency Automobile Chains—Weldless Chain— 
Trace Chain—Heel Chains—Harness and Saddlery Chains—Breast Chains—Mine Car 
Hitchings—Tail Gate Chains—Crane and Sling Chains—Hooks, Grab and Slip—Drag 
Chains—Dragline Chains—Mine Car Coupling Chain 


Write for our distributor's proposition. 


BOX 
509-M 


HAMMOND, 
INDIANA 











Well-paying Chain Accounts bring in 
business—and we stand behind our 








VINCENT 
HUNTINGTON 


Improved 
GRINDING WHEEL 
DRESSERS 


AND 


CUTTERS 


- - - are of great importance 
to Industry NOW— 


Grinding wheels must be kept in perfect condition to meet 
the extra demands of increased production. Vincent-Hunt- 
ington Distributors take this responsibility from management 
—they supply Vincent-Huntington Improved Grinding Wheel 
Dressers and Cutters and make it possible for them to get 
the utmost efficiency from grinding wheels because of uni- 
form high quality, longer life, and dependable performance. 
Send for more particulars and our catalog sheets. 


“If it’s a Huntington Dresser or Cutter Vincent makes it” 


THE VINCENT STEEL PROCESS CO. ™:,"xou 


(Dresser 
2434 BELLEVUE AVE., DETROIT, MICHIGAN Complete) 


Non-Burring 
Cutters 
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pactness, and light weight. Equipped 
with anti-friction bearings throughout, 
splined gear mounting, locked inner 
and outer races on spindle bearing, 
and removable commutator end cover. 
With close offset and choice of end or 
side handle, this drill is particularly 
adapted to aircraft work, with a full 
range of spindle speeds to meet air- 
craft production requirements. Its 
drilling capacity in steel is 14-in., 
¥-in. in hardwood. Standard speed 
is 2000 r.p.m. and is available, also in 
speeds of 3500 and 5000 r.p.m— 
Black & Decker Mig. Co., Towson, Md. 
Mitt Suppwies, April 1941. 


Keg and Case Truck 
Has Many Uses 





This new keg and case truck, is a 
general utility truck adaptable to many 
uses. It is made from high-carbon 
steel tubing, is 46-in. long, the nose is 
l4-in. wide and 7-in. deep, and_ it 
weighs 30-lb. The wheels are 6-in. in 
diameter, can be equipped with plain 
or roller bearing semi-steel or rubber 
tread wheels.—Bond Foundry & Ma- 
chine Co., Manheim, Pa—Mu Svup- 
piigs, April 1941. 


Sanders 


Powerful, Heavy Duty 





Compact, powerful sanders, built to 
work on the toughest and most difficult 
production and repair jobs, have been 
introduced. These units feature such 
mechanical refinements as strong alumi- 
num alloy housings, dust and dirt free 
seal type ball bearings on armature and 











L 
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spindle, heavy duty nickel steel preci- 
sion spiral gears, etc. Sanding, grind- 
ing. buffing and surfacing of wood, 
metal and concrete of the toughest kind 
are jobs for these machines. The sand- 
ers come complete with bevel type flex- 
ible pad, 6 abrasive discs, wrenches and 
heavy rubber covered three-wire cable. 
Sander No. 72 with a 7-in. diameter 
disc has a speed of 4200 r.p.m. Sander 
No. 92 has a 9-in. diameter disc and a 
speed of 330 r.p.m.—Stanley Electric 
Tool Div., New Britain, Conn.—Mi.. 
Suppties. April 1941. 


Steel Stools 


Non-Breakable Construction 

















ned 


A complete line of steel stools has been 
introduced. The new line includes 
seven heights. from 18-in. to 30-in. in 
multiples of two inches, and there are 
112 models available. The models are 
built around an all-welded basic stool 
with forged steel, dome shaped feet 
and steel seat. To this stool may be 
added a pressed wood seat; adjustable 
steel back; rubber feet; rubber feet 
with steel glides, or casters. The wide 
range of heights and accessory equip- 
ment make these stools suitable for 
every industrial or commercial use. 
Steel construction and high grade 
baked enamel finish assure long life 
and ‘attractive appearance. Green and 
brown are standard, other colors avail- 
able at slight extra cost.—Lyon Metal 
Products, Ine.., Aurora, 111.—Mir 
Suppuies. April 1941. 


Automatic Vise 
Free-Sliding Jaw 


Both hands are left free for work with 
the automatic vise and clamping tool 
recently piaced on the market. The use 
of foot pedals for clamping and releas- 


ing work is a major time-saving fea- | 

















They Last, 
Work_ Fast, 
Cut Straight! 


Service that Satisfies 


They meet the demand for today’s 
hack saw service. Spartans are made in 
Genuine Tungsten High Speed Steel, 
Kutall Molybdenum High Speed, 2 in 1, 
Flexard, All Hard and Flexible hack 
saws; also Metal-Cutting Band Saws. 


We Protect Spartan Distributors 














This is your sign 
of Quality Tools 





COLLIS 


e DRILL SLEEVES AND SOCKETS 
e LATHE CENTERS 

e CHUCK ARBORS 

e DRILL DRIFTS 


Collis Quality Tools meet modern 
needs in a modern way — they give 
long, satisfactory service because they 
are designed and made by skilled 
mechanics with many years of experi- 
ence in making taper tool products. 
We can handle all of your orders for 
regular or special requirements and 


make it well worth your while — try 
' 


THE COLLIS COMPANY 


CLINTON, IOWA 
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These 


and many other 


VICTOR BALATA & -TEXTILE 
BELTING CO. 


$3 Park Place, New York 


345 W. Hubbard $1, Chicago 
Factory: Easton, Pa 


VICTOR 
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| ture. 


36th YEAR 





PAY MORE — GET MORE 


DO MORE 


with 


“STRAND” 
HIGH QUALITY MACHINES 
GROUND ROTARY CUTTERS 








send for catalog 


N.A. STRAND & CO. 


Chicago 


5001 No. Wolcott Ave. 


HARRIS 





We can ship quickly 


. not only FLOATS (fabricated from 
copper, steel, monel, nickel, aluminum, 
everdur, brass, and stainless) but 
TANKS — COILS — BENDS — EX. 
PANSION JOINTS — KETTLES — 
DIPPERS — EVAPORATORS — HEAT- 
ERS — COOLERS — CHEMICAL 
APPARATUS. 


The pressing need in all industries for 
repairs, rebuilding, and replacements 
assures good sales volume to Distribu- 
tors who sell HARRIS Products. 


Send your orders to us. 


ARTHUR HARRIS & CO. 


210-218 N. Aberdeen St. 
CHICAGO ILLINOIS 
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\ free-sliding. movable jaw can 
be easily pushed with hand or body 
against the work and then clamped and 
released by means of foot pedals. The 
main clamping pedal sufficient 
pressure for general work, the pressure 
regulated light or heavy. If 
additional pressure is desired, a small 
auxiliary pedal will give extra pres- 
sure for any holding requirements. By 


gives 


being 


adjusting a small screw on the right 
hand side of body, the tool can be set 


work. Some 


available 


for repetitive 
mounting are 


types of 
directly on the 


bench or as a portable stand.—Auto- 

matic Vise Sales Co., Los Angeles, 

Calif—Mitt Suppuies, April 1941. 
Respirator 


With Eyeshield Attached 





The new “Dustfoe-Eyeshield Assembly” 
furnishes approved respiratory protec- 
tion against invisible particles 
of harmful dust, and guards wearers’ 
from flying dust and grit by a 
light, durable, transparent _ plastic 
shield. The eyeshield affords full, un 
obstructed vision, is removable and re- 
placeable and has a rubber reinforced 
edge. The respirator is compact, per- 


even 


eyes 


| mits unobstructed vision in every di- 


rection, and features U. S. Bureau of 
Mines approved protection against 
harmful dusts, low breathing resistance, 
soft sponge-rubber face cushion, fool- 
proof exhalation valve and protective 
filter cover. The filter is quickly re- 
placeable.— Mine Safety Appliances 
Co., Pittsburgh, Pa—Mut Supp ies, 
April 1941. 


Wet Attachment 
For Valve Resurfacer 


\ wet 
stems 


attachment for grinding valve 
and rocker arms, which can be 
used on all Van Dorn wet-grinding 
valve resurfacers, has just 
leased. This wet grinding attachment 


been re- 
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gor 


Waterproof wees Belting 


Sifter Brush Webbing 


Remember . . 





GREASE AND OIL CUPS 


Our line of Grease 
and Oil Cups is 
moderately priced, 
there are countless 
opportunities for 
new business, re- 
placement business, 
and continued busi- 
ness, our discounts 
are attractive, and 
good substantial 
earnings are assured. 
Write for details. 


Grease Cups 


Suitable for many purposes where aptemetie feed > 
desired. Cup is filled by r 

convenient when cup is not easily Scossstbte. A full 
line of standard de- 
signs in atl types— 
brass or steel. 


Glass Body 
Oil Cups 


Check valve for 
gasoline engines 
and air compressor 
service—plain type 
for industrial ma- 
chinery bearings. 
Controlled feed. 
Rugged design and 
construction stands 
severe use. Stand- 
ard on agricultural 
and industrial ma- 
chinery and in the 
machine tool in- 
dustry. 


AMERICAN 


INJECTOR CO. 


Detroit, Mich. 



































STEADY PROFITS 


handle 
e} Fe}: )> 


BELTING AND WEBBING PRODUCTS 


A package or food 
ce * conveyor belt—or an 
elevator belt. 


GLOBE SOLID WOVEN 
ep WHITE COTTON BELTING 


Globe's new, smooth surface construc- 
tion sells itself. It is better appearing 
than the old type weaves, has less stretch, 
and holds fasteners better. Get addi- 
tional facts on this leader. 


This Belt is Just One of a Complete Line 
That Includes . . . 


wo" 


Kanry-Tex Belting 
ndiess Woven Belts 
Bolting Cloth Webbing 
Harvester Webbing 
. GLOBE PRODUCTS, coupled with 
the GLOBE POLICY, make money 
for you— 
write fer dotelie tt 


Globe Woven Belting Colne 


1390-1398 CLINTON 
BUFFALO 





NEW YORK 

















consists of a two-way valve replacing 
the resurfacer regulating valve, which 
diverts the solution to the wet-grinding 
attachment; a regulating valve which 
controls the amount of fluid applied to 
the wheel; a special splash-guard and 
return-trough to be attached to the 
outer end of the grinding spindle in | 
place of the regular outer-end guard; | 
a sleeve to protect the shaft and spring | 
of the micrometer attachment, and | 
necessary tubing to carry the solution 


<3 —_ —-—— 


— 
%/ # 





‘ — | 





f @ Again Goulds simplifies selling for the indus- 
CW! trial distributor. This time it’s a line of heavy 


ee duty, highly efficient centrifugals with such ex- 









- 
\ treme flexibility of application that this one line 
‘SUPPORT meets hundreds of widely varied requirements. 
Drive is by flat or V-belt, standard electric motor, 
HEAD af steam turbine, or gasoline motor. 21 sizes are 
* F available—heads to 525 feet, capacities to 1600 
Centrifugals GPM. Discharge may be in any of four positions. 
s Shaft is positively protected from corrosive liquids, 
fs 4 described in and all likely-to-wear parts are renewable. Now 


NEW BULLETIN 625 is the time to get full selling data on this new line. 


to the attachment and back to the solu- 
tion tank. The wet-grinding attach- 
ment connects to the same _ solution 
tank used for wet-grinding the valves, 
and uses the same electric pump. This 
attachment can be used only on wet- 
grinding resurfacers, and must be aire ‘ a @ 197 
ordered in addition to the micrometer 
valve stem grinding attachment or 
rocker arm grinding attachment. 
Van Dorn Portable Electric Tool Co.., 
Towson, Md.—Mit. Surpptits, April 
1941. 


ADEL? 








Yes sir—My Choice is 


MORGAN sc; VISES 















Fire Extinguisher Seal 


Facilitates Frequent Inspection 


Stationary Jaw 
and Swivel Base 





Your customers choose MORGAN Vises because of the benefits they 
receive in using them, such as interchangeability of parts—original 
precision and accuracy remain after years of hard usage—perfect rigid- 
ity which is so important—and their dependable strength. These con- 
struction features help you to do a big time selling job. We are 
Raliegh duh tie wilted tm equipped to serve you promptly, from our complete line which in- 
duction demands fire extinguishers be cludes: Machinists Bench, Combination Pipe, Coachmakers, Wood- 
kept ready for emergency use. They working, Solid Nut Continuous Screw, Quick Action, Lightning Grip. 
must not be tampered with or returned Let us give you details on what we have to offer. 


> re eee MORGAN VISE (CO, twa serrersow sr CHICAGO, ILL. 





seal” tells at a glance whether pump 
type extinguisher has been tampered 
with, or used. They are bright red, | 
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50,000 
SATISFIED 
USERS 
KNOW 
WHAT 
THEY 
WANT— 
They 
see Buy 

LEVER 


WHITNEY set 


Punching and notching in one tool—that’s 
what Whitney Lever Punches give users. 
That's why users are satisfied--that's 
why their numbers increase constantly. 
Whitney Punches are the best known and 
most universally used on the market to- 
day. Step into this steadily growing mar- 
ket that pays you well for your efiorts. 
Our booklet will give you pertinent facts 








—send for it! 


———— 





IW.AWHITNEY Moe 











ROCKFORD > ILLINOIS 





PORTABLE HAND LEVERME TAL PUNCHES | 





BALL BEARING 
LOOSE PULLEYS 


Bam 





.. supply Pulleys 
that keep the 
wheels turning 


In our files are many, many letters attesting 
to the outstanding performance of DAG- 
GETT Ball Bearing Loose Pulleys under 
severe day after day service. Industry needs 
just this kind of pulley now for the con- 
tinuous performance necessitated by added 
production schedules. Let us give you details 
on our pulleys and on the advantage to you 
~ in selling them, 


CHICAGO PULLEY G&G 
is et Oe On Oe 


21 N. Des Plaines St CHICACC, ILL 
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trade-marked, visual signals or handle 
seals that are destroyed the moment an 
extinguisher is taken from its bracket. 
Easily applied by soaking in water and 
placing over handle and bracket, they 
shrink to a tight seal in an hour 
Pyrene Vig. Co., Vewark, N. z 
Mitt Suppuies, April 1941. 


Precision Lathe 
Designed For Small Work 





Model A 


room precision lathe is well adapted by 


9-in. 


The new 


swing tool 


its size and design for small diameter 
work requiring a high degree of accur- 
acy and sensitivity. This lathe has a 
collet capacity of Vy-in., 
maximum swing over bed ways of 9!,4- 


maximum 


in., and a maximum swing over saddle 
cross slide of 5'%-in. Three bed lengths 
are available, center dis- 
16-in., 22-in. and 28-in. re- 

Twelve spindle 
from 41 to 1270 
provided on the motor drive models. 
Smooth high 
attained by using a direct belt drive to 


providing 
tances of 
spectively. speeds 
ranging r.p.m. are 


operation at speeds is 
the spindle for speeds above 400 r.p.m. 
\ wrenchless bull lock permits 
engaging the back gears quickly when 


gear 


slow speeds are required for machining 
large diameters. lathe is 
made in floor type with pedestal motor 


This new 


drive, as illustrated, also in bench type 
with both bench 
and floor types with countershaft drive. 
All models are illustrated and described 


motor drive. and in 


in catalog No. 50-B.—South Bend 
Lathe Works, South Bend, Ind.—Mi. 


Suppties, April 1941. 


Fastening Devices 
Unique Features of Design 


Speedier production and more 


assemblies in their 


rigid 
application, are 
some of the features claimed for the 


new line of fastening devices bearing 
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The CALDER 
offers everything... 








esate 


oe 


to insure better wheel 
performance for your customers 


All Calder cutters are milled from high car- 
bon strip steel and heat treated throughout. 
This means uniform, sharp, precision-cutting 
teeth for uniform dressing. Each part is 
hardened to withstand tough service and all 
parts can be quickly and easily dissembled 
for replacement. Lubrication is provided 
through the end screws. 


The "Calder" gives longer, better service than 
ordinary grinding wheel dressers, and offers 
your customers greater economy in keeping 
wheels in prime condition, 


Ask for details NOW! 


CALDER ‘co. “tacos. 































ESSEX 


LUBRICATING 
DEVICES 


SIGHT FEED 
LUBRICATORS 
PLAIN LUBRICATORS 
HAND OIL PUMPS 
OIL CUPS 
PLURAL OILERS 
SIGHT FEEDS 
GREASE CUPS 
OIL GAUGES 
WATER GAUGES 
OILING DEVICES 
AIR COCKS, ETC. 


They are very necessary 
in the National Defense 
Program... ... 


Our boast has always been "we oil the 
wheels of industry"—because complete 
customer satisfaction has been the 
foundation of our business. We are 
ready to help manufacturers to get 
the most out of their equipment now 
when all facilities are taxed to the ut- 
most and to make operations run more 
smoothly and profitably. ESSEX Lubri- 
cating Devices are made for any class 
of service and we can supply whatever 
you need—quickly. Write for more 
details. 


ESSEX BRASS CORPORATION 


2000 FRANKLIN ST. 
MICHIGAN 


‘Pilot’ Glass Body 
Sight Feed Oil Cup 


DETROIT 

















be A Zz @) Q a ” A Cc K the tradename “Prestole”. Formed by 


press operations of a patented nature 


ONLY SHOVEL WITH A BACKBONE in cold-rolled steel (see items 1. 2 and The 


4), they embody a resilient conically ae ‘a 
formed and _ scientifically slit-thread, BELTSAVER Pulley 
which not only invites the entrance of 

a screw of matching thread, but, in 
addition creates an assembly of such 
quality as to obviate the necessity of a 
lock washer. Made from spring-steel, 

















A WORD TO 


Wise Distributors 


Here’s a pulley that definitely saves a lot 
of headaches because it saves a lot of con- 
veyor belt troubles. 


The RAZOR-BACK design of 


thick center section and tapered 





sides is so entirely right that it 


Naturally the wise supply house recom- 
“BELT 


‘ F - mends the ELTSAVER” for conveyor 
has forced the whole shovel in- (see item 3), a quick, push-on type of jobs where abrasive and heavy, sharp ma- 
fastener. known as the “Quickie” 3 terials are conveyed, because with the 
P . ee re " ““BELTSAVER” Pulley nothing can lodge 
dustry to modernize construction provided for one-time assembly. In between pulley and belt to play havoc 
” ‘ . t elt life 
. the “Prestole”, one complete thread is wa 
and reduce prices ... but none nr ter ger. Yonge sie cally sli Your crushed rock and gravel plant cus- 
: a provided, which 1s scientifically slit to tomers will appreciate the service you give 
has yet achieved RAZOR-BACK’s create the effect of a fully tapped hole. py py eg I a 
— feat f th full The “Prestole” method of fastening is life of their conveyor belts. 
CHUVS TTS GC . = offered in stampings of standard pat- There’s “BIG MONEY” for you when 
: ' rt ° ll the “‘BELTSAVER”’ — Write f 
length BACKBONE. terns, also special shapes to meet spe- Celene oad prem a er 


cifie requirements.—Prestole Sales Div., 


THE UNION FORK & HOE CO. ck ino 0 Mu SPROUT, WALDRON & CO. 


Columbus, Ohio MUNCY PA 
Makers of Quality Tools for Over 40 Years . . 


ie) U 











Hand Lift Truck 
Simplified, Easier Lift 





Sales and Value 
Go Together! 





BELT HOOKS 


have the blue aligning card that locks 
hooks in position—prevents hook loss 
from handling—prevents waste of short 
card ends. 

Only ARMSTRONG-BRAY has a com- 
plete line with both WIREGRIP Belt 
Hooks and STEELGRIP Flexible Lacing 
(for heavy drives and conveyor belts) 
as well as couplings and hooks for round 
belting, and lacing machines (vise and 





Your Heat Tool customers, being value- 





bench types) Redesigned for utmost efficiency, the eS ee bl Agha 

Here is a line that misses no sales, that | new and improved “Red Streak” lift 50 years! Being the name customers know 

includes the correct lacing for every job. | mechanism has fewer moving parts and = appreciate, it's the make they wi 

— “A quely thet a compiote incorporates safety features to prevent Outstanding example of C & L quality 

satisfaction and repeat business. It's the be pec ve torches is No. 32A, shown here. It has 
Saalinel tripping and “flying handle.” Another or . ‘ : 

ogical line to carry. <“o a ‘ been precision built to “take it’ during 

ARMSTRONG-BRAY & CO feature of the “Red Streak” hand lift yous of heavy service. Thousands of 

& ° et ee ae ae! : ee 2 quality-conscious h d on 

"The Belt Lacing People’ truck is its balanced handle which is 32A Torches. They know they have bought 


entirely new. The hand grip, tubular a long-time investment in a C & L tool. 


310 : . 
Loomis Ave. handle shaft, and lower handle casting, So check your C & L stock now. They're 
eck ‘ . what your customers want. 


are welded into a single unit to keep 
P* for new | Parts from working loose. The truck 
) CLAYTON & LAMBERT (EF 
ime Cae: OF-aaachhi Mich Je 2 
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catalog sheets now uses a-shorter handle stroke and 
| consequently requires less bending 











4 
UMI 











Malleable lron-Unbreakable 


VISES for: 


Consistent Profits 
Distributor Protection 
Immediate Service 
Complete Line 
Dependable Source 
The Columbian Vise & Mfg. Co. 
9019 Bessemer Ave. 
Ohio 


Cleveland 











SHOWS HOW! 


The gripping unit in Electroline- 
Fiege Connectors “holds like a 
bulldog”, yet graduates the com- 
pression from rear to front, pre- 
venting crystallization, fraying and 
early rope failure. 


Electroling-Fiege Connectors are 
being sold on a better-quality basis 
and are backed by many sales 
helps. Ask for Bulletin F-2 which 
fully describes this complete and 
profitable line. 











4072 S. LaSalle Street 
Chicago, Illinois 
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effort by 
cornering 


the operator. To prevent 
of this truck in cramped 
quarters, it features 90-degree lift and 
full 180-degree steer. The “Red 
Streak” is available in either wide or 
narrow frame models. each with a 
capacity of 3.500-lb—Yale & Towne 
Mig. Co., Philadelphia, Pa—Miu 
Suppties, April 1941. 


Feet Protectors 
Keep Out Wet And Cold 





Industrial workers whose duties expose 


them to constantly wet or cold feet can 
obtain new protection through the use 


of “Pedettes,” designed to be worn be- 


tween stockinged feet and boots or 
shoes. These foot-shaped slippers are 


made of Pliofilm, are thin, pliable, ex- 

tremely light in weight but tough and 

semi-plastic. They conform readily to 

the shape of the foot and do not crowd 

even snug fitting shoes. They are abso- 
lutely water proof and air tight, factors 
| upon which their utility depends. They 
keep out water and penetrating cold 
and at the same time retain body heat. 

Protex Products, Jersey City, N. J.— 
| Mitt Suppiies, April, 1941. 






ies 
— 


SalesHelps 


from the 





| mnutacturerrs. 


7 


— 


TOOL STEELS—The text of Catalog 
Ng. 100-S is written in a free, easy style. 
The foreword of this steel catalog paints 
a word portrait of the founder, and 
throughout the balance of the book im- 
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INCREASE SALES 
AND PROFITS! !! 


with 


ROCKWELL 
BLAST GATES 


Wherever low pressure air is 
used by your customers in their 
manufacturing cycle, ROCKWELL 
BLAST GATES can be adapted to 
advantage for the air control. 


All types and sizes available for 

prompt shipment. We ship direct 
to your customer. 
No servicing. 







Be prepared. Write 
for complete catalog 
No. 4026, price lists 
and discounts. 





ETTCO Tappers, ETTCO 
Tap Holding Chucks and 
ETTCO Keyless, Self-Tight- 
ening Drill Chucks have 
been Industry's Favorites 
for over 20 years. Shop 
men know them and like 
them. That's why they're 
easy to sell—and why more 
and bigger profits are in 
the bag for you when you 
handle the ETTCO-EMRICK 
LINE. 





. . and you'll like doing 
business with ETTCO be- 
cause you can always 
count on full consideration 
and full cooperation. Write 
today for descriptive bul- 
letins on ETTCO products 
and details about the 
profitable ETTCO DIS- 
TRIBUTOR PROPOSITION. 


ETTCO TOOL CO. 


600 Johnson Ave. Brooklyn, N. Y. 














DRILL CHUCKS 
TAPPING CHUCKS 
TAPPING ATTACHMENTS 
TAPPING MACHINES 
MULTIPLE SPINDLE TAPPING 

AND DRILLING HEADS 


Unexcelled for Design, Materials 
and Workmanship 














UMI 





Do you disturb building 


holes? 


For work in occupied buildings and offices where 
noise isobjectionable—frequentlyrequiringafter-hour 
work—the Carboloy Masonry Drill permits work 
at a time without disturbing occupants. It's 
QUIET—climinates all noisy hand chiseling of holes. 

Saves time too! Drills holes in concrete, tile, 
porcelain, brick, etc. 50‘;—75‘, faster! Lasts 
longer! Stays sharp for long intervals of continuous 
use because it's tipped with Carboloy cemented 
carbide—a metal approaching the diamond itself in 
hardness And here's another valuable feature: 
Carboloy Drills won't splinter fragile work. Drills 
clean, accurate holes. Use in any rotary drill. 


CARBOLOY COMPANY, INC. 


11131 E. 8-MILE ST. 7 DETROIT, MICHIGAN 











write for Quick Profit 


JOBBERS: mene Proposition 





tena 
inst all at ion 








ant main 


FN tito] Ke) / 


MASONRY DRILL-POINTS 


NEW PROBLEMS 


BRING 


MORE PROFITS! 


% With production schedules 
at new high peaks, many 
plants in your territory now 
have serious dust problems 
that can't be handled by ob- 
solete equipment. Right now 
you have a big opportunity 
for some quick, easy, profit- 
able sales with this 


NE CESCO NO. 602 
HEALTHGUARD 


ABRASIVE MASK 


Greatly improved, through simplified details of 
construction, plus approval by the U. S. Bureau of 
Mines bring QUICK SALES. It is truly the 1941 
model in dust protection equipment—far superior 
to the average awkward, ill-fitting masks now in 
use for sandblast operations. 


PLENTY OF FEATURES TO TALK ABOUT 


@ U. S. Bureau of Mines Approval No. 19/8, 


@ Light weight. P ed to put on—comfortable— 
easy to take off 


@ Soft, molded feceplece conforms to facial con- 
tours—seals out dust-laden air. 


@ Incoming air is filtered under pressure, removing 
foreign particles. 


@ Adjustable contro! valve means uninterrupted 
supply of air, prevents excessive pressure. 
@ Fits snugly—allows freedom of movement. 


Write todcey for circular—prices—details to 
talk over with your customers. 


CHICAGO EYE SHIELD CO. 

















2329 Warren Bivd., 
Chicago, Illinois 









| portant individuals in the Disston Steel 
| plant are introduced by name and title. 
Scattered throughout the book are 
photographs of manufacturing opera- 


tions and various steel applications. The’ 


last ten pages are devoted to tables of 
useful information for anyone interested 
in buying steels. The book is a sewed. 
case-bound volume of 74 pages.—Henry 
Disston & Sons, Inc., Philadelphia, Pa. 


occupants when you drill 


GAS TORCHES, FURNACES An 


attractive blue and white 
(50M-2-40 ) 
tures and 


broadside. 
deals with the sales fea- 


economical 


operation — of 
Insto-Gas torches and furnaces. The 
illustrations and copy point to the 
numerous applications for these prod- 
ucts in maintenance jobs, for use by 
sheet metal and heating contractors, 
painters, electricians. plumbers, _ re- 
Descriptions and 
technical data add to the interest of this 
four-page folder.—Insto-Gas Corp., De- 


troit, Mich. 


frigeration men, ete. 


CEMENTED CARBIDE TOOLS 

An engineering bulletin devoted to the 
machining of steels with cemented car- 
bide tools has just been released. The 
bulletin (No. GT-123) covers tool de- 
sign and selection; use of coolants; 
chip breaker design and use; 
of chip breakers; 


erinding 
machine maintenance 
design and equipment considerations; 
tables covering feeds, speeds. depth of 
cut and grade 
types of steels; 


selection for different 
caleulat- 
requirements, ete. It 
also contains a supplement covering, in 


formulas for 
ing horsepower 


tabular form, recommendations for ma- 
chining cast iron, 
metallic materials.—Carboloy Co., Inc., 


Detroit, Mich. 


FRICTION MATERIALS. An illus- 
trated brochure, “Industrial 
materials,” — presents 


Friction 
comprehensive 
data on the complete lines of industrial 
brake linings and blocks and clutch 
facings. An important feature is a 
chart which simplifies the selection of 
the most suitable friction material for 
On this chart are 
represented brakes and clutches of the 
dise, cone and band types. 


any specified service. 


Listed down 
one side of the page are all the 
which must be considered, such as rub- 
bing speed, pressure, etc.—Johns-Man- 


ville, New York, N.Y. 


POWER TRANSMISSION 
plete catalog on the new “American” 
Reduction Drive has just come off the 
press. This catalog used in conjunction 
with the Wedgbelt Drive ( 
plies all information necessary to lay 


\ com- 


‘atalog, sup- 
out a complete drive. This Reduction 
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non-ferrous, and non- 


factors 





So * 
OL SUCTION 


Now, when maintenance is rushed, or even 
neglected, is the ideal time to sell more 
Dixon's Ticonderoga Flake Lubricating Gra- 
phite. For graphite is the enduring lubricant, 
that ‘‘stays put’’ and maintains its lubricity 
long after other lubricants burn, squeeze, or 
wash out. As a co-lubricant with oils or 
greases, graphite impregnates and coats wear- 
ing surtaces with a lubricating film that 
often saves costly damage when ee ml are 
allowed to run without frequent lubricant 
replacement. And for gaskets, coatings and 
packings, graphite has no equal in either 
effectiveness or length of service between 
renewals. Write for Booklet C-71. 
BE SURE YOUR CUSTOMERS 
ARE SUPPLIED WITH 
Particle Size No. I—large lubricious flakes 
Particle Size No. 2—smaller flake size 


Dixon's No. 635—extremely uniform, finely 
divided flakes 
Dixon's Microfyne—microscopically subdivided 
powdered flakes 
AND HOW THESE SELL! 


ORY GRAPHITE 





9 GRAPH-AIng 7 = = 
4 cums AQ iuerication —> £ > . 
‘ FOR LOCKS ne ’ oa 
y AND A 1000 ae 
OTHER USES— + d es oo 





SQUEETE "EM 


JOSEPH DIXON CRUCIBLE CO. 


JERSEY CITY, N. J. 


makes ONLY 
non-ferrous 
and stainless 
fastenings 


this MODERN 
HARPER 
PLANT 





ONE COMPLETE manufac- 
turing unit that manufactures 
BOLTS, NUTS, SCREWS and 
WASHERS out of everything 
EXCEPT IRON and STEEL. 


Cap Screws of BRASS, Lag 
Screws and Hanger Bolts of 
BRONZE, Bolts and Screws in EVER 
DUR, Washers, Rivets and Nuts of 
MONEL and most every type of 
STAINLESS fastenings you could 
require. Every popular type and size 
in all the alloys. 

That's the story -- 3600 STOCK 
ITEMS in every alloy except iron 
and steel and plenty of production 
equipment to make those small 
troublesome specials you need right 
now. 

Send for the 72-page Harper Cat 
al “Bible” of the non-ferrous 
and stainless fastening industry. The 

Harper Company, 262. Filet 
cher St., Chicago. 


HARPER 
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T 
HOLDS YOUR 
SALES STORY 


The famous ATLAS construction—'"'com- 


pound leverage’ action—that's what 
gives ATLAS Car Movers their power 
and speed. That's what helps you sell 
and makes your selling worthwhile. Cars 
can be moved easily and simply with 
the ATLAS because of perfect distribu- 
tion of strain. Get details on this profit- 
building line now. 


Appleton-Atias Car Mover Corp. 


2947 No. 30th St. Milwaukee, Wis. 
(Formerly Appleton Car Mover Co., 
Appleton, Wis.) 


Pe tnt te an tn ath a a al 
a a tn nh ha 


i ti 














YES ... 


We make them all 


We are one of the very few who 

can offer you from ONE SOURCE 

a complete line of files in both 

American and Swiss patterns. 
Why not become a ONE 
SOURCE FILE DISTRIB- 
UTOR by selling our 3 
brands 


“DU-MORE" 
“KLEEN-KUT" 
"ALLIGATOR" 
Swiss Pattern 


CARSON-NEWTON CO. 
Belleville, N. J. 


CARSON- 
NEWTON 







FILES 
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Drive is a new and economical method 


of providing driven speeds between 1] 


and 215 r.p.m. A _ Reduction Unit 
mounts directly on the driven shaft. 
Output speeds can be changed by 
changing the ratio of the primary 


Wedgbelt Drive. 
Philadelphia, Pa. 


{merican Pulley Co., 


BRONZE—The colorful 1941 catalog 
(No. 410) on stock sizes of bearing 


bronze has just been released. In this 
76-page book, many new and important 
changes have been made. New sizes of 
plain bearings. new types of electric 
motor bearings. have been added. to- 
gether with other pertinent data. Every 
item listed in the book is available im- 
mediately from stock. a fact 
should be of interest to many readers. 


Johnson Bronze Co., New Castle, Pa. 


which 


FILES——An_ informative catalog on 
Swiss pattern files has just been pub- 
lished. The introductory pages describe 
the origin of American-made Swiss pat- 
tern files. explain how these files are 
manufactured. illustrate different cuts. 
and include suggestions for the selec- 
tion. use and care of files. to obtain best 
results. More than 3,000 different 
shapes. cuts and sizes of files are listed 
in the catalog. together with description 
and illustration of each shape and ex- 
planations of their {merican 


Swiss File & Tool Co., Elizabeth, N. J. 


use. 


LATHES 


the complete line of 


“America Sings” presents 
LeBlond lathes. 
and at the same time points out. by 
means of words and pictures. the chal- 
lenge facing industrial America. It pre- 
sents information 
with understanding simplicity. and also 


the 


( omplete technical 


emphasizes broader human side. 
The catalog portion, showing the com- 
plete line of lathes is printed letter- 
press. The editorial portion, carrying 
the “America Sings” theme. is printed 


by offset lithography, and consists of 


airbrush murals in three colors.—Le- 
Blond Machine Tool Co., Cincinnati, 
Ohio. 


DIRECT CURRENT MOTORS \ 


revised 


t-page leaflet, B-6131. just 
issued illustrating and describing Lo- 
Maintenance Type FE, direct current 


motors and generators for ratings up to 
200 hp. and 150 kw.—Allis-Chalmers 
Vig. Co., Milwaukee, Wis. 


MATERIAL HANDLING EQUIP- 
MENT 
120, briefly describing and illustrating 
a complete line of material handling 
equipment, most of which is hydraulic. 
Lyon Iron Works, Greene, N. Y. 


MILL SUPPLIES © APRIL, 1941! 
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In the Ottemiller line, distributors 
have a practically complete line of 
cap screws, set screws, coupling bolts, 
studs and screw machine parts to meet 
the needs of almost any customer. 
Then, too, the Ottemiller line is a line 
of uniformly high quality—one that 
is given preference where the advan- 
tages of standardization are recognized. 

Ottemiller—in products and in dis- 
tributor service offers everything re- 
quired for a steady, repeat order 
business. That’s why the Ottemiller 
franchise is one of recognized desir- 


ability. Why not find 
out more about it at 
once? 
OA 
THE WM.H. 
YORK, PA. 


—Best FS seers 
-Beot PERFORMERS 


@ Jas. P. Marsh 


gauge. dial thermometer or heating 


on a pressure 


specialty is a name that industry 
The Marsh 


gauge with 


knows and respects. 


Mastergauge a finer 
a long list of exclusive features is 
illustrated above. It is a leader in 


a line of leaders, 


Write for details 
of a Marsh distributorship 


JAS. P. MARSH CORP. 


2079 Southport Ave., Chicago 
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WHY ONE 


DART SALE 
Leads to Many 





It has happened time after time: after a 
prospect tries a Dart Union (free), he be- 
comes a profitable ‘repeat’ customer. Just 
to be a good fellow? Hardly. The answer 
is found in the Union itself. Darts get tight 
the first time and stay tight unfailingly. 
They can be reinstalled many times and 
do a swell job every time. They cost less 
to service because they are built to stand 
up. In a word, Darts have got the stuff. 
They're profitable to sell. Write for Dart's 


jobber policy. 


E. M. DART MFG. CO., Providence, R.1. 


Sales Agenmtot 
The Fairbanks Company, New York 
and oll branches 


Canadian Vartery: 
Daort Union Company, Lid... 
Terente, Canadas 


151 








* : , CVS Pui e 
Ys rf 





backtires 


. @ meeting ground for discussion of 


problems com ) both distributors and manufacturers ... 








“We have read with a great deal of interest your 
letter of March 3 and you are to be complimented on 
your plan and your interest in behalf of distributors. 
We should all be very proud to be identified with a 
publication like MILL Suppties, and | can assure you 
that our company and sales force appreciate the service 
and help we receive. We are passing this information 


along to our salesmen. (Signed) Richard Alcott.” 


(Our letter of March 3 had to do with the advertising 
that Mitt Suvrwies is doing in industrial publications 
in the interests of distributors.) 


Thanks, Dick! Yours is the kind of letter that makes 
us feel ever more strongly the importance of our job 
in behalf of industrial distribution. 

And thanks to the many others who have been kind 
enough to write and give encouragement to our efforts. 
It shows that distributors, everywhere, are becoming 
more and more conscious of the important part they are 
playing in the defense program, how important it is 
for this industry to re-state, at this time, what it can 
do and is doing to speed up the wheels of production. 

The vital position that industrial distributors hold in 
our industrial economy is no matter of chance. Our 
superior productive capacity as a nation is the result. 
in large part, of an efficient and economical distribution 
system. 

We feel most strongly that this fact should never be 
overlooked and particularly at this time when the dis- 
tributor’s service means so much in speeding up and 
maintaining an efficient industrial production. That is 
why MILL Suppwies has been on the job in Washington 
for almost a year and a half continually selling every 
agency of the government on the function of the dis- 
tributor and the important part he is playing under 
the defense program. 


That’s why MILL Suppties has been promoting the 
distributor's importance in paid advertisements carried 
in American Machinist to reach the production men in 
the all-important metal working industries and in Fac- 
tory Management & Maintenance and Power to reach 
other important branches of American Industry. This 
campaign is reaching some 70,000 industrial buyers 
from one end of the country to the other. (See page 
133 for reprint of page advertisement appearing in 
current issues of these magazines. ) 

Finally, MILL Supplies is carrying an editorial cam- 
paign in its own pages to give distributors and their 
salesmen points they can use in advertising and in 
everyday selling to promote their own service. Our 
latest activity in this respect will be found on pages 
37-40 of this issue. Reprints of this article will go to 
every official in Washington interested in the defense 
program. It will also be used as the basis of a two-page 
advertisement to be carried by MILL Supp.ies in the 
May issues of the three magazines mentioned above and 
reaching some 70,000 industrial users. 

Some distributors are campaigning with us in this 
all-important job of promoting the distributor. What 
a job could be done if all distributors would point some 
part of their advertising and promotional effort toward 
selling this industry to their customers. If—added to 
all that—manufacturers selling through the distributor 
would add a line like that below to their advertisements 
addressed to industrial users, this industry would really 
get the promotion it so justly deserves. 


Ak Morn 


“Buy it from your local distributor! He is prepared to give you the kind of service you so vitally need." 








